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A letter from MR. MALCOLM 
Vice President of the F. S. WEBSTER COMPANY 


wr half the world in turmoil; with 

selfishness, greed, and power politics 
dragging into armed conflict the people of 
many lands, once more we look at the year 
which has just past and glimpse the year that 


is to come, 


First. let’s be thankful we are Americans, In 


our peace and security we are the envy ot the 


world. We are confident that we will remain 
at peace, and that business built on honesty 


and mutual confidence will continue to flourish. 


This month the F. S. Webster Company com- 
pletes its SOth year as a manufacturer of carbon 
paper and typewriter ribbons, Just a few weeks 
ago we were privileged to greet personally 
right here at home many of our business friends 
who attended the National Stationers Conven- 
tion. For those Webster dealers who attended, 
as well as those who were unable to come, we 


have tried to make our anniversary mean pro- 


gress. Consistent with our policy, we have sup- 


F. 5. WEBSTER COMPAN 


ported you with advertising in consumer, trade. 
purchasing, school and insurance publications. 
We have placed at your disposal new advertis- 
ing pieces, including Webster's novel 50th an- 
niversary window display. We have announced 
improvements in packaging of the company’s 
lines. In the quality of our products we have 
also maintained our position of leadership. 

The year 1939 marks our 50th of friendly dealer 
relationships. We have no more cherished pos- 
sessions than these. Many of these dealers have 
been associated with us in business for the en- 
tire span of our existence; others, younger in 
years, have been just as loyal. You may be as- 


sured we shall guard these relationships. 


We look ahead to 1940 as another vear of mu- 


tual opportunity for profitable business. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


[No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

{Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat - 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1939, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. 
for honest differences of opinion, the publishers obviously cannot 
offer 


customers. They do, however, 
A 

Acco Products, Inc. 156 
Ace Fastener Corp. 144 
Acme Staple Co 155 
Acme Visible Records, Inc 104 
Adams, Henry T., Mfg. Co. 

. 130, 163 
Allen Calculators, Inc 103 
Allen & Ce 158 


Allen-Wales Add. Mach. Corp.....165 
Alliance Rubber Co 160 
Allied Carbon & Ribbon Co 164 
All-Steel-Equip Co 123 
Alma Desk Co 140 


Amer. Autmtic. Electric Sales 
Co 156 
Amer. Number. Machine Co 161 
Amer. Writing Machine C« 144 
Ames Supply Company 81 
Anderson-Hickey Co., Ine 141 
Artility Metal Products, Inc. 129 
Art Metal Construction Co 162 
Art Steel Co., Ine 135 
Automatic File & Index Co 143 
Autopoint Co. 117 
B 
Bankers Box Co 90 
Barkley, C. L., & Co 149 
Bassick Company 116 
Bentson Mfg. Co 138 
Bickett, L. M.., Co 160 
Bright Chair Co 146 
Bristow, Stanley R. 167 
* British Stationer 166 
Brown, L. L., Paper Co 131 
Browne-Morse Co 146 
Cc 

Cel-U-Dex Corp 167 
Chicago Venetian Blind Co. 99 
Clarotype Co., The 165 
Cloyes Gear Works 165 
Codo Mfg. Corp 161 
Collier-Keyworth Co 140 
Columbia Rib. & Car. Mfg. Co...124 


Columbia Steel Equipment Co...107 


Cook, The H. C., Co. 158 
Corona Typewriter 69 
Corry-Jamestown Mfg. Corp 115 
Cramer Air-Flow Chairs 136 
Crown Ribbon & Carbon Co 162 
Cushman & Denison Mfg. Co....164 
D 
Daco Card & Index Co. 167 
Darnell Corp. 165 
Dawn Mfg. Corp., The 153 
Dick, A. B., Co. 67 
Downey, C. L., Co 150 
L 
Efficiency Equipment Co. 167 
Ehrlich Upholstery Works 118 
Elliott Address. Mach. Co. 167 
Elliott-Fisher Back Cover 
Esterbrook Steel Pen Co. 161 


their services in resolvin 


g any disagreements 


through the journal. 


FE 
Faber, A. W., Inc. 139 
Faultless Caster Corp 162 


Fulton 


General 


Specialty Co 


G 


Fireproofing Co 


Globe-Wernicke Co 112 


Graff, 


Geo. B., Co 138 


Graphic Duplicator Co 


Guide System & Supply C« l 
H 
Haida Engineering Co 163 
Hall-Welter Co. 153 
Hanson Scale Co 145 
Harding, Milo, Co. 137 
Harriman-Welts Products Co 161 
Harter Corporation, The 108 
Heyer Corporation, The 69 
High Point Bd. & Chair Co 
Hileo Corp 143 
Hotchki Sales Co 94 
Hunt, John F., Co 67 
I 

Imperial Desk Co R2 
Imperial Mfg. Co ) 
Imperial Methods Co 132 
Indiana Desk Co 159 
Industrial Tape Corp ’ 
Ink Specialties Co 141 


Invincible Metal 


Jasper 
Jasper Office 
Jasper 


Johnson 


Kiliar 


Leopold Co., 





Furniture Co. 119 


Chair Co RO) 


Furniture Co 


Seating Co. 126 

Chair Co. 155 
K 

Mfg. Corp 154 
L 


The 13 


M 
Manifold Supplies ¢ 16 
Markilo Co 164 
Markwell Mfg. Co 16 
Massillon Wire Basket Co 165 
Meilicke Systems, Ine lf 
Meilink Steel Safe Co i8 
Metal Office Furniture C« 128 
Metalstand Co. 161 
Meyer & Wenthe 137 
Mimeograph, The t 
Mimeo Repair Co 164 
Mitchell Binder Co 160 
Mittag & Volger, Inc 109 
Monroe Cale. Machine Co 111 
Moore Push-Pin Co 162 
Morse, J. S., Typewriter Co, l 
Multipost Co 133 
Munson Supply Co 130 
Murphy Chair Co 134 
N 

National Blank Book ( ] 
Nat'l Brief Case Mfg. (¢ 15 
National Business Show Cx 05 
Nat'l Passbook & Supply C« l¢ 
Nat'l Vuleanized Fibre Co 163 
Neva-Clog Products, Inc 

New England Paper Punch Co.126 
New Indiana Chair Co. 159 


oO 
Old Town Ribbon & C: 


Oxford Filing Supply Co 


P 
Pac Cb. & Ribbon Mfg. Co... 87 
Peerle Key-Imperial Mfg. Co. 97 
Peerless Steel Equip. C« 148 
Phillips Process C¢ 14 
Pronto File Corp. 92, 93 
Pruitt Co., The lf 





THE SERVI 


of its various commissions 


personal letters all inquiries 


pares advertising copy, fu 


eign dealers in securing U 


tion of the field have evide 


of Office Appliances is maintained for the exclusive * 
use of subscribers and advertisers. 


practically every member of 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
agents and dealers in nearly 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, __ |} 


good use of this bureau; manufacturers in every sec- 


Subscribers’ requests for catalogues to bring their files 





/E BUREAU 


In the execution 


Hii] 
this bureau calls upon Hh 
the staff. It answers by HH 
upon matters germane to Hl 

HHH} 

HI 

HI 

| 

| 


rnishes list of desirable 
every country, aids for- 
S. A. lines, and in many 


‘nce of its proved value. 





up to date, or to replace the file in case of fire or _ jj] 
other form of destruction, are broadcasted in a bull ih 
tin which is mailed frequently to leading manufac- Hi 

turers. Wl 





result 








Because of the ground 
undertake to guarantee transactions between advertisers and 
which 


from relations established 
Q 
Quality Park Envelope Co. 96 
R 
Reliable Tw. & A. M. Corp 161 
Rex-O-graph Co. 164 
Rivet-O Mfg. Co. 167 
Rockwell-Barnes Co 113 
Royal Metal Mfg. Co 165 
Royal Typewriter Co. 168 
s 
St. Johns Table Co. 129 
Seat, Dr., Chemical Co. 167 
Security Steel Equipment Cp. 
&8, &9 
Shaw-Walker Co. 95 
Sheaffer, W. A., Pen Co. 162 
Shepherd Chair Co. 160 
Sheppard, C. E., Co. 148 
Sherman-Manson Mfg. Co. 125 
Shipman-Ward Mfg. Co. 142 
Sikes Co., Inc., The 77 
Sloane, W. & J 121 
Smith, L. C., & Corona Type- 
writers Inc. 69 
Speed Key Mfg. Co 162 
Speed-O-Print Corp 151, 152 
Speed Products Co 110 
Storms, H. M., Co 147 
Sturgis Posture Chair Co 133 


Sundstrand Sack Cover 


T 
rechnygraph, The 149 
Toledo Metal Furniture Co. 106 
Torit Mfg. Co 161 
rriner Scale & Mfg. Co 150 
Troy Sunshade Co, 164 
I 

Ulrich Planfiling Equipment 

Co 98 


Underwd. Elliott-Fisher 


Sack Cover 
U. S. Tw. Ribbon Mfg. Co. 157 
Universal Office Equipment Co.162 
Vv 
Vail Manufacturing Co 101 
Van Dyke Industries 102 
Varat, Murray Co 163 
Vietor Adding Machine Co 91 
Victor Safe & Equipment Co...163 
Ww 
Wabash Cabinet Co., The 114 
Wavemaker Co. 157 
Warshaw Mfg. Cx 154 
Webster Electric Co 164 
Webster, F. S., Cc 2 
Weis Mfg. ( 83, 4, 5, ¢ 
W holesa Typewriter Co 147 
Wiggins, John B., Gi 163 
Wilson Memindex Co 165 
Wolber Dupl. & Supply Co 160 
¥ 
Yawman and Erbe Mfg. Co. 160 
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For the benefit of the subscribers the lines advertised are here classified. 


are represented. 


Many of the requirements of the modern business office 
Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Adding Machine Parts 
Amer, Writing Machine ( 
Ames Supply C« 
Cloyes Gear Works 

Shipman-Ward Mf ( 

Adding Machine Rolls & Paper 

to 


Rockwell- Barnes 


Adding Machines 
Allen Calculators, Inc 





Alle W Add. Ma ( 

Monroe Ca Machine ¢ 

~ ] Back ¢ 
\ r Add M ( 


Adding Machines (Stylus) 
Reliable Typewr. & A. M. ¢ 


Adding Machines, Rebuilt & Used 
Morse, J. S., Typewr. ( 
Pruitt Co., The 
K ible Typewr. & A M. ¢ 
L'niv. Office } iif Co 


Acding Typewriters 
Unde 1 Elliott 


Machines 


Addressing 
t Address. Mact ( 


Addressing Mac 
Pruitt ¢ I 
Univ. Office Equip. ¢ 


I 


hines, Used 


Adhesives 


See Ir 


ks, A 


Arch and Clip Board Files 


\ \ Elec Sale ( 

( I & Denison Mf ( 

Globe-We k ( 

Rockw B ( 

Ss W \ Co 

\ & Ertl M ( 
Ball Bearings for Drawer Slides, ete 

Kilian Mf Cort 
Banker's Note Cases 

\ Steel Co 

General Firey fing 

Glot Wernick ‘ 

Victor Safe & Equipt. Co 
Bank Passbooks & Cheek Cases 

Nat Passbook & Supply ¢ 
Billing Machines 

Underwood Ellis Fi ( 

Back ¢ 

Binders, Catalogue and Periodical 

\ I’ s, Ih 

Mitct Binder Co 


Nat'l Blank Book ¢ 


Binders, Permanent Storage 
Adar Henry T Mr ( 
Bank Box Ce 

Binders, String 
Banker Box ¢ 

Blank Books 
Nat Blank Book ¢ 
Rockw Barne Cr 

Blue Print and Plan File Cabinets 
All-Ste Kq ( 

\ Hicke ( 
Art Metal Construct ( 
\ Ss ( 
l Mor ( 
( ia St Eq ( 
( y-Ja wn Mf ( 
( al | root ( 
( W } ( 
i Ss I ( 
s Walk ( 
Ulr Planfilir Kq nt ¢ 
\ man & Ertl M ( 

Bond Boxes 
4 Steel (Ce 
( I 
( Wer ‘ 

Book Cases 
\ St I i 
Alr Desk ¢ 
Ar Metal ¢ ( 
l M ( 

( J ‘ Mf 

} ( 

Glot Wer i ( 

P ess St } ( 

S Walk ( 

W sh ¢ ( I 

\ Mf ( 8 
\ & | Mf ( 

Book Rings 
Adams, Henr r Mfg. ¢ 


Bookkeeping 


B 
Box Letter Files 
Art St 1 ¢ 
G e-W nicke Co 
Rock Barnes (¢ 
W Mfg. ¢ 83. 84 
Brief and Zipper Cases 
Nat 1B f Cas Mfg. Cx 
\ Mur ( 
Business Shows 
Nat R S ( 
Calculating Devices 
Me h ~ " It 
Rel r'ypew & A. M. C 
Calculating Machines 
\ ‘ Ir 
4 W \ Ma ‘ 
M ( M r ( 
Su I 
\ \ Ma ( 
Calculating Machines, Used 
M e, J. § rypewr. Co 
Pruitt ¢ he 
R r'yy & A. M. C 
Ty Of } lip. ¢ 
Carbon Papers 
S R ns and Carbons 


Card Index Boxes and Trays 
\ St ] I Co 
\ M ( ( 
A Ss ( 
Rer M ( 
( Ss Equip. ¢ 
( I Mf ( 
( I ( 
( W ke ¢ 
s & Supply ¢ 
I M is ¢ 
I M 1 Furn. ¢ 
M or if I ( 
I Ss Eq ( 
S S Eq ( 
Ss Walk ( 
W iker ( 
W Mf ( 

W M ( g . 
,) & | Mf ( 
Cards, Business (Book Form) 
VW r | B Co 

Cash Boxes 
Art s ( 
Get il | proofing Co 
Casters, Caster Bearings, Slides 
Rn k CC 
D ‘ ( 
| l ( r Cort 
I Mi ( 
Celluloid Envelopes 
Mark ( 
Chair trons 
ik ( 
( I h ¢ 
Chairs, Office 
\ Metal I I 
B { iir ¢ 
( \ I Chairs 
I I vy Works 
(; t t¢ 
HW ( 
i I I & ¢ ( 
| ‘ ‘ 
s ( 
' { t¢ 
\ ( ( 
\ I ("} ( 
I \ M ( 
‘ { 
Ss I I 
« Ww & i 
< Pr ( ( 
' I ( 
S ( 
Chairs, Folding 
R vi te ( 
Chairs (Posture 
Au I s ( 
\ M I I 
I ‘ ( 
( \ ! ( 
( ( 
Hi ( 
H I I & « ( 
( ( 
= | 


Machines 
I tt Fisher ¢ 


Check Protectors 


M . 8 | 

Ir ( 

Xe I & 
Checks, Stamped Metal 


Meyer & W 


Johns ( ( 
Mu y f r ( 
Royal M M 
Shepherd ¢ 7 ‘ 
Sik ( I 
Stur ] ( ( 
T M i I ( 
8 Check Protectors & Writers 
Hall-Welter ¢ 


& Writers 


Used 


Me 


Coin Bag Trays and Wrappers 
Art Steel ¢ 
) Downe ( I ( 
Copyholders 
Acco Pt 
. Amer Aut I Ss ( 
‘i Dawn Mf ( 
Costumers 
12 Peer] Steel T ( 
Royal M Mi ( 
‘ ry mie ‘ 
Cushions and Pads, Chair 
Bickett, L. M., ¢ 
Shipman-Ward Mfg. ( 
Dating Stamps 
Amer Numbe M ( 
Fulton Specialty ¢ 
Meyer & Wenthe 
° Rivet-O-Mf ( 
Desk Lamps 
1 ! Mf ( 
Van Dyhk Ir 
‘ Desk Pads & Tops 
110 Amer. Aut. I S ( 
rg Wagemaker ¢ 
18 Desk Pending-Letters Holders 
89 Acco Products, 1 
7 Desk Pen & Ink Sets 
54 Sheaffer, W. A., P ( 
Ri 
n Desk Trays 
Art Met ( ( 
Art Steel ( 
\ I & I ( 
( Ml ( 
Ck I x ‘ 
. ( W ( 
‘ Imry Mi ( 
1 wy , ‘ 
S} Wall ( 
We \if ( & 
Yaw n & |} e Mf ( 
Desk Work Distributors 
\ Ss ( 
B St R 
G Werr ( 
Vic Ss & | ( 
We Mf ( 
Desks 
Al D ( 
4 Art Me ( ( 
\ I =F x ( 
9 1 Mf ( 
Browne-M ( 
Q ( Stee ( 
) ( M ( Il 
al ( 1 | ( 
Globe-W ke ( 
Ir Desk ¢ 
Ir Desk ¢ 
) I M I ( 
] or } ( 
ls ( I 
Mi of I ( 
P s I ( 
R M M 
~ ~ i] ‘ 
S Ww ( 
Ss \\ . 
I S r 
\ s «& | ( 
W I h ( 
\ & | I 
Dictating Machines, Used 
Morse, J. S ( 
Pruitt ¢ 
18 Duplicating Machines & Supplies 
\ er Writ Ni { 
“Y ( ( 
{ 


Dick, A. B., Co. 67 
Elliott Address. Mach. Co. 167 
Graphic Duplicator Co. 155 
Harding, Milo, Co. 37 


Heyer Corporation, The 169 
Hileo Corp 143 
Ink Specialties Co. 141 
Mimeograph, The 67 
Manifold Supplies Co 76 
Mittag & Volger, Inc 109 
Rex-O-graph Co 164 
Shipman-Ward Mfg. Co 142 
Smith. L. C., & Corona Typewr 69 
Speed-O-Print Corp 151, 152 
Technygraph, The 149 
Victor Safe & Equip. Co 163 
Wolber Dupl. & Sup. Co 160 
Duplicating Machines, Used 
Graphie Duplicator Co 155 
Mimeo Repair Co 164 
Morse, J. S., Typewr. Co 22 
Pruitt Co., The 163 
Universal Office Equip. Co...... 162 
Envelope Openers (See Letter Open 
Envelope Sealers 
Elliott Address. Mach. Co. 167 
Multipost Co., Ine 133 
Envelope Sealers, Used 
Pruitt Co., The 163 
Envelope Sealer-Cancellers 
Multipost Co., In 133 
Envelopes 
Globe-Wernicke Co 112 
Quality Park Envelope Co. 96 
Envelopes, Celluloid 
Markilo Co 164 
Eradicators, Ink 
Heyer Corp., The 169 
Erasers, Rubber 
Faber A. W Inc 139 
Exhibitions, Office 
Nat'l Business Show Co 105 
Eyelets & Eyelet Fasteners 
Markwell Mfg. Co 162 
Rivet-O-Mfg. Co. 167 
File Boxes, Collapsible Corrugated 
Rankers Box Co 90 
Barkey, C. L., Co 149 
CGlobe-Wernieke Co. 112 
Guide System & Supply Co 120 
Oxford Filing Supply Co. 100 
Weis Mf Co 83, 84, 85, 86 
File Boxes, Metal 
Adar Henry T., Mfg. Co.....130, 163 
Art Metal Construction Co. 162 
Art Steel Co 135 
Corry-Jamestown Mfg. Corp 115 
Peerless Steel Equip. Co. 148 
Pronto File Corp 92, 93 
Rockwell-Barnes Co 113 
Victor Safe & Equip. Co 163 
Filing Cabinet Bal! & Roller 
Bearings 
Kilian Mfg. Corp 154 
Filing Cabinets, Insulated 
Victor Safe & Equipment Co 163 
Filing Cabinets, Metal 
All-Steel-Equip. Co 123 
Anderson-Hickey Co. 141 
Art Metal Construction Co. 162 
Art Steel Co 135 
Autmte. File & Index Co 143 
Bentson Mfg. Co 138 
Browne-Morse Co 14¢ 
( imbia Steel Equip. Co 107 
Corry-Jamestown Mfg. Corp 11° 
General Fireproofing Co 72,7 
Globe-Wernicke Co 112 
Invincible Metal Furn. Co 119 
Metal Office Furn. Co 128 
Peerle Steel Equip. Co 148 
Ir o File Corp 92, 93 
Security Steel Equip. Cp 88, a9 
Shaw-Walker Co 95 
Victor Safe & Equip. Co 163 
Yawman & Erbe Mfg. Co 160 
Filing Cabinets, Wood 
Globe-Wernicke Co 112 
Imperial Methods Co 12? 
Wagemaker Co 157 
Weis Mfg. Co 83, 84, 85. 86 
\ man & Erbe Mfg. Co 


THE CLASSIFICATIONS 
(Continued on page 6) 
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THE CLASS 
(Continued tare igs Loose Leaf Books & Systems 
inu from page 5) Adams, Henry T., Mfg. Co soni Columbia R. & C. Mfg. Co 194 
Filing Supplies National Blank Book Co "999 Crown Rib. & Car. Co 162 General Fireproofing Co 78. 73 
Acco Products, In Sheppard, The C. E., Co 4 ~ werlal Mfg. Ci 97 Globe-Wernicke Co 3 ne 
Art Metal Constructior : : lanife Supplies ¢ Guide System & 8S r C " 
I Fi 5 on Co no Loose Le Appt i) - & Supply Co 120 
Barkley, C. L., & Co 19 ~~ j ggm eens ve a Volger, Inc Imperial Methods Co 132 
cena Shee, Oh M4 ) 0 164 Old Town Ri 4 Cir. Ci . Invincible Metal Furn. Co 119 
. if > . teal . i? 
Corry-Jamestown Mfg. Corp . Loose Leaf Metals and Devices “2 ce Car. & Rib. Mfg. ¢ Metal Office Furn. Co 128 
IDbaco Card and Index Co - Adams, Henry T., Mf ( 1 erless Key-Imperial Mfg. ¢ leerless Steel Equip. Co 148 
" “s , z 0 ‘ Phi > mont , . ‘ 
General Fireproofing Co =» M one Process Co 12 Pronto File Corp 92, 9 
Globe-Wernicke Co ~‘hy9 - Disirteeters Royal Typewriter Co., Ine Rockwell-Barnes Cc n ; 
Guide System & Supply Co ~~ siren we inley R ” = — Ward Mfg. Co eer Steel Equip Cp ae 20 
Hunt, John F., Co ‘ar . ernicke Co L. ¢ Corona Tws prs iw-Walker Co : 
Imperial Methods Co. hd ictor Safe & Equipment ¢ = zms, H. M., Co ; Waxgemaker 157 
Metal Office Furniture Co 1 y Map Tacks mabatriamennieineaer fe ae 83, 84, 85, Bf 
a —s Supply Co 100 Graff, George B., Cx : ' Back ( awman & Erbe Mfg. Co an 
onto File Corp Qo « Moor > S S pewr tib, Mfe. C s 
2 J ush-Pi . “ois . ( S n 
Gueltty Pack Bevclase Co ' ; e Push-Pin Co 4 Webste Pr. g.. < ee ae Stands 
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WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


REPRESENTATIVES WANTED 











OFFICE EQUIPMENT SPECIALIST AND SALESMAN—Fifteen years 
experience selling, buying, Steel, wood equipment, desks, files, chairs, 
safes, bank, library furniture Extensive knowledge of systems, office 
machines. Will consider serving as representative or buyer for large 
concern Age 35, American, fine references. Will locate where oppor- 
tunity for development is presented Address M-162, care Office Ap 
pliance, Chicago. 





ARE YOU A PROGRESSIVE MANUFACTURER of steel office equipment 
looking for a young manager with a broad background of direct and 
dealer sales of systems and steel equipment, who is alert to all marketing 
possibilities, yet unhampered by “habits and prejudices’’’ 


sales 


} 
sual sales 





If so, address your reply in full confidence to M-167, care Office Appliances, 
Chicago 
SALESMEN WANTED 

IF YOU SELL QUALITY—here's the most profitable sideline in the 
tield Ames filing and mailing supplies direct to banks, lawyers, ac- 
countants, offices, et« Liberal commissior exclusive territory Our 
representatives chosen carefall send full particulars about yourself 
Ames Safety Envelope Co tostor Mass 

AGGRESSIVE EXPERIENCED and capable salesmen Pittsburgh's 
largest complete office equipment dealer, seeks services of two salesmen 
with real selling records on office furniture, both steel and wood, and 
office machines Compensation substantial salary plus bonus Replies 
will only be considered that give full details of past employment and 
sales record State age and past earnings also, do you own car? 
(reneral Office Machines Corporation 719 Liberty Avenue, Pittsburgh, 


Pennsylvania 


EXPERIENCED PDUPLICATOR SALESMEN-—-Good exclusive territories 


are still available for active, aggressive men REX-O-Graph Fluid Dupli- 
eator cannot be matched A complete line of Gelatin Machines and 
supplies also available Write us, giving full details as to experience, 
territory desired, and past record. REX-O-Graph, Inc., 3727 No. Palmer 
St Milwaukee, Wisconsin. 

SALESMEN WANTED Bookkeeper, Credit man, ¢ PrP. A. or System 
Salesmen have opportunity to make connection with a national business, 
opening in all leading cities of T S Excellent opportunity for men 
who can qualify Address Divisior B 1600 Wilshire Blvd., Los 


Angeles 

FACTORY REPRESENTATIVE—Territory near Chicago. Dealer contact 
experience in filing equipment furniture or safes necessary Write 
full details BY-107, care Office Appliances, Chicago 


steel 


FULL OR PART-TIME COMMISSION SALESMEN to represent manu 


facturer of high grade line typewriter ribbons and carbon paper. Several 
territories open, presenting unusual opportunities for experienced men 
Write BY-111, Office Appliances, Chicago 

YOUNG, AGGRESSIVE INSIDE SALESMAN, complete knowledge staty., 
Loose L. & Filing Sup. by large Ohio Dealer. Write BY-108, care Office 


Appliances, Chicago 


TRAINED MIMEOGRAPH COMBINATION SALESMAN, excellent op 
portunity with large Ohio Dealer Write BY-102, care Office Appliances, 


Chicago 








MECHANICS WANTED 


MECHANICS WANTED—Typewriter mechanic 


. also adding machine 
mechanic. Pruitt Corporation 125 North LaSalle Street, Chicago. 
MECHANIC WANTED-—-Experienced on all makes of typewriters with 
some knowledge of adding machines Address BY-103, care Office Ap 
pliances, Chicago 

REPRESENTATIVES AVAILABLE 
SALESMAN SELLING to stationery dealers in the states of Missouri, 


Towa Nebraska, 
one additional 
(Chicago. 


Kansas 


manufacturer 


Oklahoma and Colorado, desires to 


Address M-161, care Office 


represent 


Appliances, 


REPRESENTATIVE COVERING TEXAS, Oklahoma, Louisiana and Ar- 
kansas for leading manufacturer of greeting cards wants one additional 
line of good quality merchandise to be sold to stationers Prefers 








goods to be sold from display or sample rooms College training, four 
years traveling and selling experience References. Address M-165, care 
Office Appliances. Chicago 

DUPLICATOR SALES AGENCY WANTED by real sales producer. Has 


manager for two leading concerns 
t using spirit or 


d Prefers machine 
( Address M-164 


had experience as salesman and branct 
n addressing and duplicating fiel 
selatin process Can show an ex 
Office Appliances, Chicago 


} 
ellent record care 


SALES ORGANIZATION, excellent Worldwide Dealer Distribution, seeks 
ne additional meritorious specialty flies nipment line Address 
M-166, care Office Appliances, Chicago 

REPRESENTATIVE handling tencils ink and correction fluid ir 
Chicago would like an appropriate line to sell to the same class of 
ustomers In a position to do justice to some addittonal line of merit 
Address M-163, care Office Appliances, Chicago 


OFFICE MACHINE DEALERS, SPECIALTY SALESMEN: Make sub- 
stantial profits selling our three office necessities to consumers; every 
typewriter user a prospect; customers include hundreds nationally 
known concerns; repeat business; direct mail cooperation; territorial 
protection if desired in sections still open. Full details on request. 
Box BY-106, care Office Appliances, Chicago. 

EXCLUSIVE DISTRIBUTORS WANTED: Sell direct or to the trade 
the New Rotary KELLER DUPLICATOR for postcards. A strictly 
first-class, semi-automatic precision machine. Retails at $9.95. 700d 
commission and exclusive territories to the right representatives. We 
pay shipping charges Keller Manufacturing Corporation, 1807 West 
Sixth Street, Los Angeles, California, 








MEN NOW SELLING direct to offices can do well with our two 
specialties and two necessities for use in typing and stenographic de- 
partments. These items added to your present lines or handled exclusively 





should prove very profitable Write for details. Address BY-110, care 
Office Appliances, Chicago. 

REPUTABLB FURNITURE HOUSE wants high grade responsible 
representative to handle line of Executive Office Furniture to Dealers. 


Do not object to man handling other non-conflicting lines. Box BY-104, 
He: 


care Office Appliances, 100 E. 42nd St., 

















A PROFITABLE SIDE LINE—complete line of competitively priced 
sponge rubber office cushions—is available to manufacturers’ representa 
tives on a commission basis. Give full information on the territory you 
cover, please. Address BY-105, care Office Appliances, 100 E. 42nd St., 
New York. 
RETAIL BUSINESS FOR SALE 

FOR SALE, half interest in profitable office supply and printing 
business on Pacific Coast. One partner wishes to sell out (on inventory 
basis) and retires Business nets about $12,000 annually. Applicant 
must have at least $8,000 cash. Write BY-112, care Office Appliances, 


Chicago 





LEADING OFFICE FURNITURE AND EQUIPMENT store in Los Angeles, 


Calif. long established, centrally located, modern up-to-date store and 
clean stock, best of reputation Stock, fixtures, ete. $18,000. Owner 
wants to retire Will remain to acquaint purchaser. Address BY-109, 
care Office Appliances, Chicago 





SALES LETTERS 


LETTERS WILL BUILD SALES—For years I have built letters that 


pull sales You need them more than ever now Send me your data 
for new letters vr unsuccessful letters for reshaping Particulars on 
request Address HT. M. Goldthwait, 1659 Broadway, Denver, Colo, 





FOUNTAIN PEN REPAIRING 





12 to 24 





ALL MAKES Pens, Pencils, Desk Sets, ete Repaired—usually 











hour service Standard prices. Welty Pen & Repair Co., 38 So. 
State St., Chicago 

DUPLICATOR SUPPLIES 
DUPLICATOR Stencils and Inks Guaranteed quality. Larger profits. 


Dealers write for low Midwest 4854 


Road, Cincinnati, 


price list Specialties, Reading 








TYPE, ETC, 





ADDING MACHINE PARTS, 
NEW PRICE 

on adding machine 
I. A. Dehn, Jr., 1643 





LIST of Marchant parts now available. New low prices 
feed rolls by the dozen Write for prices now. 
10lst Ave Oakland, Calif. 








CALCULATING MACHINES AND PARTS REPAIRED 
COMPTOMETER PARTS REPAIRED like new: Comptometers repaired 
and overhauled for dealers For information and prices write Chicago 
Adding Machine Service, 537 8S. Dearborn, Chicago. 








DICTATING MACHINE PARTS 


COMPLETE AND VARIED STOCK No order too small. When you 
need write Central Diectating Service, 2632 N. Western Ave., 
Chicago Management G. Koep 


parts 








GUMMED TAPE 





GUMMED TAPE 


PRINTED to order in any quantity from five rolls up 
Dealers Wanted c 


Write Richards Company, Fort Scott, Kansas, 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES -Burroughs—Moon Hopkins—Adding Ma 
Calculating Machines—bought and sold. Chicago Office Appliance 
Co., 529 S. Wells St., Chicago 


chines 





WANTS AND FOR SALE—Continued on page 8. 








WANTS AND FOR SALE—Continued 


ELLIOTT-FISHER 
and Monroe Calcu 
sold leeter-Warsl 
FISHER 


equipme! 


ELLIOT! 
all office 
Caswell Bldg 


BURROUGHS-——Dup! 


All types 
644 Liberty Avenue 
BURROUGHS 
Machines and 
serial number and 
Office Appliances 


SELI 
ters Adding Max 
St. Louis, Mo 
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PATENTS 


Copies of patents shown here can be obtained frof the Commissioner of 
D. C., for ten cents in cash, postoffice money orders or certified che ck 
checks not accepted. 





Y., assignor to Pronto File Corp., Granted October 24, 


York, N. Y., a corporation of New York. 
a corporation of New 


Granted October 24, 
2,177,408. Seat Construction. 

Troy, Ohio, assignor to The Troy Sunshade Company, 

Troy, Ohio, a corporation of Ohio 


Clyde Smith, Hopkinsville, 
oraph-Multigraph Corporation, Clarence L. Haslup, 
Application June 8, 
Granted October 24, 
Herman K. Stempel, 
W. A. Sheaffer Pen Com- 
a corporation of Delaware. 


Granted October 24, 


Granted October 24, 
Loose-Leaf Record Book 


and Barney A. Heimbinder, 
Granted October 24, 


Application December 21, 


d Card System. 
“~ i Granted October 31, 


Application December 29, 
Granted October 24, 


West Hartford, Conn 


t Septemb 
Application September Th gy 


Accounting Machine 
assignor to Underwood Elliott 
Application February 


American Seating 
Granted October 31, 


Mich., a corporation of New 
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OFFICE APPLIANCES 


2,177,838. Mechanical Pencil. Lucifer J. Most, 
Hudson County, N. J. Application May (19, 1938, 
Serial No. 208,739. Granted October 31, 1939. 

2,177,839. Mechanical Pencil. Lucifer J. Most, 
Hudson County, N. J. Application July 15, 1939, 
Serial No. 284,653. Granted October 31, 1939. 

2,177,884. Carbon Paper Holder and Feeder. 
Donald R. Fruchey and Don C. Orwig, Napoleon, 
Ohio Application October 18, 1937, Serial No. 
169,582. Granted October 31, 1939. 

2,178,165 Pencil Holder. Arthur Henry Ehlert, 
Devils Tower, Wyo Application December 20, 1938, 
Serial No. 246,897 Granted October 31, 1939. 

2.178, 196 Typewriter Case. Paul B. Witmer, 
Lancaster, Pa Application September 20, 1937, 
Serial No. 164,791 Granted October 31, 1939. 

2,178,275 Binder. Raymond J. Akin, Akron, Ohio 
Application October 22, 1936, Serial No. 107,033. 
Granted Octeber 3!, 1939. 

2,178,354 Stapling Machine. Louis Brownstein. 
Brooklyn, WN. Y., assignor of one-third to Charles 
B. Goodstein, one-third to Emanuel R. Posnack, and 
one-third to Wendell L. Sorenson, Brooklyn, N. Y. 
Application February 17, 1936, Serial No. 64,307 
Granted October 3!, 1939. 

2,178,449. Card-Holding Clip. Arthur Rex Jackson, 
London, England, assignor to Remington Rand, Ine.. 
Buffalo, N. Y Application June 24, 1937, Serial 
No. 150,120. Granted October 3!, 1939. 

2,178,472 Loose-Leaf Binder Eulie G. Dorteh, 
Nashville, Tenn Application December 27, 1938, 
Serial No. 247,907. Granted October 31, 1939. 

2,178,483 Envelope Opener Andrew M. Lockett. 
New Orleans, La Application October 21, 1938, 
Serial No. 236,314 Granted October 31, 1939. 

2,178,546 Loose-Leaf Binder. Clarence D. Trus- 
sell, Poughkeepsie, N. Y., assignor to Trussell Manu- 
facturing Company, Poughkeepsie, N. Y., a corpora- 
tion of New York. Application March 23, 1938, Serial 
No. 197,540. Granted November 7, 1939. 

2,178,626 Mechanical Pencil. Frank C Deli, 
Chicago, tIl., assignor to Autopoint Company, Chicago, 
1tl.. a corporation of Illinois. Application September 
5, 1935, Serial No. 39,252. Granted November 7, 1939. 

2,178,638 Visible Index Follower Block Forest 
L. W. Link, Silverton, Ohio, assignor to The Globe- 
Wernicke Company, Norwood, Ohio, a corporation of 
Ohio Application December 19, 1938, Serial No 
246,585 Granted November 7, 1939. 

2,178,682. Typewriting Machine. William A. Dob 
son, Wethersfield, Conn., assignor to Underwood EI- 
liott Fisher Company, New York, N. Y., a corporatioy 
of Delaware Application February 8, 1937, Serial 
No. 124,541 Granted November 7, 1939. 

2,178,767 Loose Leaf Binder. Paul O. Unger. 
Elmhurst, and John Howard Talmage, Chicago, Iil., 
assignors to Wilson-Jones Company. Cicago, Ill., 
a corporation of Massachusetts. Application April 2, 
1937, Serial No. 134,486. Granted November 7, 1939 


2,178,861. Inkstand. Herman Frederick Krueger, 
Los Angeles, Calif Application March 16, 1938, 
Serial No. (96,111. Granted November 7, 1939. 


2,178,887 Binder Herman Fabry, Evanston, Ii 
Application May 8, 1939, Serial No. 272,407. Granted 
November 7, 1939 

2,178,913. Calculating Machine Ernest Charles 
McClure, Wahroonga, New South Wales, Australia, 
assignor to Powers Accounting Machines, Limited, 
London, England. Application September 2, 1936, 
Serial No. 99,155. In Great Britain September 5, 
1935. Granted November 7, 1939. 

2,179,140. Pencil Sharpener. Edgar L. Theobald 
Oakland, Calif Application June 15, 1938, Serial 
No. 213.779. Granted November 7, 1939. 

2,179,155 Strip Feeding and Controlling Mecha- 
rism for Typewriting Machines Car! R. Mabon 
Niagara Falls, N. Y., assignor to Gilman Fanfold 
Corporation, Niagara Falls, N. Y., a corporation of 
Delaware. Application September 8, 1936, Serial No 
99.789. Granted November 7, 39 

2.179.419. Copy Holder. Carey J. Meek, Wheeler 
Tex. Application April 26, 1937, Serial No. 139.050 
Granted November 7, 1939. 

2,179,627 Loose Leaf Binder Koloman Handler 
Vienna, Austria, assignor to Wilson-Jones Company 
Chicago, Itll., a corporation of Massachusetts. Appli- 
cation January 13, 1936, Serial No. 58,939, In 
Austria January 18, 1935. Granted November 14, 1939 

2,179,727 Writing Pen William George Albert 
MeKay, St. Vital, Manitoba, Canada, assignor to 
Sengbusch Self-Closing Inkstand Company, Milwaukee. 
Wis a corporation of Wisconsin Application De- 
cember 15, 1938, Serial No 245,817 Granted 
November 14. 1939 

2.179.756 Loose-Leaf Visible Index Binder John 
Schade, Holyoke, Mass., assignor to National Blank 
Book Company, Holyoke, Mass., a corporation of 
Massachusetts. Application May 5, 1937, Serial No 
140,793. Granted November 14, 1939. 

2,179,835 Step-By-Step Lead Pencil Hugh A 
Ward, New York, N. Y. Application July 2, 1938, 
Serial No. 217,112. Granted November 14, 1939 

2,179,950 Mechanical Pencil Lucifer J Most. 
Hudson County, N. J Application March {8. 1939. 
Serial No. 262,589 Granted November 14, 1939. 

2,180,094 Sound Box for Dictating Machines 
John E Renholdt, Bridgeport, Conn., assignor to 
Dictaphone Corporation, New York, N. Y., a corpora- 
tion of New York Application September 24, 1937. 
Serial No. 165,424 Granted November 14, [939 

2,180,446 Check Writing Machine. Herman C 
Welter, Rochester, N. Y., assignor to Hall-Welter 
Co., Incorporated, a corporation of New York. Appli- 
cation September 27, 1937, Serial No 165,850 
Granted November 21. 1939. 

2,180,518. Desk Set. Carey Garfield Gregory, 
Los Angeles, Calif Application June 10, 1938 
Serial No. 213,056. Granted November 2!, 1939 

2,180,560. Writing Instrument. Herman K. Stem- 
pel, Fort Madison, ltowa, assignor to W. A. Sheaffer 
Pen Company, Fort Madison, ltowa, a_ corporation 
of Delaware Application January !1, 1939, Serial 
No. 250.289. Granted November 2!. 1939 

2,180,833. Loose Leaf Binder. Adolph G. Lotter, 
Milwaukee, Wis., assignor to Stationers Loose Leaf 
Company, Milwaukee, Wis., a corporation of Wisconsin 
Application August 15, 1938, Serial No. 225,035 
Granted November 21, 1939. 

2,180,997 Reeord Book. Carmelo Rubilino, Phila- 
delphia, Pa Application March 16, 1939, Serial No 
262,082 Granted November 21, 1939 

DESIGN PATENTS 

117,253 Design for a Desk George C. Brainard 
Youngstown, Ohio, assignor to The General Fireproof 
ing Company Youngstown, Ohio, a corporation of 
Ohio Application September 20, 1939, Serial No 
87.307. Granted October 24, 1939 

117,349. Design for a Combined Desk and Safe or 
Similar Article. Charles R. Davis, Rochester, N. Y. 
Application April 2, 1939, Serial No 84,375. 
Granted October 31, 1939. 


Missing Machines and Business Opportunities) 
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One Way to Have Constructive Sales Meetings 


Use Office Appliances For a Guide 


H ERE is an easy method by which office equipment dealers can have 
productive sales meetings. ... Planned meetings that produce profits: 
USE OFFICE APPLIANCES AS A GUIDE FOR YOUR SALES MEETINGS, 
AND FOR IDEAS ON MANAGEMENT AND OPERATING METHODS. 


In each issue of OFFICE APPLIANCES is at least one article (generally 
more) on promoting inside selling, outside selling, and increase of busi- 
ness. They can be made valuable to your business. 


Use This Plan 

Hold regular meetings of your sales force once each week. Assign in 
advance to one or more of your salesmen an article to be read prior to 
the meeting. Have him come prepared to lead a discussion on the points 
and ideas there covered. Let it be be understood that the other salesmen 
and executives attending the meeting are to join in the discussion. (Prod- 
uct information and discussion of individual selling problems may, of 
course, also be considered at the meeting.) 

As a result of these sessions, each man in your organization will get 
more benefit from the ideas and information in OFrFrIcE APPLIANCES. 
Discussion on ways and means of using these ideas will improve their 
technique, and boost their earnings through increasing sales and profits 
for your business. 

A Track to Run On 

To effect the cooperation of your salesmen in this venture, ask them 
where they get their information on current events, sports, and other 
popular subjects. Their answer will be, principally through the news- 
papers and magazines. All will agree that if they can become well 
informed on current topics by reading newspapers, they also can become 
well posted on business subjects by reading business journals. 

YOU WILL FIND THAT BY READING ARTICLES IN OFFIcE 
APPLIANCES, TOGETHER WITH THE GROUP DISCUSSION ONCE EACH 
WEEK, YOUR STAFF WILL BECOME EXCEPTIONALLY WELL 
EQUIPPED TO SELL AND ACTUALLY MORE PRODUCTIVE IN SALES. 

Try the plan this month. Assign “What Kind of a Bird Are You?” 
in this issue, as the first topic to be discussed. Read it yourself, then 
have one of your men read it in sufficient time to become prepared to 
lead a discussion with the others at your sales meeting. BE SURE AT 
YOUR MEETING TO BRING OUT OPINIONS ON HOW THE POINTS 
COVERED AND SUGGESTED BY THE ARTICLE CAN BE USED IN 
DAY-TO-DAY SELLING. 

You will be tremendously impressed with the results! 


Read the article on page 42, telling how one dealer 
started using this plan. 
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May the spirit of Christmas, instinct with good will and brother- 


hood, penetrate deep in the heart of humanity and reveal solu- 


tions to the world’s distressing problems. 





OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


A THOUGHT FOR CHRISTMAS. AND A WISH 


¢¢ |] EXPECT to pass through this world but once. Any good 

thing, therefore, that I can do, or any good that I can show 

to any fellow being, let me do it now. Let me not neglect it or 

defer it for I shall not pass this way again.” —( Mrs. Hegeman.) 
& 

In the spirit of Christendom’s approaching anniversary we 
join you friends, here at home and in many other lands, in 
the wish that GOOD WILL, man’s greatest power, made dy- 
namic in every nation, may overwhelm hatred, envy, greed and 
lust for power and thus bring peace to the world. 


FORECAST FOR 1940 


HE twenty-four pages which follow contain the special an- 

nual section entitled, “1940 World Perspective of the Office 
Equipment Industry.” Init are revealing statements from promi- 
nent distributors of machines and utilities for the office in various 
markets of the world. Twenty-one countries are represented. 
The chief of the Specialties Division of the United States Bureau 
of Foreign and Domestic Commerce reviews the industry at home 
and abroad and concludes with an optimistic statement con- 
cerning the outlook for the coming year. The heads of three 
national associations in the field in the U. S., look to the future 
with equal hope for advance. Contributors speaking from other 
countries express concern over the hampering influence of the 
war in Europe, but are significantly agreed that the trend is 
toward expansion in the use of equipment and systems which 
contribute to greater efficiency in office procedures. To those 
who desire to be informed anent the conditions in this industry 
throughout the world, the section on the following pages is of- 
fered as a source of first hand, authoritative material indicative 
of the general tendencies upon which may be predicated the 
activities of the year to come. 
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1940 


Whrld Perspective O the 
(Nice Equipment Sndustry 


Throughout the world the office equipment industry is "carrying on." Economic 
disruptions that are inevitable concomitants of armed conflict between nations prevent 
transaction of "business as usual,"’ but trade in commodities and merchandise continues. 
Present conditions, and those indicated for the near future, enhance the importance 
of the tools of commerce produced by the office equipment industry. The economic 
functions of office machines, systems and utilities make possible the efficient operation 
of that gigantic, ramified structure—modern business. Like the imaginary world-moving 
lever of Archimedes, office equipment serves as the means by which the industry and 
commerce of all nations is aided in maintaining and accelerating profitable motion. 

Twenty-one countries are represented in the following statements from prominent 
office equipment dealers and United States Department of Commerce officials sta- 
tioned in the various countries. In most cases the immediate past is briefly reviewed 
and the outlook for 1940 commented upon with optimism. Included in the remarks 
are suggestions and information of particular value to United States manufacturers 
engaged in export trade. While a natural reluctance to prognosticate is revealed in 
the reports from countries directly affected by the war in Europe, those markets are 
not entirely closed. The spirit of "carry on’ is quite evident. 

For the service rendered by friends abroad and at home through participation 
in this special annual section, Office Appliances’ gratitude is here expressed. 


United States 


esuniilte i , Export _ I a jp eT 


WO YEARS ago at this time 

the office equipment industry 
was finishing one of the best years 
in its history. Production and 
sales in some branches had 
reached all-time high records. The 
good business during that year 
was the culmination of an upward 
sales trend from the depression 


By H. B. MeCOY 


Chief. Specialties Division, U. S. 
Bureau of Foreign & Domestic Com- 


merce, Washington, D. C. 


years. Sales declined during the 
first part of 1938 and leveled off 


during the next twelve months. 
In common with the improved 
economic conditions which set in 
about the middle of 1939, the in- 
dustry has experienced a rising 
demand for its products. Since 
business equipment and supplies 
are the tools of business, the in- 
dustry’s welfare is largely depend- 
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ent upon general business condi- 
tions, although the sales trend in 
office equipment lags behind the 
general economic curve. 

The improvement in general 
business which began to appear 
last May has since been acceler- 
ated by war conditions abroad and 
promises to carry well into 1940 
at present or higher levels. As 
this is written (November 15) ex- 
pansion in our domestic economy 
proceeds at higher levels. To the 
aggressive forward buying of raw 
and semi-finished materials has 
been added the flow of orders to a 
widening range of industries and 
benefits from increases in con- 
sumers’ incomes in both rural and 
urban areas. Backlogs of orders 
in the heavy industries are suffi- 
cient to insure heavy production 
in these industries for the re- 
mainder of the year. By the end 
of October, production in these 
industries was on a par with the 
average in the first half of 1937, 
when activity had been the high- 
est since 1929. 

Industrial production has reg- 
istered an upward trend from 
about the middle of 1939. The 
Federal Revenue production in- 
dex, corrected for usual seasonal 
variations, has risen from 103 
(1923-29=100) in August to a pre- 
liminary figure of 120 for Octo- 
ber. 

Space does not permit of giving 
further details of the generally 
favorable industrial and trade pic- 
ture and the encouraging outlook 
for the immediate future. Office 
equipment and supply manufac- 
turers and dealers should, in my 
opinion, experience substantial in- 
crease in business during the next 
few months. Some observers have 
predicted a slump of some propor- 
tions in the early spring of next 
year. Even so, the office equipment 
business may overrun a decrease 
in general business activity, which 
has been the usual trend. 


The Export Market—Favorable 
and Unfavorable Factors— 
Uncertainties 


The United States office equip- 
ment industry has been, since its 
inception, an international indus- 
try. For sixty years or more it has 
led the world in the development 
and sales of office machines and 
supplies, and inspired the use of 
modern methods of doing busi- 
ness. Until very recent years, of 
every three business machines in 
use throughout the world, about 
two, in some instances more, were 
manufactured in the United States. 


The American industry has an im- 
portant stake in foreign markets 
as between twenty-five and thirty 
per cent of domestic production is 
exported. This large export mar- 
ket through the years has greatly 
contributed to the ability of the 
industry to give an increasingly 
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better and cheaper product to the 
home market and to its customers 
throughout the world. 

At the beginning of the World 
War in Europe in 1914, the United 
States was the principal producer 
of office equipment, with very 
limited competition from Germany 
and other countries. The war 
practically stopped production 
abroad so that the American in- 
dustry was the sole supplier to 
world markets during the war 
period and for several years there- 
after. From 1900 to 1914, exports 
from this country were on a con- 
stantly upward trend, dropping 
sharply in 1915, upward again in 
1916 and 1917, and down sharply 
in 1918. During 1919 exports were 
up to twenty-five million dollars, 
an all-time high level up to that 
time. In 1920 exports were valued 
at thirty-seven million dollars, a 
figure never again equalled until 
1927. The nineteen twenties were 
the heydays of American office 
equipment and supplies in world 
markets. The tremendous foreign 
sales and virtual domination of 
many markets inspired the in- 
evitable competition which was 
later to make serious inroads into 
export sales. 

The present export situation is 
not, in several ways, comparable 
to the world war period. First and 
most important, large industries 
abroad have been developed dur- 
ing the past twenty-five years. 
Beginning about 1932, the Ger- 
man industry began to expand and 
has grown enormously since then, 
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particularly since imports of office 
equipment into Germany were 
prohibited. The British industry, 
with the policy of the Government 
buying only British machines 
(typewriters mostly) and the im- 
position of import duties, has 
greatly increased production dur- 
ing the past few years. Swedish 
calculating machines and Swiss 
typewriters have also become im- 
portant in foreign markets. 


Germany Principal Competitor 
in Office Equipment 


The principal competition to 
American office equipment in for- 
eign markets has come from Ger- 
many, at one time itself one of 
the principal export outlets for 
American equipment. Although 
production in the United States 
in 1937 exceeded production in 
1929, export sales during 1937 were 
well below those of 1929 ($37,000,- 
000 compared with $53,000,000). 
Germany, on the other hand, dur- 
ing 1937 exported a record volume 
of office equipment, almost sev- 
enty-five per cent in excess of 1929 
exports, previously to that time 
also a record year for German ex- 
ports. The loss of Germany as a 
ranking customer, German ex- 
ports and competition from Swe- 
den, Switzerland, and, to some 
extent from the United Kingdom, 
have adversely affected exports 
from the United States. German 
competition has been the most 
serious and most difficult to meet. 
There is ample evidence that the 
German Government has taken an 
active part in promoting the sale 
of German office equipment in cer- 
tain world markets in order to ob- 
tain urgently needed foreign ex- 
change and raw materials. In re- 
cent foreign government tenders 
for typewriters, the German Gov- 
ernment has designated one and 
only one German manufacturer to 
bid at prices which appear to be 
below cost of production ($42.50). 

In my opinion, there are too 
many imponderable factors to be 
considered to permit of an accu- 
rate appraisal of the prospects in 
the export market for the immedi- 
ate future. If the war in Europe 
continues it seems certain that 
American equipment will replace 
German in Latin American coun- 
tries particularly, and in many 
other areas except in those coun- 
tries nearby Germany. Informa- 
tion is not available as to Ger- 
many’s ability to supply its cus- 
tomers by shipments through neu- 
tral areas. Importers and dealers 
handling German goods in several 
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European countries have received 
assurances from German manu- 
facturers that the war will not 
affect deliveries. It is reported 
that similar promises have been 
made in some instances to pur- 
chasers in distant areas who had 
placed orders before the outbreak 
of war. German exports of type- 
writers and typewriter-bookkeep- 
ing machines to important Latin 
American markets totaled 2,875 
units in 1938; adding and calculat- 
ing machine sales to the same 
areas were 3,710 units. 


United Kingdom Market Uncertain 


What will happen to our sales 


to the United Kingdom, our largest 


individual market, is uncertain. 
Recent reports indicate that some 
American companies have had ex- 
ceptionally large sales there dur- 
ing the past few weeks. This is 
attributed largely to the demand 
for machines to replace office 
workers called into military serv- 
ice and to the increased use of 
equipment as a result of the de- 
centralizing of large business firms 
and government offices. It seems 
likely that increased amounts of 
office equipment wil! be needed in 
both the United Kingdom and 
France, particularly by the gov- 
ernments and those private firms 
which have expanded their busi- 
nesses to meet war needs. Both 
governments have instituted con- 
trols of imports so that office 
equipment imports will depend 
entirely upon the attitude of these 
governments toward the necessity 
for such imports. Sweden and Nor- 
way are other important importers 
from the United States, sales to 
which will probably continue if 
transportation difficulties can be 
overcome. 


The same situation applies to 
Belgium and the Netherlands, 


large buyers of American equip- 
ment. Since American ships are 
barred from the Northern Euro- 
pean waters of the Atlantic, ship- 
ments to those areas will depend 
upon the ability to secure space in 
foreign bottoms. 

Thus, each market, especially in 
Europe, presents a special situa- 
tion involving transportation 
problems and government control 
of imports and exchange, which 
present a large degree of uncer- 
tainty so far as sales prospects are 
concerned. 

It should be emphasized, how- 
ever, that European countries, as 


a group, have always been our 
most important outlets for export 
sales. Table I shows distribution 
of our exports over a period of 
years. Since Europe takes over 
half of our exports, extreme diffi- 
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the comparative period of 1938. 
However, September exports were 
considerably higher than during 
September of 1938 and much in 
excess of shipments during August 
of this year. Details of exports by 


WORLD DISTRIBUTION OF UNITED STATES 
EXPORTS OF OFFICE MACHINES* 





(By percentage of total value to each area) 








Total Latin Asia & 
Year Exports Canada America Europe Qceania Africa 
1929 $ 53,754,231 7.7% 17.7% 62.6% 10.0% 2.0% 
1930 42,218,308 6.3% 14.1% 67.9% 9.3% 2.4% 
1932 14, 869,254 10.6% 8.5% 70.0% 8.2% 2.% 
1934 23, 680, 926 70% 14.% 62.4% 11.9% 3.3% 
1935 27,038, 784 8.0% 16.1% 60.4% 12.0% 3.5% 
1936 29, 685, 023 10.3% 18.4% 55.0% 12.% 3.0 
1937 37,523,422 9.5% 21.6% 53.2% 12.0% 3.6 
1938 28,917, 814 10.1% 21.0% 53.8% 11.0% 4.1% 


* Includes parts 


culties in selling to these areas 
would undoubtedly greatly affect 
our total exports. Of course, sales 
to Latin America have been stead- 
ily increasing in volume, but those 
markets could not absorb abnor- 


Listing, -Adding,-Bookkeeping Machines $ 1,748,977 $ 1,47&,022 $ 1,062,935 
Typewri ter-Bookkeeping-Billing Machines 2,707,260 2,099,433 1, 661, 665 
Listing-Adding Machines 3,386,137 2,347,293 1,779,676 
Calculating Machines 2,401,715 1,753,553 1, £16,225 
Card Punching, Sorting and Tabulating Machines 2,075,416 2,128, €60 1,698,849 
Other, Including Used and Rebuilt 571, 754 568,434 283,220 
Parts for Accounting and Calculating Machines 2,439,786 1,821,434 1,407, €24 
Dupliceting Machines, Parts and Supplies SE 727,264 541,001 
Cash Registers and Parts ’ 
New 2,278, 7E9 2,233,952 1,549, 69 
Used and Rebuilt 7€8, 269 477,471 412,409 
Parts 1,011, 60 803,459 622, 7€3 
Typewriters and Parte 
Standard, New &,360,153 6,047,905 4,507,421 
Portable, New 7,522 2,374, 785 1, 736, 268 
Rebuilt 1,660, &20)), 1,115, 002)}/ 898,379)1/ 
Other, Used ) ) i 
Parts 1,311,501 1,081,010 791,721 
Addressing Machines and Parts, Equipment, m i 
Accessories and Supplies </ + 2/ 
Steplers and Staples 2 2/ 2 
Other Office Appliances 2,315, 238 2,062, &37 1,540,065 
TOTAL $ 37,523,422 $ 26,917,814 $ 21,982,097 


= 


2/ Included in "Other Office Appliances® prior to 1939, 


mally large losses in the European 
market. 

Total exports of office machines, 
during the first nine months of 
1939, were slightly lower than for 


/ Used and rebuilt combined in 1938 and prior years. 


TABLE No. I 


types of equipment are shown in 
Table II. 

My personal opinion is that, on 
balance, the export situation is 
favorable. With so many unpre- 
dictable factors which may affect 
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TAsLe No.l 


export prospects in many ways, I 
admit that this opinion is largely 
based on conjectures, or it may be 
just wishful thinking, in which the 
industry will probably join me. 





U. S. Office Equipment Industry 
>», an ales Shatsitain Gedicuted, Exports Unieiebanta 


ANUFACTURERS of office 

equipment will experience 
increased domestic demand for 
their products as general business 
conditions in this country improve. 
Prospects in the export field are 
uncertain, however, since much 
depends upon the extent to which 
prospectively higher South Ameri- 
can shipments offset declines in 
European orders. Replacement 
sales will remain predominant in 
the standard typewriter and cash 
register fields, with expansion in 
new demand more likely for port- 
able typewriters and low cost add- 
ing machines... . 


Numerous Types of Products 


The typewriter was the forebear 
of the office equipment industry, 
yet the products developed in sub- 
sequent years for the business 
world have included a wide range 
of devices and machines. Among 
these are bookkeeping and ac- 
counting machines, card filing and 
sorting machines, adding and cal- 
culating machines, machines for 
addressing and duplicating, time 
recording devices with a multitude 
of uses, and dictating and tran- 
scribing machines. Furthermore, 
numerous functions are now com- 
bined in single machines. The 
cash register, for example, not only 
rings up the amount of the sale 
but may record the article by 
classification, price, tax, sales- 
man’s number, and other desired 
information... . 


Demand Factors Varied 


Reflecting greater use of stand- 
ard typewriters by business enter- 
prises in past years, this market 
has become increasingly saturated. 
Although still large, demand is 
primarily of a replacement nature. 
Reports from the trade in 1935 
indicated that machines being 
turned in for exchange were be- 
tween six and seven years of age. 
With the average life of a type- 
writer estimated at three years, 
purchase programs obviously were 
shelved during the lean years. De- 
spite competition from used equip- 
ment between 1935 and 1937, in- 
creased sales of new machines 
largely liquidated deferred de- 
mand. However, the 1938 decline 


By POOR’S PUBLISHING 
COMPANY 


Wellesley, Massachusetts 


(Extracted from Poor’s Industry and Invest- 

ment Surveys—The Ofice Equipment Indus- 

try—Issued November 15, 1939. Reprinted 

by Special Permission Granted to Office Ap- 
pliances. ) 


¥Y 
in general business reversed this 
trend, at least temporarily. 

In the portable typewriter field, 
an entirely different situation ex- 
ists. Orders for this product (suit- 
able for use by juveniles, by 
students, and in the home) are 
generally for the original equip- 
ment market. Saturation seems to 
be far removed. A similar, if not 
somewhat stronger condition pre- 
vails with the new popular-priced 
adding machine, designed to fit 
the needs of small business. 

As for cash registers and cash 
register-adding machine combina- 
tions, demand is largely governed 
by retail sales trends. Here, as in 
the case of standard typewriters, 
the replacement market now pre- 
dominates. 


War Influences Marked 


Reflecting the immense increase 
in Governmental and military 
clerical work which accompanied 
the World War period, in addition 
to the boom in domestic business 
which occurred at that time, the 
last major war effected a very 
rapid growth in all branches of 
the office equipment industry. 
Shortage of clerical man power 
played an important part in the 
expansion. Marked repercussions 


Chert 1--VALUE OF PRODUCTION AND EXPORTS OF 
OFFICE APPLIANCES 
(unit: $1,000,009) 


1 (Poors) 















































Note: Data in this chart include only office machines and ap 
pliances and do not contain the value of office cabinets, files, etc 


Source of data; U. 8. Dept. of Commerce. 


followed, however, as a result of 
the oversupply of equipment and 
the offering of used machines by 
the Government after the Armis- 
tice. 

Whether the present European 
War will result in a duplication of 
World War history is a matter of 
extreme conjecture. The sharp ex- 
pansion in domestic industrial 
activity which is expected to be 
evident during the next year or so 
undoubtedly will prove extremely 
beneficial to makers of all types of 
office equipment. Influences at 
work in the export market will be 
mixed, however. Utilization of 
British and French plants for the 
manufacture of “war commodi- 
ties” will, in all likelihood, bring 
about some stimulation in demand 
for American-made office ma- 
chines. That an extended uptrend 
will thereby be established appears 
doubtful, however, since European 
countries will without question 
conserve their financial resources 
for the necessities of war. Even 
concerns desiring to modernize 
their office setups will be forced to 
postpone modernization programs 
by such factors as war taxes and 
increasingly unsatisfactory foreign 
exchange conditions. 

In the South American markets, 
definitely favorable implications 
have arisen. Latin-American coun- 
tries have, to no small degree, been 
supplied with office appurtenances 
by Germany, which has been able 
to undersell this country’s prod- 
ucts with equipment of inferior 
quality. With the removal of Ger- 
man competition, American office 
equipment makers have had a new 
and extremely wide market for 
their products opened. Unsatis- 
factory credit standings of many 
South American countries, how- 
ever, detract somewhat from the 
favorable prospects. 


Production of Calculating 
Machines Steadier 


Production of cash _ registers, 
adding, and other “calculating” 
machines reached an_ all-time 
peak in 1937 at a level more than 
two and one-half times that 
shown four years earlier and 25% 
in excess of the previous high es- 
tablished in 1929. Although sub- 





sequent figures are not available, 
the Bureau of Labor Statistics’ 
Index of factory pay rolls is in- 
dicative of existing conditions. 
Wages in 1938 averaged 1712% less 
than in 1937. In the initial nine 
months of 1939, they were 3% be- 
low those of the corresponding 
1938 period, although September, 
1939, registered a nominal rise. 
Consequently, a moderate decrease 
in production was indicated for 
1938 and the first nine months of 
this year. 


Typewriter Output Higher 


Contrasting with the showing 
made by cash registers, etc., 1929 
typewriter production was the 
largest in the industry’s history. 
Although 1937 output was more 
than 2% times the volume regis- 
tered in 1933 (as in the case of 
cash registers, etc.), it was less 
than three-fourths the 1929 level. 
Here again, factory pay rolls must 
be relied upon to indicate subse- 
quent production activity. During 
1938, wages were off nearly 32% 
from those of the preceding year. 
For the first nine months of 1939, 
however, they averaged more than 
28% higher than in the corre- 
sponding 1938 period. 


Shipments of Steel Equipment 
Improved 


Shipments of steel office furni- 
ture, shelving, and lockers more 
than tripled during the 1933-37 
period, with lockers registering the 
greatest gain. Aggregate volume 
declined 28% during 1938, how- 
ever, reaching a level slightly in 
excess of that registered in 1936. 
During the 1939 first nine months, 
shipments of all types of steel 


equipment rose 11% higher than 
the corresponding 1938 volume. 
The greatest improvement was 
registered by steel lockers, which 
experienced a 34% rise. ... 
Because of unsettled conditions 
abroad, exports of office appliances 
during the first nine months of 
1939 were nominally below those 
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of the corresponding 1938 period. 
However, September, 1939 volume 
was substantially in excess of that 
a year earlier. In all likelihood, 
general improvement in world eco- 
nomic conditions, rather than war 
influences, accounted for recent 
gains 


Foreign Competition Lessened 


As a result of the outbreak of 
war abroad, American manufac- 
turers of office appliances have 
strengthened their competitive po- 
Sitions throughout the world. 
Prior to current hostilities, Euro- 
pean countries had become more 
and more important as suppliers 
of business machines and equip- 
ment, not only for their own needs 
but for those of other markets as 
well. Motivated by trade restric- 
tions, foreign countries (including 
Germany particularly and Switz- 
erland, Sweden, and the United 
Kingdom had increased) their 
production of office machinery and 
had penetrated the European 
market to such an extent that 
they became predominant. The 
result was a sharp drop in the 
percentage of this country’s Euro- 
pean shipments to total exports. 
Obviously, the development of war 
will have a greatly diminishing 
effect upon foreign competition. ... 

The United States has not been 
unaware of the unfavorable de- 
velopments of recent years. In an 
effort to hold its position in com- 
petition with lower-priced and in 
many cases inferior quality prod- 
ucts, reciprocal trade agreements 
have been consummated with sev- 
eral foreign countries. At present, 
there are twenty-two such agree- 
ments in effect. 


U. S. Office Equipment Manufacturers 
Outlook Bright for ffice Equipment Sndustry in 1940 


PEAKING as a business man, 

not as a prophet, it seems ob- 
vious to me that the office equip- 
ment industry faces in 1940 both 
an opportunity and a challenge. 
The war situation is perhaps a 
factor. Economists, more expert 


than I, warn us to expect no repe- 
tition of a war boom like the orgy 
that prevailed during the last 
World War. They agree, however, 
that a sudden upturn of unpre- 
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dictable duration is inevitable. 
That condition is with us now. 
It means more retail sales, re- 
sulting from more people at work 


that means more orders to be 
filled—orders mean paper work, 
correspondence, payrolls, instruc- 
tions, collections, etc. As a result, 
there is an increased demand for 
business machines, business forms, 
filing systems and other office 
equipment. How long this situa- 
tion so favorable to our industry 
will last we do not Know but it is 
ours now to do with as we like. 

A second factor that adds its 
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stimulating influence is, that busi- 
ness, already having experienced 
a vast increase in clerical work due 
to its increased responsibility to 
government, is open to any new 
developments in office equipment 
that will hold to the minimum the 
additional clerical work that the 
sudden increase in volume brings. 
In my opinion, more and more 
firms will apply to office operations 
the process, time and motion 
studies that up to this time have 
been confined largely to manufac- 
turing operations and where their 
value has been proven in lowered 
costs and increased production. 
This development will create a 
demand for improved office equip- 
ment designed to meet the stand- 
ards evolved through these studies. 
Therein lies a challenge to the 
industry to anticipate the need 


rather than to be forced to meet a 
demand. 
A third factor that will continue 
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te have an important bearing is 
the growing appreciation for ar- 


U. S. Stationers 
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tistic design in office equipment. 
Offices are demanding attractive 
appearance as well as utility. Mod- 
ern designing as displayed at the 
World’s Fairs, and as typified in 
various products whose manufac- 
turers have been alert to the trend, 
has had a profound effect. Here 
again is for us both an opportunity 
and a challenge. 

These are only a few of the fac- 
tors that lead me to believe our 
industry is in what can be a period 
of pronounced expansion. We 
must, however, correctly evaluate 
the opportunity so as not to over- 
shoot or undershoot the mark. We 
must meet the challenge to supply 
new equipment or service as re- 
quired. We must maintain a pro- 
gressive attitude. But—above all 
we must temper our enthusiasm 
with sound business judgment. 


Outlook Faved Opportunities for 1940 allisted 


NE man’s guess is as good as 

another’s as to what the fu- 
ture holds in store for us. Under 
such circumstances I hesitate to 
make any prophetic statements 
and shall try to avoid any remarks 
that could be so construed. 

As it appears to me, however, we 
face forward to 1940 with excellent 
prospects for improved business in 
our industry. Those of us who have 
been in business for a quarter cen- 
tury or more will recognize simi- 
larities in world affairs and in 
commodity markets at home. The 
same pitfalls and golden oppor- 
tunities lie ahead now as then. 

“Experience is a great teacher,” 
as most of us will agree. To those 
of us who can recall and profit by 
the teachings of experience, the 
future holds much promise. If we 
can keep our “feet on the ground,” 
not walking on the clouds, and 
keep our “chins up” without 
“turned” heads because of what 
“appears to be” great prosperity, 
then there is a fair chance of 
“weathering” the year ahead. 


Suggestions for 1940 


1. To buy reasonable quantities 
of merchandise for reasonable pe- 
riods of anticipated needs “with- 
out gambling” too much on market 
trends. 

2. To sell merchandise at a nor- 
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mal profit, not being “blinded” by 
“huge volume business” at little 
or no profit. 

3. To avoid “over-expansion” of 
plant and facilities. 

4. To “push” merchandise signed 
up under Fair Trade Contracts at 
a known, sure profit, instead of 
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mongrel or off-brand lines with no 
assurance of any profit. 

5. To actually “promote” the 
office supply and equipment busi- 
ness through every legitimate 
channel of solicitation and method 
of advertising. 

6. To ask for and use more cir- 
culars for direct mail and window 
display material from more manu- 
facturers in our industry. 

7. To the end that “John Public 
& Company” will “want to” spend 
more of his funds for more of the 
“business helps” trat every sta- 
tioner everywhere has to sell. 

The “plums” in 1940 will go to 
the stationers who work to “tell” 
and then “sell” their customers 
more of the “tools of business” that 
increase efficiency, thereby cutting 
labor costs. Let us together “tell” 
the story of the modern stationer 
and his importance to all business, 
and let us not forget to “deliver 
the goods’—measured from all 
angles of quality and service. 


* * * 


Current information from 
month to month, coming in from 
N. S. A.’s Washington headquar- 
ters, through our capable general 
manager and secretary, Charlie 
Garvin, is so good that it requires 
little or no comment from me, save 
on one point. That point is a most 
important one. Why is it that 
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more members of N.S. A., doing a 
general office supply and outfitting 
business, will not send in their 
figures each month? These self 
same men certainly are benefited 
by these month to month percent- 
ages, and such statistics would be 
far more valuable to everyone if 
all members reported monthly and 
promptly. 

If the “shoe fits” some N. S. A. 


members, who chance to read this 
message, I certainly hope they will 
march right in to Charlie Garvin’s 
headquarters with them, not just 
once but regularly every month. 
As an industry, we are moving 
steadily forward. With “complete 
statistics” of our industry nation- 
ally and by districts, we will be 
enabled to check up on our busi- 
ness progress. If in face of these 
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“complete percentages” we are 
ahead of the average, it is “like a 
pat on the back” and spurs us on 
to greater achievement. In case 
we are behind the procession, by 
district or national average, it is 
and should well be an “injection 
of turpentine” in the most effec- 
tive spot. It has been proved that 
turpentine is a good solvent for 
“lead.” 


U. S. Typewriter Dealers 
* ee , — Gailevated by lawaitalllin Keports 


E ARE now on the verge of 
entering the most prosper- 
ous year since 1929. 

Dealers all over the country are 
reporting to the National Type- 
writer & Office Machine Dealers 
Association headquarters that the 
office equipment business has 
shown a decided increase during 
this last quarter. 

Foreign trade has also shown a 
fine improvement over previous 
years, and is now supported by the 
Cash and Carry Bill, which was 
recently passed by Congress. 

It is my earnest belief that we 
are heading for prosperity, and it 
will be wise for every dealer to 
‘check over his place of business, 
and see if there is anything he 
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Australia 


can do to improve his machinery, 
cleaning tanks and japanning de- 
partments, so as to be prepared 
to capitalize on expanded require- 
ments. 

In order that office machine 
dealers may share in the antici- 
pated business rise, carefully 
planned preparations are neces- 
sary. Sales plans, sales meetings, 
advertising programs, window and 
store displays, all should _ be 
worked out in detail before the 
rush comes. Prices will increase 
as the market expands. Now is 
the time to build up stocks of all 
kinds of office machines. Present 
purchases will be reflected in 
greater profits during the coming 
year. 


Unprecedented Progress Expected Despite Conflict 


E ARE pleased to have this 

opportunity of expressing 
our appreciation for the courtesy 
and friendly cooperation with 
which my co-directors and I are 
invariably treated on our periodic 
visits to your great country, and 
welcome this means of supplying 
some information regarding re- 
cent Australian developments and 
business prospects. 

Australia, as the youngest na- 
tion in the path of world’s prog- 
ress, Shares much in common with 
the U.S. A. besides a common lan- 
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guage and ideals. Both have those 
essential qualities in a period of 
development from pioneer begin- 


nings: initiative, willingness to 
take great risks, and indomitable 
determination to overcome great 
obstacles. 

Being a community of approxi- 
mately 95 per cent British stock, 
we find much to admire in British 
stability and tenacity, but, as Aus- 
tralia is young, virile and unham- 
pered by old traditions, it is not 
surprising that the U.S. A. (“The 
Republic of Superlatives,” as one 
writer calls it) has exercised a 
profound influence on our devel- 
opment, particularly in recent 
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years. The way your executives 
exchange information and experi- 
ence has played a big part in the 
industrial advancement of your 
country. On the other hand, we 
find many of your business men 
intensely interested in such things 
as our Arbitration Court and Basic 
Wage System. 

During its relatively short his- 
tory, Australia has accomplished 
much. Our earlier development 
was necessarily along the lines of 
essential primary production. 
Nowadays current world affairs, 
economic nationalism, and the 
vanishing of our previous isolation 
with modern communications 
make it imperative that no oppor- 
tunity is neglected in making our- 
selves more self-contained. Conse- 
quently, during recent years, the 
development of our secondary in- 
dustries has been spectacular and 
each year finds the value of these 
products showing an increasing 
surplus over our primary products. 
The gratifying feature for Aus- 
tralians is that much of this in- 
dustrial expansion is the result 
of cooperative effort by British, 
American, and Australian inter- 
ests to establish branches with 
affiliations in both England and 
America, enabling that free ex- 
change of ideas and research so 
essential to progress. 

The tension inseparable with in- 
ternational unrest and the neces- 
sity for national preparedness are 
such dominant features every- 
where that this closer getting to- 
gether is not without its signifi- 
cance. The Pacific is the New 
World and Australia seems des- 
tined to be the center of that New 


a er shoal 


T IS a rather difficult task to 

predict what business will be 
like in 1940 in Belgium. Due to 
the circumstances, many of our 
important clients are going tem- 
porarily out of business. Consid- 
ering that the market is likely to 
hold strongly back for quite some 
time, the after-period of the pres- 
ent crisis will show a proportion- 
ate increase in volume of business. 

The unfortunate events pres- 
ently happening on the other side 
of our frontiers have necessarily 


World ultimately. American-Brit- 
ish Empire cooperation in the in- 
terest of world peace and the link- 
ing of Washington, London, and 
Canberra in a powerful “peace 


] 
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axis” seems not only sensible but 
inevitable in order that we can 
all work out our destinies on a 
basis of cooperative independence. 

We believe the trend in Aus- 
tralia will necessarily be toward 
more manufacturing and less im- 
portation, but the American man- 
ufacturer or exporter who is for- 
tunate enough to have an exclu- 
sive line, or one which it is not 
sensible to manufacture here, will 
find a very receptive market for 
his products. 


Market Receptive to Quality Goods 


In our business of supplying 
steel equipment and steel furni- 
ture all over Australia, we find 
that the average Australian exec- 
utive prefers to purchase worth- 
while goods within his capacity to 
pay, rather than to invest in 


Belgium 
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projects. The normal after-holi- 
days activity has been lost. 
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cheap, temporary expedients. A 
policy invariably supported by the 
many American executives now 
spread through Australian indus- 
try and commerce in the Austra- 
lian branches of such nationally 
known American institutions as 
General Motors, Ford, Armco, In- 
ternational Harvester, Matson 
Steamship, Holeproof and hosts of 
others. 

As the result of a recent world 
tour, investigating steel equipment 
developments, I am convinced that 
Australia in relation to our con- 
suming capacity probably presents 
the best market in the world for 
high-class products. This opinion 
is further supported by the fact 
that most of our buyers appreciate 
merit, standardized production, 
and good sales presentation. 

In common with most Austra- 
lian industries, our financial year 
which ended June 30 has been a 
satisfactory one and business pros- 
pects appear excellent. We anti- 
cipate that the year ahead will be 
one of unprecedented progress, 
despite the dislocation which 
events in Europe will cause. 

We trust that the vicious enthu- 
siasms and violent hates of Eu- 
rope and Asia will be overcome by 
a sane British-American codpera- 
tion for world progress. 

Australia is vigorously in earn- 
est. We have our problems. We 
may be delayed, but we believe our 
people will work for the best and 
expect the best as they have done 
in the past. 

In conclusion, we extend our 
best wishes for 1940. May peace 
return and happiness, prosperity, 
and liberty prevail. 


Confidently Ahiad fo Reve Seale 


Due to the diplomatic compli- 
cations lasting already too long, 
the old law of offer and demand 
has been practically wiped out for 
goods as well as for labor. Our 
market has been flooded with 
some commodities at unbelievably 
low prices, due to special financial 
combinations. Moreover, thous- 
ands of refugees illegally or even 
legally, basing on doubtful au- 
thorizations, take many of the 
already rare orders away from our 
regular trade. 
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Another bad circumstance de- 
riving from our beloved tradition 
of liberty entangles the normal 
current of business. I refer to the 
liberty of the press. Some of our 
dailies hammer the public with 
the most dangerous literature for 
pessimistic spirits. The available 
currency flows into the safes, 
which movement is supported by 
the war of speeches of the diplo- 
matists. 

Finally, we are suffering from 
a period of lack of earnings, in- 
creased by the absence of our 
youth, which, responding to the 
call of our King, went to guard 
our frontiers. But, as I said, the 
longer the present state of affairs 
lasts, the stronger will be activity 
of building up afterwards. Once 
more the Belgian people will have 
to adapt themselves to the given 
new situation, but none yet quite 
foresees the direction to take. The 
new necessities will create new 
currents of business. 

We shall have to be more at- 


tentive than ever to our trade, and 
alert to the opportunities for bet- 
ter serving customers through new 
products which we might offer. 
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The better the new tools and the 
better we know their application, 
the bigger will be our share of 
future new clients. 

In the meantime we watch a re- 
generation of our field, the in- 


Argentina 
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capable elements disappearing 
automatically. 

We are now selling the noiseless 
typewriting and calculating ma- 
chines, for which the commercial 
future proves to be very promising 
because the entire world anxiously 
wishes quietness. 

We must expect a heavy load 
when business is released and we 
are ready to start at the given op- 
portunity, full of confidence and 
supported by some first-class 
American lines which we will be 
able to use to full advantage. 

I foresee that the seven hungry 
years will be followed by at least 
the same number of very fat years 

as promised to us by a great, 
wise man several thousand years 
ago. 

It is true that most business 
men on this side of the Atlantic 
are looking ahead with hope and 
confidence in the future. 

These are my personal views 
based on a long experience and 
careful thought. 


NDER the present world conditions as they are reflected in Argentina, a corre- 
U spondent informs us, “it will not be feasible to contribute an article. Things 
are too chaotic to allow me to present the trend of events as affecting business in 
general, and office equipment in particular.” 


Bolivia 


N A RECENT Foreign Market Bulletin, issued by the Specialties Division of the 
United States Department of Commerce, Vice-Consul Leslie W. Johnson, sta- 
tioned at La Paz, expressed optimism as to the present and future market for 
office equipment in Bolivia. “The market is expanding,” he said, “corollary with 
the gradual adoption of simplified business methods. The number of large busi- 
ness, industrial and financial establishments has not 
extent during the past year, but the use of office machines and equipment is 
becoming more general, even in the government offices. However, small shops and 
business houses, of which there are many in La Paz and interior cities, still con- 
tinue with the old business methods, presumably because their small volume of 
business does not permit them to invest in articles which are not wholly in- 
dispensable for their needs. 
“As evidence of the increasing use of office machines and equipment, three 

or four firms in La Paz have been established within the past year to deal in 
such commodities. Also, several of the large local department stores have recently 
added office items to their stocks. 
“Typewriters are by far the most common of the office machines in use in 
Bolivia. Adding and calculating machines are utilized by larger firms and certain 
government offices; the latter machines appear to be preferred when only one 
type of mathematical machine is needed and are more salable. The market for 
Mimeograph, Multigraph and hectograph machines, and those used for numbering, 
perforating and performing similar work, is still comparatively limited. The use 
of Comptometers and other accounting machines is rare. Imported filing cabinets 
and cases and certain similar items are now popular, while other office furniture 
is usually of domestic manufacture.” 


increased to any great 
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Prospects Good for Seonatted U Ss. Importations 


ERE we have an interesting 

question raised very oppor- 
tunely by our old companion, OF- 
FICE APPLIANCES, and on which I 
have been given the pleasure of 
making some comments. 

At the outset, let me say that in 
reviewing this subject I have tried 
to limit myself simply to facts and 
observations on the actual state of 
receptivity of our customers and 
conditions of our market, in order 
to arrive at my conclusions. I am 
an optimist by temper and by way 
of my profession as a salesman, in 
which profession optimism is a con- 
dition to which, above all, we ac- 
custom ourselves rather as a de- 
sired quality than a defect. 

However, it is not just optimism 
on my part in stating that 1940 will 
be a year of great movement, but 
this will depend more on the Amer- 
ican exporters than on us Brazil- 
ians! 

Here are the reasons: In my posi- 
tion as production manager of a 
department specializing in the sale 
of typewriters, adding and calcu- 
lating machines, steel furniture, 
and other office equipment, for the 
firm of Messrs. Barcellos, Bertaso 
& Cia (Livraria Do Globo), which 
is considered one of the most im- 
portant ones on account of the bulk 
of its operations and the extent of 
the specialties embodied in its line, 
I am in permanent contact with 
the most varied kind of customers 

big ones and small ones—in trade 
and industry, and especially with 
the government departments, to 
which latter I devote my greatest 
attention. 

Under present conditions it is 
easy not only for me, but also for 
my colleagues who represent such 
reputable American concerns as 
Hollerith (Remington Rand) Na- 
tional Cash Register, and others 
who are extending great efforts 
here toward the diffusion of meth- 
ods and modern ways of service, to 
state that never has there been 
among executives in the great com- 
mercial firms, banks and govern- 
ment departments (state and fed- 
eral offices), such a great “thirst’’ 
for improving and modernizing 
their methods of work. We find 
this interest everywhere; so our 
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sales activities are always received 
with good will. As proof of what I 
am saying, here is the statement 
of a traveling agent for an Amer- 
ican concern, in whose interest he 
travels various countries. Some 
time ago he said to me: “I have 
pleasure in informing you that 
having been in direct contact with 
the Brazilian consumers, I have 
arrived at the conclusion that, 
generally, they argue less on price 
and more rapidly accept a new 
idea which aims to improve the 
comfort and working methods in 
their business. 

The Brazilian market is, there- 
fore, in an excellent state of pre- 
paredness and the traditional pref- 
erence of the Brazilians for Amer- 
ican products is increasing. Reno- 
vations of importance have taken 
place recently in various depart- 
ments of the public service by the 
introduction of modern bookkeep- 
ing and_ statistical machinery, 
which nowadays are so indispens- 
able to progress. Other very im- 
portant plans have been completed, 
some of them having in mind the 
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reorganization and others the cre- 
ation of controls of administration 
in government departments re- 
cently created. All this is going to 
be carried out in the coming year, 
as the estimated costs have al- 
ready been approved by the govern- 
ment. Proceeding with all these 
works will bring a tremendous sales 
movement to the paper dealers and 
specialized firms. 

In the statistical figures of Amer- 
ican exports of office equipment, 
Brazil still appears on a level which 
may be considered as insignificant. 
But there is no doubt that Brazil 
marches with firm steps toward 
the conquest of a position of im- 
portance, as the purchasing power 
increases gradually with the incre- 
ment of its exporting capacity and 
the always increasing movement 
of its commerce and industry, and 
the supporting and fostering action 
of our government, which is great- 
ly exerting itself toward this end. 


Demand for Anticipated 
Payment a Handicap 


However, the American export- 
ers must do their part in making 
it possible for us to carry on as 
intermediaries of their products 
with the consumers, by taking 
measures which will stimulate our 
importing trade, removing certain 
exigencies still existing without 
reason. 

As a matter of fact the majority 
of American exporters demand an- 
ticipated payment before making 
shipment of the goods. Now, it is 
known that with the official ex- 
change control in our country it is 
impossible to meet this exigency. 
The Fiscalization Authorities only 
give the necessary exchange 
license on presentation of the 
documents proving payment of 
the import duties. 

Here in Brazil we are at a loss 
to understand this exigency of the 
American exporters, because as it 
must have been amply published 
in the American newspapers, there 
are no longer any delays in the 
liquidation of drafts from the Unit- 
ed States, these drafts being liqui- 
dated on presentation or on due 
date, for immediate remittance. 

In view of this fact, it is really 
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a pity for us to see frequently first- 
class firms having their orders con- 
demned to cancellation owing to 
this demand for anticipated pay- 
ment. In the firm which I repre- 
sent we have an example: our ne- 
cessity of importing American 
goods very often is so imperative 
that we submit ourselves willingly 
to a real malabarism of corre- 


spondence with certain exporters 
in order to convince them to effect 
shipment against sight draft with 
documents, and this not always 
with success. If this continues, it 
will not be long before we are ap- 
plied the law of “Cash and Carry.” 

As I have said, the increment of 
sales of the American products in 


Bulgaria 
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Brazil does not depend so much on 
Brazilian importers but principally 
on American exporters, who should 
cooperate more intensively, in or- 
der that we are given the maxi- 
mum of facilities to make 1940 a 
colossal year—turning to advan- 
tage completely the tremendous 
possibilities offered by the Brazil- 
ian market. 


German Sale iitaance aiiarsss Ue Ss. AA. Goods in anand 


NLY forty days have passed 
(October 10, 1939) since the 
outbreak of hostilities between Ger- 
many on one side and Great Brit- 
ain, France, and Poland on the 
other, and already the influence of 
the new war has been felt quite 
strongly in our country. 

Bulgaria for the time being is a 
considerable distance from any of 
the war fields, and we hope that 
war will not approach our frontiers. 
Our country declared to remain 
neutral and we mean to keep neu- 
tral. But the present international 
state of affairs will exercise its in- 
fluence on our foreign trade. 

Bulgaria’s chief exports are agri- 
cultural products; such as tobacco 
(37 per cent), eggs (17 per cent), 
cereals (16 per cent), fruits (15 per 
cent); skins (5 per cent), and attar 
of roses (1.5 per cent), averaging 
a yearly total of $3,500,000 for the 
five-year period 1933-1937, for 
which statistical data are avail- 
able. 

Bulgaria imports textile mate- 
rials and textiles (25 per cent), 
metals and metal products (20 per 
per cent, machines (19 per cent), 
rubber (4 per cent), and leather (3 
per cent) of an average yearly im- 
port totalling $3,125,000, for the 
five-year period of 1933-1937. 


There is a clearing arrangement 
between Bulgaria and Germany, 
and as a result of it over 60 per cent 
of our export and import trade is 
done in Germany. Our direct trade 
with the United States of America 
amounts only to about 2.5 per cent. 
But it is a well known fact that the 
best qualities of the exported Bul- 
garian tobacco to Germany are 
bought in Hamburg by certain 
United States tobacco concerns. 
The direct export of Bulgarian to- 
bacco from here to the United 


By PETKO J. BOYADJIEFF 


Partner, Jordan Jv. Boyadjieff 
& Sons, Sofia. 


(Importer, Wholesaler, Retailer and Com- 

mission Merchant Handling in Addition to 

Other Commodities, Typewriters, Accounting 
Machines and Office Equipment.) 


¥ 


States of America has been very 
limited. 

It is too early to prophesy what 
will be the influence of the present 
war on our foreign trade, because 
that will depend on many facts and 
conditions which are unknown at 
present. But the demand for our 
export products is bound to become 
stronger. If we were in position to 
sell and export also to other coun- 
tries, i.e. not mainly through the 
clearing arrangement with Ger- 
many, we would be able to obtain 
foreign exchange that would allow 
us to increase our imports from 
other countries, including the Unit- 
ed States of America—especially if 
the exports of the Bulgarian (ori- 
ental) tobacco, sheep, lamb and 
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kid skins would find their direct 
way to the United States. 

I am giving the above statement 
with the general foreign trade of 
Bulgaria, because the volume of the 
imports in 1940 of United States 
office machines and appliances will 
depend also on the exports to the 
United States or other countries 
paying with free exchange. 

The United States typewriters, 
adding and calculating machines, 
as well as all other office appliances 
are enjoying a very good name here 
for their quality and performance, 
and the purchaser is always pre- 
pared to pay a slight difference in 
prices. But in view of the distrib- 
utors’ terms and conditions grant- 
ed by nearly all German manufac- 
turers, which are much more favy- 
orable than the terms offered by 
the United States manufacturers, 
the local distributors prefer to im- 
port the required goods from Ger- 
many, and there are hardly any 
U. S. A. products offered on our 
market. The German manufac- 
turers continue to fill in orders at 
the existing terms. The U. S. A. 
manufacturers must grant similar 
terms and conditions to the Bul- 
garian distributors if the Bulgarian 
market interests them. Terms such 
as “irrevocable letter of credit,” or 
“cash on delivery” cannot be ac- 
cepted. Such terms can be applied 
only to occasional orders, but not 
to a regular trade. 

I beg to be permitted to remark 
that it will be a big mistake to be- 
lieve that if the present war would 
continue Germany will stop deliv- 
eries of office machines and appli- 
ances to Bulgaria and the other 
southeastern European countries. 
Germany needs our export prod- 
ucts and will pay for them through 
the delivery of all kinds of ma- 
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chines and manufactured goods as 
she has done hitherto. On the oth- 
er hand, imports from the U.S. A. 
will be bound now with more ex- 
penses, i.e., higher freight and in- 
surance. 

But, as heretofore, enterprising 
manufacturers and_ distributors 
will find their way to meet with the 
existing difficulties, and I shall be 
very much pleased if the imports 
of U.S. A. office machines and ap- 
pliances would soon be increased 
to the level at which it should have 
been and deserves to be. I may add 
that the demand for typewriters 


and all other kinds of office ma- 
is increasing from year to year. 
The importance of our market 
can be judged by the following of- 
ficial statistical data for the im- 
ports of typewriters and adding 
and calculating machines. Unfor- 
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tunately, statistics are kept only 
for the value of the imports and 
not for the number of machines 
imported. 

The equivalence in dollars is 
reckoned at the official rate of ex- 
change, i.e., $1.00—84.30 leva. 


TYPEWRITERS IMPORTED 


1937 
From Germany ..... $120,750 
Switzerland ....... 3,220 
U. S. A 1,470 


ADDING AND CALCULATING MACHINES IMPORTED 


1938 1939 (First Six Months) 
$166,140 $61,180 
4,950 1,000 


’ 
2eee- > 0 a) oes 


Germany .$ 34,650 $56,570 $23,340 

at St aa 13,510 13,540 9,170 

Sweden ...... 4,910 5,550 2,810 

Switzerland .. : ; 3,480 490 2,630 
CASH REGISTERS 

Germany ... sewed 2,845 $ 3,880 $ 1,360 

Sweden ...... ee OO) ee ee ae ee ogee 


Canada 


_A Good Year With Rising Prties Pnolltited for 1940 


HE preview of business condi- 

tions for the coming year, for 
which we are usually asked at this 
season, is now undertaken in the 
light of abnormal influences aris- 
ing from the renewal of hostilities 
in Europe. 

Up to the end of August 1939 the 
office equipment industry in Can- 
ada was making progress and was 
running along nicely ahead of 
1938, but still under the exception- 
ally favorable business enjoyed in 
1937. The outbreak of war greatly 
changed the complexion of the 
Canadian office equipment picture. 

A flood of orders poured in, not 
only from government depart- 
ments immediately affected by the 
war, but also from large users of 
equipment who still had vivid 
recollections of the shortages of 
1914 to 1918, and who placed or- 
ders for quantities of machines for 
immediate delivery and, _inci- 
dentally, in order to take advan- 
tage of the existing price levels. 

The net result was to boost 1939 
business figures to the totals which 
will likely exceed that very good 
year, 1937. 

This preamble is necessary if we 
are to get the proper perspective 
through which to view the pros- 
pects for 1940. It is unreasonable 
to assume that business in the 
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proportions in evidence since Sep- 
tember 1 can be expected to con- 
tinue month by month. Already 
there are signs of more conserva- 
tive buying and it is being gener- 
ally recognized that the supplies 
of office equipment are going to be 
sufficient for normal requirements 
for some time to come, although 
price structures will almost cer- 
tainly have to be revised upward 

The result of the recent Provin- 
cial election in Quebec practically 
removes the possibility of a Do- 
minion election in 1940 and busi- 
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ness in general wil’ not have to 
face this usually unfavorable 
factor. 

The farm purchasing power will 
be greater in 1940 than for several 
years past. The mining industry 
will continue to afford strong sup- 
port to the national economy and 
with the primary producers en- 
joying prosperity practically all 
industry participates. 

Into Canada during 1940 will 
start to flow the $3,500,000,000.00 
Great Britain has ear-marked for 
spending in this country and the 
office equipment industry cannot 
help but benefit and never was the 
industry in better shape to offer 
the buyer efficient time-saving 
office machinery. 

The war situation has had a 
detrimental effect on those Can- 
adian office equipment companies 
doing a large export business and 
there will undoubtedly be a tre- 
mendous decline in this field dur- 
ing 1940, but this should be more 
than made up by the volume of 
business that will result from firms 
handling war orders. 

Therefore, summing up, the of- 
fice equipment industry in Canada 
for 1940 should enjoy a good year 
comparable to 1937, but a long 
way from a boom, and perhaps 
this is just as well. 
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China 


Hostilities Upset Pi inihet; Japanese Coal Ditisesiniies 


ECAUSE of the Sino-Japanese 
hostilities, our business condi- 
tions are very upset and uncertain. 
It is surprising that we do any busi- 
ness at all. 

It is quite impossible to forecast 
what will happen during the year 
1940, except to say that our condi- 
tions will worsen as time goes on 
unless the Sino-Japanese hostil- 
ities terminate. The Japanese are 
tightening their control as much 
as possible every day; their idea 
undoubtedly being to disrupt for- 
eign business as much as possible 
so that they can ultimately step 
in and take over. 

Another factor which worries us 
very much and depresses our busi- 
ness is our exchange rate, which 
is now approximately $8.00 (China 
dollars) to $1.00 in U. S. A. money. 
A year or so ago a normal rate 
was considered about 3 to 1. Thus 
it is not difficult to visualize how 
badly this abnormally high ex- 
change rate is hurting import busi- 
ness, and particularly a business 
such as ours. 


1939 Good Yar, 


T YEAR end 1938, Denmark 

could look upon a year in 
which Danish farmers had reaped 
the biggest crop in our agricul- 
ture’s history, and the now passed 
summer has continued the success 
with a good average crop. As Den- 
mark is primarily an agriculture 
country, we must be thankful for 
these primary conditions for pro- 
duction of refined animal prod- 
ucts such as bacon, butter and 
eggs, which form the basis of Den- 
mark’s biggest export goods. 

For several years Danish indus- 
try has been in a successful evo- 
lution with an expanding export 
business, contributing materially 
to Danish incomes. This is also 
the case for Danish _ shipping, 


Bv P. S. WIDDUP On the basis of a reasonable rate 

4 of exchange we are doing about 

‘ . Lf : 25 per cent of the business we for- 

Managing Director, The Office merly did. There is not much use 
Appliance Company, Shanghai eg 

giving actual figures to show this, 

for, because of our depreciated cur- 
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pany; Victor = — Company and I am sorry I can’t report more 
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optimistically of the future. Every- 
thing is abnormal here, and as 
time goes on if the hostilities con- 
tinue conditions will undoubtedly 
become more difficult. If the Jap- 
anese are allowed to exert a domin- 
ant influence on the affairs of this 
country, it is quite natural that 
they will import more and more 
of their own office equipment, 
which means that foreign imports 
will decline proportionately. Of 
course, there are quite a number 
of office appliances not yet made 
by the Japanese. If, however, they 
should be so happily situated as to 
more or less control this market, 
then it is reasonable to assume 
that they will quickly manufacture 
<= any type of office appliances suit- 
MR. WIDDUP able for use in this country. 
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Denmark 


: aw as a i Hoped for in 1940 


By S. V. HANSEN which in proportion to the size of 
: our country, is quite considerable. 
President, The Union of Typewriter For the first nine months of 1939 
Importers in Denmark, Copenhagen Denmark’s exports amounted to 
1179,5 million Danish crowns; the 
import to 1253,2 million Danish 
| crowns. The total trade balance 
| may be estimated to about 1650 
million Danish crowns. 
Since 1932, by virtue of our Act 
‘al of Valuta, the Danish trade has 
| been regulated by valuta-restric- 
tions, mainly based upon the 
Anglo-Danish and the German- 
Danish Commercial Treaties, giv- 
ing British and German goods a 
special preference owing to the 
fact that Great Britain and Ger- 
many are the prominent buyers of 





MR. HANSEN our export goods. In this connec- 
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tion it must be stated that for 
years the U. S. A. has not been a 
market to any extent for Danish 
exports, which is especially re- 
gretted by importers of American 
office appliances who have seen 
their importation gradually di- 
minish. 

Supported by a good buying 
power, the year 1939 has been 
comparatively a good year for all 
dealers of typewriters, calculating 
machines and other office equip- 
ment. For comparison it can be 
said that in 1938 the total import 
of typewriters from various coun- 
tries amounted to 1.467.000 Dan- 
ish crowns; in 1939 the total can 
be estimated as nearly the same, 
based upon statistics for the first 
eight months. 

In 1938 the total import of cal- 


culating machines amounted to 
915.000 Danish crowns; in 1939 
there has been a ten per cent in- 
crease. 

Further we have our national 
industry for manufacture of type- 
writers (“Norden”), duplicators 
and supplies for same (“Rex”) 
and ribbons and carbon papers 
(Kores, Ronning and Gijerloff, Fr. 
Drescher). All these Danish fac- 
tories are having a fair market 
success, especially in these years 
of restrictions and departures 
from liberal principles in trade. 


A survey and general view of 
1940 is impossible to give in the 
fall of this year (1939) when these 
lines are written. The war can 
change everything in months or 
weeks. But as a general opinion 
it may be said that there seems 
to be an essential difference be- 


Ecuador 
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tween the last war (1914-18) and 
the present war. There is in the 
business world no optimism and 
no confidence in a golden time 
to come. 

Governments in all countries 
will not allow inflation to the in- 
jury of the poor or the broad 
classes. “Business as usual” is re- 
garded by most people as the most 
likely and the soundest. 

Dear Mr. Editor, permit me to 
express that humane hope that 
the war will soon come to an end, 
and that understanding and co- 
operation between all nations will 
set in to the benefit of all. In this 
sincere hope I beg to extend to 
all your readers my best wishes 
for a blessed Christmas and a 
happy New Year, with true pros- 
perity! 


N A RECENT Foreign Market Bulletin, issued by the Specialties Division of the 
United States Department of Commerce, Vice-Consul Frederick L. Royt, sta- 
tioned at Guayaquil, pointed out that the normal market in Ecuador for office 
machines, particularly adding and calculating machines, is small. Time and labor 
saving features of modern office equipment and systems do not have strong 
attraction because labor costs are low and speed is not considered important. 
Machines contributing to accuracy and systems or equipment aiding management 
control have appeals upon which sales can be made. ‘ 

Typewriters are in general use, but such machines as cash registers, auto- 
graphic registers, addressing and postage metering machines, duplicators, dictating 
machines, accounting and bookkeeping machines and check writers have special- 
ized uses which makes the market for them very limited. 

Wood desks, tables, filing cabinets and chairs are manufactured locally and 
because of low cost, dominate the market. Metal furniture is sold in small quan- 
tities to leading banks and business firms and to some government offices. 

The import control established May 26, 1938, was continued with minor 
changes until June 26, 1939, when important modifications were made. A large 
but temporary increase in imports followed. The eventual result, reports Mr. 
Royt, is uncertain. 


France 
Governmental astitelinies | ae | a Imports 


RANCE entered war on the 3rd 
of September, 1939. 


Since the beginning of hostili- 
ties there have been put into effect 
the following new laws which have 
given rise to an exceptional situ- 
ation and which are calling to the 
attention of manufacturers in 
other countries: 

There is a general prohibition 
of importation. Nevertheless, there 
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are exceptions which permit the 
importation of merchandise which 
has been manufactured in allied 
or neutral countries. The importa- 


tion—whether directly or indirect- 
ly—of goods manufactured in 
enemy country is formally banned. 


Import licenses are no longer 
valid for merchandise shipped 
from abroad after September 1. 
To get through the customs mer- 
chandise shipped from abroad 
subsequently to September 1, it is 
absolutely necessary to secure 
what amounts to a special dispen- 
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sation setting aside the import 
ban. 

Control of foreign exchange is 
rigorously applied by the Bank of 
France. Requests for permission 
to make payments abroad are sub- 
jected to long and minute inquiry 
and such requests must be accom- 
panied by the respective authori- 
zations to import and invoices of 
the foreign manufacturers. 

Prices in effect in August, 1939, 
may not be raised without author- 
ization from the minister of arma- 
ments. The purpose of this is to 
prevent the rise of living costs. 

A moratorium has been decreed 
on the debts of men who have 
been mobilized. 

A letter of safe conduct is re- 
quired if one wishes to move about 
outside the governmental district 
in which one resides. 

The state gives financial aid to 
French manufacturers who are 
capable of producing articles 
which are recognized as being in- 
dispensable in time of war and 
have hitherto usually been im- 
ported from abroad. 

* * of 

Surveying the effects of two 
months of war upon the progress 
of business in our industry, we 
note the following facts: 

Stocks are almost depleted as a 


result of requisitions on the part 
of the state and orders received 
from manufacturers of war ma- 
terials. 

Mobilization orders have called 
to army service many business 
heads, service department chiefs, 
salesmen, mechanics, and other 
employes. Business enterprises 
have been reorganized and some 
of them have even had to close 
their doors. 

The fear of bombardment of 
Paris from the air has brought 
about the decentralization of the 
various state services and of large 
public and private administrative 
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departments. More than 2,000,000 
Parisians have left the city. Our 
own provincial agents are the 
gainers by these migrations, but 
they lack skilled mechanics who 
are specialists in our line. 
Outside the orders which we re- 
ceive from the state and from 
manufacturers of war materials, 
the activities of our company have 
been reduced. Certain industries, 
such as, for instance, those dealing 
with luxury articles, are for the 
moment paralyzed. Small business 
houses and private individuals are 
not buying any office equipment. 


* * * 


Is one to believe that 1940 will 
be a satisfactory year for the sale 
of office machines and equipment 
in France? 

To this question every distribu- 
tor replies, “Get me the special 
permits and ocean freights needed 
for my importations and I shall 
do a business both satisfactory to 
me and of utility to the national 
economy.” 

Unfortunately, the volume of 
our needs exceeds the import 
authorizations which are granted 
us, and our business operations 
are thus limited. We hope, how- 
ever, that in spite of these limi- 
tations business will be satisfac- 
tory. 


OR obvious reasons no report has been received from Germany for inclusion 


in this section. 


The developments of the past year, which eventuated in a 


state of war, add further confusion to the commercial situation. There are no 
stable facts upon which the outlook for the office equipment industry can be 


predicated. 


Greece 


N A RECENT Foreign Market Bulletin, issued by the Specialties Division of the 
United States Department of Commerce, Acting Commercial Attache George 

C. Howard, stationed at Athens, commented favorably upon the results of the 
removal of quota restrictions on American office appliances beginning January 1, 
1939. This released for export to Greece many products formerly shackled for 
seven years by a complicated import quota system. Typewriters and other office 
machines are now on the free list and consequently on an equal footing with 
German products, which have never been subject to restrictions. There is a dis- 
tinct increase in the importation and sale of standard size American typewriters, 
whereas formerly dealers were pushing portables because of their lighter weight 
and comparatively wider margin of profit. 
“Although import statistics are not yet available to show the effect of the 
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quota-free regime on American typewriter imports,’ says Mr. Howard, “local 
dealers report that the purchases during the first five months of 1939 have been 
nearly twice as large as in the corresponding period of 1937. It would seem safe 
to predict that provided the European political situation improves American 
typewriter sales in Greece during 1939 will be considerably larger than in 1938.” 

Removal of import restrictions has had a salutary effect upon the sales of 
American adding machines. Local dealers have reduced their prices to the level 
of German machines and are getting most of the available business. American 
accounting machines enjoy a high reputation. The use of duplicators is spreading 
and there is a growing demand for visible index systems. Four-drawer filing 
cabinets of American origin continue to lead in the Grecian market. 


Guatemala 


N A RECENT Foreign Market Bulletin, issued by the Specialties Division of the 
United States Department of Commerce, Assistant Trade Commissioner Kath- 
leen Molesworth, stationed at Guatemala City, says, “Prospects for increased 
import trade in office equipment and furniture are not particularly bright. General 
business during 1939 has been slow, and local firms are inclined to continue with 
whatever equipment they have on hand rather than undertake any expenditures 
for new equipment. Sales of standard equipment such as typewriters and small 
adding machines will probably continue at the usual rate, but no extensive in- 
stallations, either by the government or by private enterprises, are in view at 


” 


this time. 


Japan 
Shortage of | Whaterials SImpedes Progress Outlook Good 


orders from factories and machine 
shops which have been newly 
founded or have extended their 
scale, as a result of considerable in- 


HE WORLD of office supplies in 
Japan, which has been under 
the control of the National Re- 
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sources Adjustment Act since the 
outbreak of the hostilities in China, 
is gradually suffering from diffi- 
culty in obtaining materials, 
metals in particular, for the man- 
ufacture of stationery and office 
appliances on account of various 
rigorous regulations enacted by 
the Government. 

Especially since September, 1938, 
such goods as safes, steel cabinets, 
paper fasteners, numbering ma- 
chines, pencil sharpeners, eyelet 
punches and letter files, the man- 
ufacture of which the Govern- 
ment considers unnecessary, have 
been added to the list of embargo, 
while the importation of almost 
all these descriptions has been 
found next to impossible. Thus a 
severe blow has been dealt to all 
those who are concerned in their 
trade as well as manufacture. 

On the other hand, however, as 
regards demand for them, new 


Manufacturers of Duplicating Machines, 
Stencil Papers, Dry Stencils, Carbon Papers 
and Stationery.) 
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creases of munitions to be manu- 
factured and the Government’s 
policy of extending production at 
home, are indeed marvelous; likely 
they have been increased by two 
or three times as many as in peace 
time. Moreover, this augmenta- 
tion is by ieaps and bounds. So 
far it has been able to meet the 
greater portion of the necessity, 
thanks to the mobilization of all 
stocks in various directions, the 
desperate efforts of the manufac- 
turers, and new invention of vari- 
ous kinds of substitutes. But it is 
also natural that all of those de- 
mands have ended in being far 
from fully filled. 


Production of Duplicators 
Increases 


With reference to duplicators, 
the fabrication of which has real- 
ized an astounding development of 





30 


late, owing to the extravagant in- 
crease of demands by military cir- 
cles for both field and office use, 
tenders of a record-breaking 
amount have not infrequently 
been issued by military authori- 
ties for flat duplicators, stencils, 
writing files, various assortments 
of ink, and whatnot. Although 
their prices were lower than ever 
experienced in the past, yet such 
a tremendous increase in demands 
has proved a powerful impetus to 
the development of manufacture, 
and most effective results have 
been obtained. Today the produc- 
tive activities have reached their 
zenith to such an extent that the 
annual output of autographic wax 
stencils, for instance, exceeds 300,- 
000,000 sheets! As for rotary du- 
plicators, they witness a steady 
increase of demands, year after 
year, aS a result of the progress 
and improvement of their manu- 
facture in relation to those of 
stencils for typewriting to such an 
extent that they have even been 
intruding the sphere of operation 
by printing machines. Further- 
more, ban upon the manufacture 
of printing machines, which was 
laid in September, 1938, has fur- 
ther spurred the manufacture of 
rotary duplicators. They are now 
indicating a most prosperous busi- 
ness side by side with that of 
Japanese character typewriters. 
Despite very unfavorable condi- 
tions in obtaining materials, both 
rotary duplicators and Japanese 
character typewriters are expected 
to make a daring dash for the 
domestic market in 1940. Develop- 
ment in the not remote future of 
trade in these two indispensable 
office machines is drawing keen 
attention of the people, together 
with an ever-increasing demand 


for stencil paper for typing use 
which is inseparable from them. 

Now let us turn to carbon paper. 
The recent success in producing 
superior grades of tissue paper as 
material for carbon paper manu- 
facture, which had long been over- 
looked in this country, has in- 
creased the number of manufac- 
turers on this line. In consequence 
of the promotion of their produc- 
tive and supplying power, un- 
precedented competition has en- 
sued among them. The natural 
result is that carbon paper alone 
is experiencing a singular phe- 
nomenon of a continuous decline 
of its market price in the face 
of the high price of its raw ma- 
terials. 

However, not merely has the re- 
plenished provision for produc- 
tion almost done away with the 
import of carbon paper, in con- 
trast with the conditions prior to 
the present hostilities, but it has 
made export business more and 
more promising. 


Raw Material Shortage 


Whereas since the outbreak of 
the China affair the Japanese 
people, for the reason of living 
up to the accomplishment of the 
national policy, have put up with 
shortage of raw materials and 
various other inconveniences, they 
have gradually turned to the in- 
vention of substitutes as time 
went on. It seems not in the dis- 
tant future that the unusual de- 
velopment of such substitute ma- 
terials will reanimate our export 
trade, to which heretofore little 
heed has been taken on account 
of the rapidly increasing demand 
for domestic consumption. 

The absolute impossibility of 
raising the prices of all kinds of 
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manufactured articles because of 
the Government’s enactment of 
regulations suddenly on Septem- 
ber 18, 1939, forbidding an increase 
of prices above the levels of Sep- 
tember 18, it is feared interest 
will shrink in the activities of the 
office appliance industry in 1940, 
possibly bringing about a short- 
age of some kinds of manufac- 
tures. Included in the enactment 
are items covering the fields of 
general commodities, insurance, 
storage, land and house rentals, 
proceedings, wages and salaries. 
An inevitable shortage of raw ma- 
terials as a result of the reduc- 
tion of quantities of materials to be 
supplied under the distribution 
system is probable. Notwithstand- 
ing limitation of imports, restric- 
tions of which will probably not be 
mitigated, it may be expected that 
demands for various office equip- 
ments will continue to be en- 
hanced. In this manner, the sub- 
stitute manufacturing industry in 
Japan will realize a phenomenal 
development, availing itself of the 
trend. Although there may be 
some restriction on the orientation 
of the manufacturing activities in 
1940 in connection with raw ma- 
terials, it is anticipated that 
doubtless the manufacture as a 
whole will remain active. 

Generally speaking, it is usual 
that people yearn for the contin- 
uous use of office supplies, despite 
being in very inconvenient cir- 
cumstances so far as a society in 
which civilized utensils such as 
stationery and office appliances 
have been traditionally in use is 
concerned. It is next to impossible 
to imagine that people will be 
forced to restore themselves to the 
primitive age in which no such 
articles existed. 


roe Goods in sDaniil, Market a Despite Whar 


INCE I accepted your request 
to give you my comments on 
the outlook for 1940, the inter- 
national situation has changed 
considerably. This change makes 
my task much more difficult than 
originally expected, as the devel- 
opment of trade is entirely in the 
hands of war. 
However, considering that our 
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country together with the other 
Scandinavian countries succeeds 
in keeping clear of war, there are 


reasons for believing that trade 
can go on quite normally. 

At the moment there is a great 
demand for American goods in 
this country, and this demand will 
doubtless increase. 

In the line of office equipment 
there is a fair demand for the 
following items: office machinery, 
i.e. bookkeeping, adding and cal- 





culating machines, etc.; filing and 
storage equipment, ordinary and 
fireproof; safes, small, inexpen- 
sive ones; efficient equipment for 
accounts in connection with book- 
keeping machines. 

Doubtless there is also a market 
for intercommunication systems 
and air conditioning machinery. 
Besides the above mentioned 
equipment, smaller items as stap- 
lers, pencil sharpeners, automatic 
pencils and fountain pens, etc., 
always have a fair market in 
Norway. 
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While I have this opportunity 
of communicating with the Amer- 
ican exporters, I should like to 
draw their attention to the costli- 
ness of ocean freights. It is, there- 
fore, necessary to pack the goods 
in as concentrated a manner as 
possible, as the rate of freight is 
based on the cubic feet. 

In cases where agents are em- 
ployed, it is advisable to have one 
agent for each of the Scandi- 
navian countries, and not one 
general agent for all four coun- 
tries. 


Netherlands Guiana 
P. resent Warket Capable of Constidinedil Expansion 


HE colony of Netherlands 

Guiana (Surinam), the only 
Dutch possession on the South 
American continent, is approxi- 
mately 6,000 square miles in area 
and has a population of 164,000, of 
which 1,900 are Europeans. Regu- 
lar communications are main- 
tained with Amsterdam, the 
United States of America, the 
West Indies, and British and 
French Guianas. The _ principal 
exports of the colony are bauxite 
ore, gold, sugar, coffee, rice and 
balata. 


Among the products imported 
are various kinds of office equip- 
ment. The following figures will 
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probably be of interest to U. S. A. 
manufacturers and others in the 
office equipment industry: 

Office equipment and stationery 

-FL: 21,267, of which 22 per cent 
came from the U.S. A. 

Typewriters and adding ma- 
chines—FL: 13,195, of which 170 
per cent came from the U.S. A. 

Writing paper—FL: 9,783, of 
which 5 per cent came from the 
U..8. A. 

In conclusion, it may be said 
that Netherlands Guiana, with its 
great area and natural resources 
for agriculture and mining, is a 
land of opportunity with a great 
future. 


Philippine Islands 
Predict Sabuinel a am We, Ue S ines Continuing po, Sao ar 


+ = equipment imports in 
the Philippines are comparatively 
insignificant in proportion to the 
total annual imports into the 
country. It is estimated that office 
equipment imports represented 
.005 per cent of the total imports 
for the year 1938. The value of 
these office equipment imports 
amounts to approximately #1,175,- 
000 ($587,500). Figures for the past 
three years are grouped into four 
leading categories, in order of im- 
portance, as shown on page 32: 

The figures given are customs 
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liquidation figures and do not rep- 
resent actual imports. From these 
figures, accordingly, it will be seen 
that the decline in office equip- 


ment imports for the year 1938, 
compared with 1937, is about 19 
per cent, a decline being noted in 
each of the four categories. The 
year 1936 was a “boom” year for 
office equipment dealers. An un- 
precedented “mining boom” start- 
ed about July, 1936, when hun- 
dreds of mining companies and 
stock brokers sprang up over 
night like mushrooms (as in the 
days of ’48). This naturally caused 
an unusually heavy demand on 
general office equipment, and 
consequently heavy orders were 








rushed to the United States. As 
many of the orders were appar- 
ently not received until late in the 
year and not liquidated by the 
Bureau of Customs until early in 
1937, this accounts for the higher 
imports recorded in 1937. 


1, TYPEWRITERS 


1937 


No Value in Pesos 
i ; 6834 670,167 
Germany : ae 34 3,367 
Switzerland 259 9,145 

7127 682,682 


2. STEEL FURNITURE 


U.S. ; ein 396,263 


Germany 532 
China... 2,189 
Japan : : 9,306 


408,290 


3. ADDING AND CALCULATING 
MACHINES 


LS re 915 221,944 
Germany 33 5,363 
Switzerland 

Sweden 4 7,204 


1002 234,511 


4. SAFES AND VAULT DOORS 


i Micscesss ee 1073 118,569 


China 25 2,182 
Japan 254 4,175 


1352 124,926 


The stock market crash oc- 
curred in 1937, and the hundreds 
of so-called mining companies and 
stock brokers gradually began to 
vanish, thus causing a large sup- 
ply of second-hand equipment 
and the re-possession by some 
dealers of thousands of dollars 
worth of equipment not paid for 
or taken on the installment plan. 
This naturally caused a decline in 
imports of new office equipment 
during 1938 and a decline in sales, 
particularly adding and calculat- 
ing machines. Notwithstanding 
the crash in 1937, sales for the 
year compared favorably with the 
year 1936. It was not until 1938 
that the decline was actually felt. 
It is estimated that a fair figure 
for office equipment imports dur- 
ing any normal year should be in 
the neighborhood of $550,000, so it 
is seen that 1938 was still above 
this figure. 

The figures for the first six 
months of 1939 show a heavy de- 
cline in each of the three cate- 
gories. Figures for steel equipment 
were not available, as these were 
found to be included with other 
items of iron and steel. (It was 
recommended by the writer to the 
chief of the statistical division, 
Bureau of Customs, to have a sep- 
arate card for all steel imports 


of office equipment, such as files, 
desks, etc.) As office equipment 
sales during the first six months 
of 1938 exceed those of 1939, there 
are two reasons that may account 
for the heavy decline of imports; 
namely, total imports for the six 


1938 1939 (6 months 

No Value in Pesos No. Value in Pesos 
$733 509,006 1007 104,998 
15 2 S02 14 1,943 
221 10,423 110 3,726 
1969 522,231 1131 110,667 

24,63 

3,17 

S2] 

¥1Y9 

$54 
S7t 21 >t 204 00,999 
J 21d 12 2,453 
14 3,829 

1) 7) 

Suu 17,050 230 62,281 
970 SS.636 101 12,656 
34 328 Ae 
16u 41.738 Q 1,046 


1173 93,702 194 13,732 


months had not yet been liquid- 
ated, and (2), heavy stocks at the 
beginning of 1939. The latter rea- 
son is quite plausible, considering 
the total imports for 1938. 
Considering the area of the 
Philippines of about 114,000 square 
miles and a population of about 
16,000,000, with a very small per- 
centage of the foreign element, 
the volume of office equipment 
business is considered satisfactory, 
the estimate being in the neigh- 
borhood of $1,000,000 annually. 
Although the Philippine Archipe- 
lago comprises 7,083 islands, which 
is not generally known, there are 
only four or five islands of real 
importance on which most of the 
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business is centered. “Luzon,” the 
largest of the group and of which 
Manila is the capital, is the most 
important. Next in size is Min- 
danao, and then we have Negros, 
Panay, and Cebu. These are ac- 
tually the five islands on which 
most of the business is to be 
found. 


American Machines Dominate 


It will be noted that about 95 
per cent of office equipment sold 
in the Philippines is of American 
origin. The leading foreign ma- 
chines sold in the Philippines are 
“Hermes” typewriters, particularly 
the Hermes baby portable, known 
in the “States” as the Feather- 
weight. In the line of calculators, 
there is the Rheinmetale (Ger- 
man) which has been sold here for 
many years. The Facit (Swedish) 
calculator has proved very pop- 
ular. The latest and most recently 
introduced foreign calculator is 
the Madas (Swiss) which is find- 
ing a ready market. The complete 
line of hand, electric, full and 
super-automatic machines affords 
a model for every purse and pur- 
pose—at competitive prices. 

The Government absorbs a big 
volume of office equipment 
throughout the islands, the main 
items being typewriters and steel 
filing equipment, and a_= good 
share of adding machines. Since 
the Government gives preference 
to American-made machines and 
enforces a twenty per cent differ- 
ential on foreign-made goods, in 
accordance with the law known 
as the “Flag Law”, there is prac- 
tically no chance whatsoever of 
selling foreign-made machines to 
the Government. For instance, 
the American typewriter with 
board and steel cover is standard- 
ized by the Division of Purchase 
& Supply at #175.00 ($87.50), leav- 
ing only a small net margin for 
the dealer. (Of course, the volume 
of typewriter business with the 
Government is a factor to be con- 
Sidered.) In order to enable a 
dealer in foreign machines to sell 
a typewriter to the Government, 
the machine would have to be 
priced at #175.00 less 20 per cent, 
or £140.00 ($70.00). Considering 
the 15 per cent advalorem duty on 
foreign machines, the result of 
government business would be a 
net loss of about 10 per cent on 
every machine. (Since the Gov- 
ernment collects thousands of dol- 
lars on import duty, it is not un- 
derstood why it is made impossi- 
ble for dealers to sell foreign ma- 
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chines to the Government. Natur- 
ally, the American market must 
be protected, but the import duty 
is supposed to take care of that.) 
As mentioned that the Govern- 
ment absorbs a big volume of of- 
fice equipment business, it is 
readily understood why American- 
made machines dominate the 
local market practically 100 per 
cent. 


Prospects for 1940 Favorable 


Sales in office equipment during 
the first nine months of 1939 ex- 
ceed sales for the same period of 
1938. Prospects for the last three 
months of the year are just fair, 
as business in general has appar- 
ently slowed down, although with 
the holidays approaching an up- 
turn in business is expected. Fur- 
thermore, due to the European 
war, prices of the leading local ex- 
ports, such as sugar, copra and 


hemp, have already gone up and 
will undoubtedly continue. This 
should help bring about increased 
business in all lines, including 
office equipment. 

Prospects for sales of office 
equipment during 1940 are, from 
all indications, favorable, especial- 
ly if the present so-called Euro- 
pean war continues, or rather gets 
started in earnest. Prices of our 
leading exports (sugar, copra, 
hemp) are bound to reach new 
heights, especially considering the 
very low prices of the past few 
years. Government business should 
be on the increase. 

It is understood that about #19,- 
000,000.00 is going into new Gov- 
ernment buildings in and around 
the city of Manila—such as a new 
and modern city hall, Manila Port 


Terminal, Bureau of Customs 
building, etc. Naturally, new 
buildings always require new 
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equipment. On the other hand, it 
occurs to the writer that the Gov- 
ernment may be obliged to curtail 
expenditures due to the European 
war which will seriously affect lo- 
cal imports from Europe, particu- 
larly Germany, thereby decreasing 
customs revenue. In any case, 
there is reason to believe that 
sales of office equipment during 
1940 will be as good as 1939. As 
usual, American-made machines 
will dominate the market (for rea- 
sons already given). And since 
American-made machines will still 
be sold locally, during 1940, with- 
out any import duties or other 
restrictions, and with “Stars and 
Stripes” still flying over our heads, 
it is evident that American office 
equipment manufacturers may, 
barring unforeseen developments, 
look forward to 1940 as a good 
year for exports to the Common- 
wealth of the Philippines. 


| a Program Expected fo , ere Imports 


HERE are two different phases 

of business in the office equip- 
ment field to be considered in 
Puerto Rico for the coming year 
of 1940. On the one hand we have 
the Insular Government, which is 
always a strong purchaser of office 
equipment. However, I personally 
believe that the purchasing power 
of the Insular Government for the 
fiscal year of 1940 will be much 
less than in previous years. The 
different departments’ appropria- 
tions for office equipment were 
cut down by the acting governor 
at the time the budget was signed 
by him, due to the fact that ac- 
cording to his belief and that of 
the auditor of Puerto Rico, the 
budget exceeded calculated in- 
come. And as a rule, in most gov- 
ernments, when any cut in the 
budget is to be made, the items of 
office equipment are among those 
mostly affected. 

However, we have the pleasant 
outlook of a new governor, Ad- 
miral William D. Leahy, who was 
appointed to Puerto Rico and took 
oath in September. He is a man 
well backed by the administration 
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at Washington, for which reason 
he should be able to obtain the 
direct help of the Federal Govern- 
ment on many occasions. If this 
happens it will only be natural 
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that the purchasing power of the 
government of Puerto Rico, in 
connection with office equipment, 
be greatly increased. 

On the other hand, the Naval 
Program, so as to convert Puerto 
Rico into the most important 
stronghold for the defense of the 
United States on the Atlantic 
side, which started in July, 1939, 
will, I believe, help considerably 
in the increase of the imports of 
office equipment to the island. 

According to reports, large sums 
of money will be invested and, of 
course, proper offices will have to 
be opened for the administration 
of these funds. Whether the 
equipment is to be purchased 
direct in Washington or fhrough 
the Puerto Rican dealers, as it 
should be, all Puerto Rico will 
benefit by this plan, and of course, 
the purchasing power of all pri- 
vate businesses in general should 
increase. With the high weekly 
payrolls to be paid in connection 
with this program, which will 
greatly reduce unemployment in 
Puerto Rico, new life will come to 
business in general. 








Spain 


Market Eager for Equipment; ails Treaty Suggested 


OR MANY years now all sorts 

of office machines, devices, and 
equipment have found a _ wide 
market in Spain, since—contrary 
to the opinion which many people 
seem to hold—new things which 
contribute to making it easier to 
get out work have long found a 
ready and willing market here, 
both among those who direct af- 
fairs in banking, business, and 
industrial circles and also among 
the administrative and office per- 
sonnel of such organizations. It 
is a fact worthy of being taken 
into account as symptomatic that 
experience shows the Spanish 
buyer to be, in general, more in- 
terested in the quality of the 
article offered for sale than in its 
price. 

The end of the recent war in 
Spain found all the constructive 
elements in the country in an at- 
titude of readiness to embark 
all the more energetically upon 
peaceful offensives, so that na- 
tional revival might soon become 
a comforting fact. This senti- 
ment is very clearly to be seen 
in the great demand which today 
exists in every region of Spain- 
virtually a deluge of demands- 
for all kinds of office specialties, 
which will without doubt absorb 
all or a very large part of such 
stocks of office equipment as are 
available. 


Office Equipment Stocks 
Exhausted 


It must be taken into account 
that three years of domination 
by the previous regime used up 
practically all the stocks that 
there were in Spain, in that these 
stocks were plundered, badly dam- 
aged, or re-exported to profitable 
ends. Now, upon the return of 
peace, the state is short of funds 
and is obligated above all to the 
carrying on of internal recon- 
struction. The immediate conse- 
quence has been the almost ab- 
solute restriction of imports, at 
least the reduction of importa- 
tions to what is indispensable, 
and, at the same time, there are 
to be noted those new autarchical 
methods and practices which it 
appears our government believes 
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it necessary to follow out as the 
only means of assuring our eco- 
nomic and political independence. 

This, then, is the situation at 
the present time, but any conclu- 
sion which may be drawn from 
that situation as to the future 
can be nothing more than mere 
hypotheses, for the future may 
not be prophesied, still less di- 
rected, and least of all during 
the tragic times through which 
Europe is now passing. Surely 
when divine Providence permits 
these troublesome times to come 
to an end there will be seen a 
new order of international com- 
mercial relationships. 

Meanwhile the reality of the 
moment has demonstrated that 
there is in Spain an enormous 
lack of such particular specialized 
articles as typewriters, adding 
and calculating machines, ac- 
counting machines, _ statistical 
machines, steel furniture, etc. 
How may the need for importing 
such specialties be reconciled with 
the reality of the fact that na- 
tional policy imposes the neces- 
sity of limiting imports into the 
country? The reply to this ques- 
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tion might lie in our two gov- 
ernments getting together and 
discussing rationally the signing 
of a commercial accord which 
would take into account the in- 
terests of the twocountries. Spain 
is greatly interested in exporting 
certain natural products, but the 
United States would have to take 
adequate advantage of the mag- 
nificent opportunity offered by 
the present European situation, 
renewing its friendships in Spain 
and increasing its former busi- 
ness with the country, a business 
which should take on enormous 
development in the forced ab- 
sence of German and English 
competition. 


Office Furniture and Machines 
Produced in Spain 


There are in this country some 
industrial plants which produce 
steel office furniture—some of it 
of undoubtedly good repute—but 
the productive capacity of these 
plants is not sufficient to supply all 
the demands of a market which 
sadly misses the celebrated Amer- 
ican furniture of which the qual- 
ity and excellent design have 
always found numerous enthusi- 
astic friends in Spain. It suffices 
to record the’ great success 
achieved here by the G-F Allsteel 
brand of furniture, which speaks 
for itself as to its merits. 

So far as concerns typewriters. 
the country can likewise count 
upon some factories of its own. 
Among them is the Hispano- 
Olivetti, which without doubt 
represents a magnificent effort. 
by reason of its excellent quality 
and great technical perfection, 
even though the production of 
the machine has not yet reached 
the considerable volume which is 
to be hoped for. Concerning other 
factories of lesser importance it 
is not necessary to speak at this 
time. It may, however, be said 
that there exists a proposition 
for the creation of new factories 
and that these will attain success 
if they arrive at production of 
series models of quality and 
available for buying in quantity. 
In any event, one thing is evident 
and that is that American ma- 
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chines will always have a market 
in Spain, for it is not without 
reason that the popularity of 
such machines as the Underwood, 
Remington, and others has be- 
come so widespread here. 

A most interesting chapter in 
the story is that dealing with 
adding and calculating machines, 
special machines for statistical 
work—the modern type, electri- 
cally-operated, for accounting, 
invoicing, etc. It may be said 
without exaggeration that there 
are to be found in the Spanish 
market clients who are most fa- 
vorably inclined toward such ma- 
chines, since there exists a general 
conviction as to the undeniable 


olarge Wlavket . oo 1932; Quality 


Note.—In a letter accompanying 
the appended statement, Mr. Syla- 
vand points out that his country’s 
name was officially changed from 
Siam to Thailand last June. At 
the same time his firm’s name was 
changed from The Siam Type- 
writer Company to The Thai 
Phanit Typewriter Company. 


LTHOUGH it seems a rather 

difficult task at the present 
moment to visualize the actual 
prospect in the field of office ap- 
pliances in this territory for the 
coming year, partly due to the 
absence of the necessary sales sta- 
tistics, and partly due to the pres- 
ent political situation in Europe, 
I wish to touch upon some of the 
vital facts regarding the present 
conditions in this line of business 
as compared with those existing 
some seven years ago. 

Since the introduction of the 
new regime of government in 
Thailand in the middle of 1932, 
there has been a vast and a ra- 
tional improvement in all sorts of 
undertakings all over the king- 
dom. The inauguration of new 
municipal organizations through- 
out the kingdom, the expansion of 
educational activities on a larger 
scale, the establishment of more 
public health centers, the increase 
in the rice and timber export 
activities, the erection of new fac- 
tories, such as paper mills, sugar 
and fuel refineries, textile fac- 
tories, and many other new indus- 


utility of modern methods of 
mechanization and a_ watchful 
eagerness to learn what the tech- 
nical world may be able to offer 
in its ceaseless anxiety to produce 
new things, so that these new 
things may be adapted to the 
necessities and exigencies of the 
moment. The prospects along 
this wide sector are most pleasant 
to contemplate, principally by 
reason of the fact that there 
would be no domestic competition 
here. Even though it must be 
admitted that with the passing 
of time some factories will be set 
up here to produce some types 
of hand-operated adding or cal- 


Thailand 


(Formerly Siam) 


By VIRIYA NA SYLAVAND 


Director, 
The Thai Phanit Typewriter Company 
Bangkok 


Agents Handling Typewriters, Calculating 

Machines, Duplicating Machines, Filing Cases, 

Fountain Pens, Pencils, Dating Stamps and 
numbering machines.) 


¥ 


trial enterprises have apparently 
brought about a tremendous de- 
mand for office appliances. 
Unlike most other Asiatic mar- 
kets, Thailand has a rooted aver- 
sion to inferior and cheap quality 
goods. Most up-to-date and very 
expensive office appliances and 
machineries are to be found in use 
in all government offices as well 
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culating machines, it may never- 
theless be affirmed that for an 
indefinite time to come we shall 
have to import electrical ma- 
chines capable of application to 
the special sorts of work men- 
tioned concretely above. 

Concerning the multitude of 
other articles for the office—of 
undeniable utility but of some- 
what secondary importance—it is 
not necessary to speak here, since 
their possible importation into 
Spain and sale in this country 
depends perforce on how they be 
related to the possibilities which 
would result from the hoped-for 
commercial accord between our 
two countries. 


Goods in b , Se | 


as in industrial organizations. New 
systems of record keeping and ac- 
counting have also been intro- 
duced. The Department of Ad- 
ministration of the Ministry of 
Interior, the Customs Department 
of the Ministry of Finance and the 
Thai Electric Corporation have 
fine installations of accounting, 
tabulating, sorting and punching 
machines worked by . electric 
power. Most of the duplicating, 
calculating and adding machines 
in use in every office are aiso 
operated by electricity. 

As no reliable figures are so far 
available for consideration, the in- 
crease in the demand for office 
appliances at present as compared 
with that for the past seven years 
is, by general observation, more 
than half as much, or approxi- 
mately 60 per cent. Most of these 
supplies come from the United 
States of America, although a con- 
siderable share has been contrib- 
uted by Germany and by some 
other European countries during 
recent years. There is hardly any 
Japanese competition in this par- 
ticular line. 

Incidentally, a word of warning 
to the American trade may not 
be out of place. It is considered 
that if the American manufac- 
turers pay a bit more attention 
to the Thai market as they usu- 
ally do in the domestic field a 
better share of business could 
easily be obtained. The arrange- 
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ments of agencies or distribution 
sources are in many cases “mis- 
placed.” Distribution of office ap- 
pliances should be entrusted to 
persons or organizations that are 
especially interested in this line 
of business. The selection of firms 
that are interested in other 
branches of merchandise, even if 
they were in excellent financial 


standing, could not possibly lead 
to good results. Office equipment 
industry is a business in itself and 
must be confined as much as pos- 
sible within its own sphere. It is 
also doubtful whether the ap- 
pointment of merchants of one 
foreign market having power to 
control the sales of their goods 
in another foreign market is a 
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good practice, especially when the 
language and mode of living of 
one country is quite different al- 
together from the other. In this 
connection it is generally accepted 
that American manufacturers will 
do better to make direct connec- 
tions with local dealers who have 
sufficient experience and interest 
solely in this line of business. 


United Kingdom 


a of Ue Ss Imports Expected 


VER in this part of the world 

we have become, I think, 
during the past few anxious 
months, a deal more reflective 
than was our wont, and have 
grown to realize more and more 
that so many of our interests lie 
in the west with the people of the 
U. S. A. with whom we have com- 
mon ties of tradition and aspira- 
tion. 

The great amount of unrest in 
Europe culminating as it has in 
war has stimulated the good feel- 
ing existing between the democra- 
cies and has made us anxious to 
increase our imports from the 
States; not merely for the dura- 
tion but also in the days to come 
when aggression shall be com- 
pletely and finally removed from 
our continent. 

The United Kingdom market 
has always been the most impor- 
tant one to the exporters of office 
equipment in the United States, 
purchasing as it does more than 
all the other countries put to- 
gether, without including the pro- 
duction of the U. S. factories in 
this country. I am _ sufficiently 
optimistic to feel that this market 
can be maintained and that, de- 
spite the present situation, me- 
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chanical systems of bookkeeping, 
record filing and recording are 
rapidly coming into their own as 
the smaller firms appreciate that 
these are no longer the fads of 
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the super efficiency expert or the 
luxuries of large concerns and 
combines but are the tabulated 
“nerve centers” of any well organ- 
ized progressive business. 

The extremely heavy armament 
program at present existing in 
Great Britain, the home produc- 
ers concentrating on government 
contracts, and the very necessary 
bureaucratic departmental activ- 
ity becoming so intensive will, I 
feel, compensate for any war time 
discrepancy in the figures of office 
equipment sales. New ideas with 
new designs will still find their 
reward in sales in this country 
which, though it may have the 
reputation of being by nature con- 
servative, nevertheless readily ap- 
preciates any improvement—im- 
provement in the design or utility 
of any article provided that the 
article is of solid construction and 
good workmanship. 

One feels that if all goes well 
over here as it must and will, 
there is a sure place in the every 
day business world for office 
equipment in increasing quanti- 
ties. 

In the meantime we carry on, 
happy to know of your good will 
and brotherly interest. 


Here endeth the "1940 World Perspective of the Office Equipment 
Industry'’ special section of the December, 1939, issue of Office 
Appliances. Several promises to provide statements made by 
friends abroad last summer remain unfulfilled, probably 
because of the conflict in Europe, which exercises a 
restrictive influence upon the free movement 


of world 
cooperated in the making of this 


commerce. To. those 


section, we are grateful. 


who 
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SELLING LABOR SAVING DEVICES 


- * Ol ariel Relilee an Gs ertence from Which Exporters May 
Interpret lhe ig Coen Seadion in General 


OUR editorial in the Septem- 

ber number of OFFICE APPLI- 
ANCES speaks of the slump in 
China exchange which brought 
the value of the China dollar 
down to between eight and nine 
cents in United States currency 
last July. That meant that to buy 
an article worth $100 in United 
States currency you had to pay 
about $1300 for it in China cur- 
rency—whereas a year and a half 
ago it had only cost about $336. 

Exchange has continued on the 
toboggan and since last July (it 
is now October) it has taken as 
much as $1600 China currency to 
buy the equivalent of $100 Ameri- 
can money. 

I have just looked up in my file 
a letter I wrote to our U.S. Trade 
Commissioner in Shanghai in re- 
ply to a letter from him enclosing 
advertising matter and asking me 
if I would be interested in the dis- 
tribution of one of these copy- 
holder devices you hitch to a type- 
writer and every time you press 
the button or the lever it gives 
your typist a fresh line of copy. 

This letter was written in April, 
1938, when it took about 334 
Shanghai dollars to equal 100 
American dollars. 

I wrote to the Trade Commis- 
sioner and told him that it was 
undoubtedly a useful item of 
equipment and it would certainly 
add to the efficiency of any typist 
who had much copying to do as it 
would considerably increase his 
output. 

But I also pointed out that this 
gadget which sells in America for 
$20 approximately, would have to 
sell here, after paying cost of im- 
portation and duty, for the equiv- 
alent of from $25 to $30 U. S. cur- 
rency—or about $100 in local cur- 
rency, China dollars. 

Now here is where there is an- 
other difficulty in selling in the 
Orient where the cost of labor is 
relatively very low. The gadget 
you sell has to save the time of 
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the worker. What it saves de- 
pends upon how much the work- 
er’s time is worth. 

An expert typist can be em- 
ployed and is employed in Shang- 
hai at from $25 to $30, China cur- 
rency, per month. 

So, if you buy this copyholder 
gadget for 100 Shanghai dollars, 
and you pay your typist $25, you 
are paying four times as much for 
the time-saving gadget as a 
month’s salary of your typist. 

I have forgotten what you pay 
typists in America, but whatever 
their monthly pay is, if you had to 
pay three or four times as much 
as that for a copyholder, how 
many would be sold? 

So, in addition to poor exchange, 
our salesmen have another alibi 
THE LOW COST OF LABOR. 

And now that exchange is where 
it is at present, 15 China dollars to 
$1 American—your typist is still 
receiving $25 a month and you 
have to pay 375 China dollars for 
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the copyholder gadget. That is 
fifteen times the salary of your 
typist. What field would there be 
in America for the sale of copy- 
holders if they cost fifteen times 
the monthly salary of your typist? 

Now I see a hand up in the back 
row of the classroom and some- 
body rises to remark that if a 
typist in Shanghai is receiving the 
princely salary of 30 Shanghai 
dollars, all that he gets is the 
equivalent of 2 American dollars 
PER MONTH! The answer is, yes, 
that is what he gets, and perhaps 
that’s a new way of.putting the 
question—if you had to pay only 
$2 a month for your typist in 
America, how much would you 
spend for LABOR-SAVING gad- 
gets? 

In addition to these two selling 
difficulties in Shanghai—poor ex- 
change and low cost of labor— 
there is a third difficulty in sell- 
ing American labor-saving de- 
vices here: that is, competition 
with locally made articles. It just 
happens that nobody has yet 
started making copyholders for 
typists to use in Shanghai, or at 
least if they have, it is so new that 
I haven’t seen one yet. But when 
they do start making them, it will 
be the equivalent of an article 
that sells for about $20 in America 
and would have to sell for the 
equivalent of about 25 American 
dollars here—AND IT WILL SELL 
HERE for about the equivalent of 
2 American dollars: that is, at 
present exchange about 30 China 
dollars. 

Competition of the locally made 
office equipment with the imported 
article is developing quite briskly. 
Steel filing equipment and steel 
desks are no longer imported into 
Shanghai. The same is true of 
small office safes. 

NCR now has a factory in Japan 
for meeting the needs of the Ori- 
ent but that’s another story in- 
troducing many new and diverse 
factors. 
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DESIGNED TO SELL AND SAVE 
Cosiltes Display ee | Siok ag pace, Reducing Unit Rectal 


EVISION of store display and 

of accommodations for cur- 
rently moving stock by combining 
in one display unit offers a method 
of increasing sales and adding de- 
sirable display equipment; as well 
as decreasing the rental allowance 
per unit, which should help in this 
day of heavy taxes and heavier 
expense of maintenance. 

Stationers who have been able 
to revise their stores with new 
equipment have taken advantage 
of the opportunity to secure the 
greatest possible efficiency of sales 
operation. But there still remain 
many dealers who started in the 
old days with what wooden shelv- 
ing was in the place, or installed 
steel shelving in the first rush of 
its popularity, and who now find 
themselves hampered by insuffi- 
cient display and storage space. 
In fact, numbers of small-item 
lines are so placed that they take 
up a great deal more space than is 
required. For instance, there are 
the box items which must be con- 
veniently placed for opening and 
handling but which leave almost 
an equal amount of space unoccu- 
pied behind them. This refers to 
the occupation of wall fixture 
space. 

In the open part of the store we 
still find counter tables. used, 
which would be more appropriate 
in a dry goods store. The use of 
tables increases the rental charge 
per unit, unless they are used for 
fast-moving items or bargain sales. 
But, however, stationers have no 
such fast movers as there are in 
department stores, and a bargain 
sale in a stationery store would 
disrupt an even flow of sales at 
the right, established price. One 
thing the stationer cannot afford 
to do is to educate his public to 
bargains. 


Old-Type Displays Cause Time 
Loss 

A great many dealers believe 

that center-of-the-store displays 

should be kept low. Granting this, 

an analysis of the problem indi- 
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cates that height may be in- 
creased to some extent, and better 
use made of the lower space. So 
often these spaces below are piled 
with boxes, containers, and mer- 
chandise in a manner that makes 
handling and quick consummation 
oi sales extremely difficult. After 
the sale is made, time is also lost 
in having to restore the things 
that have been displayed. When 
one considers that this procedure 
is repeated several times a day, it 
is apparent that under such con- 
ditions the rental expense is not 
producing the return that is pos- 
sible to secure from it. This may 
be an instance where the dealer is 
favoring the landlord unduly. 

Running hand in hand with the 
foregoing is another loss situation 
taking its toll in the amount of 
dusting required. An inventory of 
the time taken in dusting and ar- 
ranging to keep stock presentable 
should be an eye-opener, as 
against the time saved in a better 
method of storage. The time saved 
can be well used in arranging pro- 
ductive sales procedures. 

Means of improvement resolves 
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itself to the use of storage drawers 
wherever and for whatever items 
may be advantageously handled 
by this method. The amount of 
storage space thus secured to the 
full depth of the shelving should 
be revealing in the greater amount 
of space made available to more 
lines and more stock. Moreover, 
the time loss in dusting and re- 
arranging should be reduced to the 
minimum. The thought is not new 
but the use of it can be greatly 
extended, with the benefit of get- 
ting the utmost value from rental 
allowance. Investigation may 
show that at present some space- 
occupiers may be riding on the 
profit-payers. 

The writer is only too familiar 
with the defects of the old method. 
Aside from books and office equip- 
ment, the stationery department 
of some stores could be housed in 
one-third less space, which would 
result in quicker service to cus- 
tomers and the saving of clerk 
time. Or, with the suggested 
equipment, present space could be 
utilized to accommodate one-third 
more productive lines for profit 
and allotting to rental charge. 

Again, the great bulk of the sta- 
tionery business is obtained as a 
“eo-get” proposition. The business 
must be sought for and _ sold. 
Therefore, often expensive 
amounts of space are given to dis- 
plays for the “drop-in” trade; 
consequently the need of storage 
unit displays with sufficient stock 
contained as compactly as possible. 


Suggested Units 

In examining a good many 
stores, and working in some of 
them, the writer has seen one idea 
in a gift store which is adaptable 
to stationery stores. The accom- 
panying sketch shows the idea re- 
vised to produce the desired bene- 
fits. The unit is designed to be 
used on both sides, allowing free 
access to salesmen and customers. 

Observe that while retaining 
uniformity of appearance, the 
island of center-of-store unit 
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makes possible a variety of ar- 
rangements. The top section is 
always with a center shelf on up- 
rights, reserved to open display— 
especially new items. Under this 
top shelf of the upper section may 
be built an intermediate shelf or 
two, for small goods display. Or 
panels may be set in the center, 
vertically, on both sides of which 
samples may be displayed. 

The lower section of the unit is 
reserved either for shelves avail- 
able to certain types of display or, 
more efficiently, arranged with 
drawers of varied sizes to accom- 
modate the items assigned to a 
given line. Shallow shelves or 
drawers the full width of the unit 
may provide space for blotter 
pads, chair cushions, and other 
thin large-dimension items. 
Drawer fronts should be sampled 
or labeled. 

Perhaps the most interesting 
part of the suggestion is that these 
recommended units may be made 
by any good local carpenter. 
Painting a chrome shade suitable 
to the decorative scheme will more 
than likely add several hundred 
per cent to the appearance of the 
store. The result will also be the 
housing of the maximum stock, 
vet the units will be kept low in 
total height. 

Wall units are also designed 
with drawers to accommodate the 
lines carried. 

Specifications to Fit Store 

In working out these units, com- 
plete specifications would have to 
be prepared for each store indi- 
vidually. Hardly any two station- 
ery establishments are situated 
alike, except that they share in 
common the burden of rising tax- 
ation and increasing expense, 
which necessitate greater sales for 
the rental area occupied. It would 
be logical to start back with in- 
ventory applied to the space avail- 
able, the lines carried, and amount 
of stock per line. The question as 
to what will best appeal in display 
should likewise be considered. 
Then the details of the display 
unit should be determined. 

Offhand, a list of consolidations 
or stock groupings might be ar- 
ranged as follows: 

Pencils of every type, except 
propelling. 

Pens of every type, except foun- 
tain. 

Rubber products — 
bands and erasers. 

Rulers—straight and folding. 

Engineers’ and draftsmen’s sup- 
plies. 

Ruled form pads. 


as rubber 


Figuring and form pads for 
notes. 

Postage scales, shears, paper 
knives, etc. 

Card guides and index cards 
with small card files—covered and 
open. 

Vertical system guides and fold- 
ers. 

Paper clips, pins, and similar 
articles, as fasteners, etc. 

Blotter pads and blotting paper. 

Oil and water colors, brushes, 
and accessories for art department. 

Paper punches, paper cutters or 
trimmers, and staplers. 

Ring books, indexes, and paper 
of the memo and note type. 

Bound memo books, time, and 
other items of the small type. 


= 
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rearranged for gift displays. Dur- 
ing this period it takes a Scotland 
yard detective to find where many 
of the everyday use articles have 
been put. Then, after Christmas 
there is the job of restoring regu- 
lar lines to their places. But with 
the new type display and storage 
units this confusion and incon- 
venience may be minimized. With 
the increased space gained by the 
permanent stock drawers, the sta- 
tionery stock is not only retained 
intact but some stocks may be ar- 
ranged more compactly to make 
space for the gift lines. 

The plan does not include a sub- 
stitute for the specialized and very 
fine fountain pen cases which have 
been developed by the fountain 





COMBINATION STOCK AND DISPLAY CABINETS DESCRIBED IN THE ACCOM- 

PANYING ARTICLE.—To serve with maximum efficiency, each cabinet should be 

made up to individual specifications, as each may vary as much as the stock 
items to be housed and displayed. 


And so on, always governed by 
specifications to cover the stock 
carried. 

Another help to quick sales is 
the use of sampling panels on 
swivels, allowing the customer to 
select his item without the dis- 
placement of a number of boxes 
which must be covered and re- 
placed. This would be especially 
useful in the display of all folders 
and guides. One needs only to 
watch the filing department clerk 
displacing shelf boxes to find an 
item to suit a purchaser to realize 
how much more quickly a sale 
could be closed by means of the 
better method of showing samples. 
It is possible to store in vertical 
files sufficient folder and guide 
stock for current sales, while the 
bulk of stock may be kept in the 
basement. 


Aid in Christmas Season 


The units described also should 
simplify the stock location and 
sales problems during the holiday 
season. In some stores at least 
half to two-thirds of the store is 


pen manufacturers. These cases 
stand on their own merits, and of 
course, are usually located near 
the front of the store. 


Furniture and Equipment Idea 


In the office furniture and equip- 
ment department there is an- 
other problem of time loss, when 
pieces and assortments are fre- 
quently moved in and out. Too 
frequent breaking up of the dis- 
play setups is disconcerting in 
showing the lines to customers. 
The ideal plan is to make as many 
complete setups as one can af- 
ford space for and keep them in- 
tact. Even two or three graded 
price setups would help not only 
the major sale but the sale of ac- 
cessories, for the customer would 
see everything in a related group. 

This of course means separate 
warehousing, from which deliv- 
eries can be made with the least 
movement loss. Again, the idea is 
not new but is susceptible of great 
possibilities in saved time, serving 
the customer quickly and agree- 
ably, to the end of increased sales. 
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WHAT KIND OF BIRD ARE YOU? 
Y * Eagle or a Bbc jay 7 Keynote for 1940 Suggested 


EN years ago an orator was 

given a hand when he spoke 
of that pilgrim of progress, that 
builder of business, that indom- 
itable spirit, that courageous sol- 
dier of fortune—the salesman. 
Now, Mr. Cameron, over a na- 
tion-wide hook-up states. that 
twenty per cent of the salesmen 
of America sell seventy per cent 
of the merchandise leaving 
eighty per cent who do but thirty 
per cent of the business. 

Considering the above fact, one 
must not conclude that all mem- 
bers of the larger group, the Ma- 
jors, are more efficient salesmen 
than all in the smaller group, the 
Minors. Circumstance gives many 
“Majors” an advantage. And when 
some “Major” moves up to execu- 
tive position, or retires from the 
ranks, some minor, amply quali- 
fied, moves up among the Majors. 
Certain territories, large accounts 
and other factors explain why 
many salesmen are able to achieve 
the larger volume. But that thirty 
per cent of volume, for which 
eighty per cent of the salesmen of 
the country are required, is vital 
to the success of producers and 
distributors of the country. 


Two Classes of Salesmen 


Study of the “majors” and 
“minors” groups discloses two 
classes of salesmen in each. One 
that sells up, another that sells 
down. The former could be classi- 
fied as Eagles—the American bird 
which stands for liberty and the 
pursuit of happiness. The latter 
might be appropriately named 
Blue Jays, a bird which robs the 
nests of other birds and whose 
song is “Cheep! Cheep! Squawk! 
Squawk!” 

Selling down is a disease and 
we can do a good turn for our- 
selves and our fellowman by dis- 
couraging the spread of the mal- 
ady, and thus protect our own 
morale. The squawk of the Blue 
Jay is loud and raucous. They 
frequent coffee shops in the morn- 
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ing and the sidewalks in the af- 
ternoon—telling the world how 
they were chiseled out of the last 
order. Their only sales plea is 
Price! Price! Price! 

N. R. A. codes and Fair Trade 
laws have had but little effect; 
they are broken every day, so it 
is impossible to legislate the Blue 
Jay out of the picture. We can- 
not kill him—but we can condemn 
and possibly convert him. 

Everyone knows it is foolish to 
pay too much but it is foolhardy 
to pay too little and unless a cor- 
poration or firm has a purchasing 
agent to protect it, the tactics of 
the Blue Jays soon lead to need- 
less extravagance in the guise of 
“saving.” 

Purchasing agents in general do 
not chisel, but rather are con- 
stantly endeavoring to get better 
and better merchandise and equip- 
ment. Not long ago, one of our 
best known purchasing agents 
found in looking over bids what 
he thought was a clerical error. 
He did not grab the low price but 
notified the bidder and gave him 
a chance to revise his bid. The re- 
vised figure came in the next day 
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$500 downward—and was 
promptly rejected. 

One of our government pur- 
chasing agents who knew the fal- 
lacy of cheap merchandise called 
in five vendors and _ requested 
them not to bid on anything below 
a certain figure. All agreed but 
when the bids were opened, one 
had cut twenty per cent. Instances 
are numerous, but all showing 
that buyers want to be sold up in 
quality. 

Grade marked merchandise and 
price catalogues are a step in the 
right direction. No amount of ar- 
gument is as convincing as the 
value a maker puts on his prod- 
uct, and his price list is conclu- 
sive. Does one doubt the relative 
value of two articles made by the 
same manufacturer if one is priced 
at one dollar and the other at two 
dollars? 


Knowledge of Merchandise 
A Protection 


Knowledge of merchandise value 
is the only protection from the 
ravages of the Blue Jays. They 
do not attack mechanics, for me- 
chanics know their tools. Did you 
ever know a carpenter to buy a 
cheap saw? Draftsmen demand 
certain pencils—they know pen- 
cils. Buyers are more and more 
delegating the privilege of choice 
to employees who know yet keep 
control of their power of purcnase. 

A recent survey brought to light 
a condition that is almost uni- 
versal. Certified public account- 
ants have not had to suffer from 
the late depression, for they have 
greatly benefited through our com- 
plicated tax systems. High sal- 
aried accountants gather figures, 
well paid typists transcribe them, 
but the final report is all the vis- 
ual evidence a client has for the 
fee he pays. Is it not proper and 
fitting that pride enters into the 
appearance of this report? Re- 
ports are usually bound in as fine 
a cover as can be found, costing at 
least ten cents, and a report may 
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cover four or more pages. Price 
catalogues reveal a certain bond 
as the highest priced paper, and if 
this were used the cost of the few 
sheets would be less than five 
cents. Some accountants are using 
twenty-five per cent rag paper 
and do not know it. It will not do 
their work. It is easy to see that 
paper for their work must have a 
surface that will erase clean 

have the feel of quality—take 
clear carbon copies and ribbon 
imprint and, above all, be perma- 
nent and uniform. Is it not ridic- 
ulous to think that any account- 
ant would sacrifice the looks of his 


reports for a few cents he might 
save on his paper stock? 

Some sixty years ago a Mr. 
Rogers introduced a new com- 
modity called carbon paper,—con- 
ceived in necessity, developed in 
ingenuity, and dedicated to busi- 
ness progress. Competitive selling 
practices will determine whether 
this commodity or any other com- 
modity shall survive in quality or 
degenerate to price as the prin- 
cipal appeal. In fact, those who 
are concerned with salesmanship 
must decide whether the ideals of 
true value, represented in quality, 
shall endure in the field of busi- 
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ness tools, or whether price alone 
shall reign triumphant, demoral- 
izing the market and industry 
prestige which we have builded. 

If for no other reason than self- 
interest—that it pays to sell up on 
quality—let there be more “Eagles” 
among both the “Majors” and 
“Minors” in our selling ranks. Let 
us patronize the manufacturers 
who maintain constructive poli- 
cies and struggle to keep up the 
standards of American business. 
Let us resolve that quality and 
service—the customer’s prime in- 
terests—shall be the sales key- 
note for 1940! 


4-STARRED TYPEWRITER SERVICE 
Subs Primition Schick Cat Se 


HE promotional program for 
the completely equipped type- 
writer shop attractively arranged 
on the main floor of the University 
Book Store—an “off the campus” 
stationery and _ students’ needs 
shop located near the University 
of Washington at Seattle—cur- 
rently highlights four major points 
of good typewriter service, four 
special channels of sales. 
Adequate facilities for toth sales 
and service are maintained, since 
one is interdependent on the other, 
and sometimes the latter may be 
a determining factor of the for- 
mer, when conversion can be made 
of a worn out mode! for the latest 
unit from the typewriter factory. 
Each point of the ‘4-Star” pro- 
gram embodies. well - integrated 
cooperation of a diversified staff 
and stock which supplies the needs 
of a vast faculty and student body 


as well as those preferred residents 
in an exclusive district that has 
expanded near the campus of the 
educational “bee-hive” with its 
12,000 Eds and Co-Eds humming 
daily through collegiate grounds 
and store. 

First “star” of service features 
an “Individual Analysis” of a type- 
writer’s condition. Students and 
other customers are urged to bring 
in their portable or standard ma- 
chines if they are in need of re- 
pair, and owners may be told in 
advance just what the machine 
needs to put it in running order. 
Frequently, a cleaning and ad- 
justment job, for a minor Service 
fee, will fix the machine and 
serve the customer with minimum 
outlay from a narrow student’s 
budget. 

Second point offered is a “Com- 


plete Rebuild Service” that con- 
sists of a thorough cleaning job, 
with replacement of all worn and 
crippled parts, such as new platen 
and rubber parts which most fre- 
quently show wear and slow the 
speedy student in the midst of 
exams and thesis, together with a 
complete adjustment. 

Third, there is a “Free Offer,” a 
gratis service that not only in- 
cludes free delivery and pick-up 
for repairs, but a free machine 
that may be used while the stu- 
dent’s own Model T is undergoing 
overhauling or repair. 

Finally, as a last resort, the old 
machine is taken in trade if there 
is decision to buy one of the latest 
model machines displayed and 
demonstrated in all their smart- 
ness in the store or University 
way—and there is due allowance 
made for the old machine-—CML 


CHICAGO CHOSEN 1940 N. S. A. 


CONVENTION CITY 


N a recent communication Charles P. Garvin, N. S. A. general manager, says, 


“The National 


Stationers 


Association announces that 


its THIRTY-FIFTH 


ANNUAL CONVENTION and FIFTH FIVE CENTURIES OF PROGRESS EXPOSI- 
TION will be held at the Palmer House, Chicago, IIl., on the dates of September 23, 
294 25 and 26, 1940. The unanimous sentiment of the Board of Control was that a 
return to Chicago for 1940 would meet with the approval of the vast majority of the 


membership. Chicago 


is centrally located, the hotel 


perfect for the re- 


quirements of the convention and with the fine assistance of the Wis-Ill Club 
and the Chicago stationers and manufacturers a big and most successful con- 


vention is anticipated.” 
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HOLDING WEEKLY SALES MEETINGS 
CZ A. ” Frrticles Wasis of Meaty Sessions 


VWF YOU think you can do any- 

i thing about it—go ahead!” 
It was my friend Mark talking, as 
we sat in his basement stock room 
discussing sales plans for the fu- 
ture. 

I had advocated a series of sales 
meetings, but the proprietor of 
this prosperous stationery store 
seemed to think otherwise. 

“We have held all sorts of meet- 
ings,” he said. “Occasionally fac- 
tory men have had the boys to- 
gether and they have gotten a lot 
out of it. And every now and then 
when there is an_ important 
speaker on selling at one of the 
business clubs, I take them around 
to hear it; but for me to have a 
meeting every week—that’s just 
too much! 

“For instance,’ he continued 
(Mark was going strong now), 
“what am I going to say to them? 
What is there each week that 
develops which would necessitate 
a meeting? You know what hap- 
pened a few years ago,” he re- 
called emphatically pointing his 
finger to drive home the point, 
“TIT held meetings every week— 
Tuesday night, as a matter of 
fact—and while the first meeting 
was good, after that each man 
came in with something to get off 
his chest. Then, instead of having 
a meeting, we should have called 
in a referee and charged admis- 
sion! These meetings did more 
harm than good.” 

“All right,” I replied, “but an- 
swer me just one _ question: 
WHAT WAS THE PURPOSE OF 
THESE MEETINGS?” 

That stuck him—and it will 
stick lots of men who “hold” 
meetings. Mark good-naturedly 
countered with the remark which 
opens this article, “If you think 
you can do anything about it—go 
ahead!” 

“But, Mark,” I declared, “I do 
not want to go ahead—that is, J 
do not—I want you to do it. I will 
point out to you a simple and easy 
method that will make your meet- 
ings interesting, that will enable 
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you, personally, to lead them, and 
have every man take part. THEY 
WILL BE MEETINGS SO FILLED 
WITH BUSINESS-GETTING 
IDEAS THAT YOUR MEN WILL 
LOOK FORWARD TO THEM 
WITH EAGERNESS AND INTER- 
EST.” 

“Listen, Mark,” I reasoned, 
“When you call upon a prospect 
whom you believe wants a desk, 
DON’T YOU HAVE A PURPOSE 
IN MAKING THAT CALL? Don’t 
you find that among the things 
which you set out to do, those 
that have a well defined purpose 
always come through better than 
the things that do not? 


Meetings Fail That Have No 
Purpose 


“The same principle applies to 
Sales meetings. I have attended 
hundreds of them, and found the 
faults that lie within them. Pri- 
marily, THE GREATEST FAULT 
WITH UNSATISFACTORY SALES 
MEETINGS IS THAT THEY HAVE 
NO PURPOSE. The boss just gets 
the men together to ‘talk things 
over.’ Mark—I ask you—what do 
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you want to talk over? Whatever 
it is—that should be the purpose 
of your sales meetings.” 

Following these assertations, I 
tried to point out to him the obvi- 
ous mistakes which are made that 
tend to reduce interest in sales 
meetings. Usually they are too 
dominated by the voice or opin- 
ions of one man: Often times the 
head of the business or the sales 
manager takes this occasion to 
“bawl” out the salesmen. Then, 
there is the meeting which brings 
about a discussion of merchandise 
that bears too much on product 
information, and not enough on 
how to use it or who could use it. 
Worst of all is the meeting which 
is looked upon as an arena for 
airing the individual and collec- 
tive griefs of the men in the field. 
Usually such griefs are brought to 
the surface by men who find 
things wrong with everything but 
themselves. Hence, in the course 
of discussion the issue is lost sight 
of entirely, and the emphasis be- 
comes controversial and negative 
in every respect, accomplishing 
nothing but to fire the boilers of 
negation in the minds of the 
salesmen—the most dangerous at- 
titude a man in the field could 
possibly attain. 

“So, my good friend,” said I, 
“when you consider the things 
which you can do that are wrong 
in a meeting, and DO NOT DO 
THEM, BUT AVOID THEM, then 
consider the things which are 
right, AND DO THOSE THINGS, 
then you will begin to obtain fa- 
vorable reactions from your men. 
You will develop positive attitudes 
instead of negative, and increased 
sales and profits. You will have 
less turnover of salesmen, and a 
healthier business situation in 
your control.” 


4 : P 
Salesmen Need Information 


“Granted that you are right,” 
countered Mark, ‘so what?” 

That was what I had been wait- 
ing for. “So this,” came the 
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prompt answer. “What is it that 
your salesmen must do to get 
more business? Not only must they 
see more people, but they must 
see more people to whom they 
can talk about your business. 
Then what is it that prevents 
them from meeting these people 
and talking to them about your 
business? There are but two 
things, Mark—JUST TWO 
THINGS: (1) Overcoming obsta- 
cles that prevent seeing more peo- 
ple; and (2) meeting the objec- 
tions of these people whom they 
see.” 

These two functions, as we all 
know, are the prime functions es- 
sential to performing the third 
function of the salesman—making 
sales. 

The conversation continued. 

“In order to meet these objec- 
tions and overcome obstacles,” I 
said, “a salesman must have in- 
formation. This should include 
not only product information, but 
information on the application of 
the product, on situations that 
exist in the average office where 
the product is used. Also, the 
salesman should have some knowl- 
edge of office management So that 
he can intelligently talk to the 
customer about the CUSTOMER’S 
PROBLEMS. Further than that, 
he should have the ability to rec- 
ognize a problem confronting a 
customer and aid him in over- 
coming the problem.” 

“Do you want me to send all of 
my men to school and have them 
become office managers?” asked 
Mark. 

“That is a far-fetched but good 
idea, Mark,” I replied. “While I 
would not discourage any of my 
men from doing so, if I were you, 
I do not think it quite necessary. 

“What I do think you can do 
and it will cost you only a few 


THE FIRST WOMAN TO USE A TYPE- 
WRITER SHOWS IT TO THE MAKER. 
—Mrs. Charles L. Fortier, 82-year-old 
daughter of Christopher Latham Sholes, 
inventor of the Remington typewriter, 
and the first woman ever to use the 
typewriter, is pictured with James H. 
Rand, Jr., president of Remington Rand, 
Inc., the company which manufactured 
the first machine sixty-six years ago. 
The typewriters shown are (L to R) the 
first model made by Mr. Sholes, an in- 
termediate model and the latest ma- 
chine manufactured by Remington 
Rand. Mrs. Fortier was pictured exhib- 
iting the Sholes “writing machine” 
during a visit to Chicago, on page 42 
of the November issue of Office 
Appliances. 


dollars each year—is to read the 
trade paper of your industry. 
Have your men read it, and then 
discuss the information found in 
its contents. 


“Here’s a concrete suggestion- 
and let’s do it right away: Give 
one of your men the current issue 
of OFFICE APPLIANCES, let him read 
an article which I'll select, and 
then during your meeting this 
evening LET HIM LEAD A DIS- 
CUSSION WITH YOUR MEN ON 
THE INFORMATION taken from 
that article.” 


“O.K,” replied Mark, “‘you’re the 
doctor.” 

That’s just what we did, and it 
worked wonders. The salesman 
read the article—it was on office 
furniture—and he gave a few 
minutes’ talk to the other sales- 
men on the nature of the infor- 
mation it contained, including his 
own reactions as to how he could 
use it in his daily work. EVERY 
SALESMAN IN THAT MEETING 
ENTERED INTO THE CONVER- 
SATION AND CONTRIBUTED HIS 
OPINIONS. EVERY SALESMAN 
LEFT THAT MEETING A MORE 
INFORMED MAN. The meeting 
was the best hour-and-one-half 
that Mark had ever invested in 
sales training, and he knew it. 


Now Mark is going to make this 
a weekly affair. If you are an 
office equipment dealer or sales 
manager, you, too, can do the 
same thing. 


All that you need to do is to 
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select an article from the contents 
of OFFICE APPLIANCES. Read it 
yourself first, then give it to one 
of your men to read. Have him 
report at the meeting about the 
subject and give his recommenda- 
tions for using that information 
as a part of his daily business. 
Then have all of the salesmen 
participate in the discussion, to 
obtain the best from all the men 
concerning the application of a 
constructive idea to the business. 


The results must be favorable, 
because the material in OFFICE 
APPLIANCES is all directed to the 
improvement of management and 
marketing of stationery and office 
equipment. Every article contains 
some real meaty material that will 
benefit any one who reads, and 
measurably improve any one who 
applies the information. There is 
enough material in any single 
issue to last for a month—AND IT 
WORKS. 


“But,” said Mark, as I left that 
night, “some of my men do not 
like to read.” 


“Well frankly,” said I, “any man 
who is too lazy to read, you'll find, 
is too lazy to sell. ANY MAN WHO 
DOES NOT READ IS NO BETTER 
OFF THAN THE MAN WHO CAN- 
NOT READ.” 


The next sales session was even 
better than the first. 


NOTE.—The above plan of con- 
structive sales meetings is sug- 
gested to other office equipment 
dealers on page 11. 
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KEEPS OWN CREW BUSY YEAR ROUND 
All Sinibions from Psithake fo Installation Coiled 


PECIALIZATION keeps the 

E. A. Holscher Office Furniture 
Company of St. Louis busy through 
the dullest periods. Functioning 
as an exclusive office furniture 
house, this company adds weight 
to any contract on which it is 
bidding by emphasizing the fact 
that its organization is equipped 
with the necessary tools and abil- 
ities to render any service required 
in the office furniture field. 

“We have our own shop men 
who do the trucking, handling in- 
stallation from start to finish,” re- 
ports Mr. Holscher. “We have our 
own repair men who are expe- 
rienced in the installation work. 
If a man wants part of his old 
office equipment repaired and fin- 
ished, then reinstalled, our men 
know how to go about it to the 
entire satisfaction of the customer. 

“Our repair men re-finish and 
re-upholster practically all trade- 
ins—all except the occasional 
extra-clean item of furniture. The 
procedure keeps them profitably 
busy when a slow period comes, 


DISPLAY FLOOR OF THE HOLSCHER 
OFFICE FURNITURE COMPANY, ST. 
LOUIS, MO, 


By A. T. LAWSON 
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and we can always find a market 
for good used items. We use the 
want ad section of the newspapers 
to acquaint prospects with our re- 
paired furniture and trade-ins.” 
Little advertising is necessary 
for new jobs. Mr. Holscher is 


widely known among the archi- 
tects throughout Missouri and Illi- 
nois, with whom he keeps con- 
stantly in touch. 

When a sale of equipment is 
made for some large building, Mr. 
Holscher calls in his staff of office 
engineers, who are _ thoroughly 
trained in making surveys and 
laying out plans for installations. 
These men work under his direct 
supervision. Thus, complete accu- 
racy results, which brings about a 
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satisfaction that builds demand 
for his services from leading arch- 
itects, and assures calls when 
additional equipment or replace- 
ments are needed. 

Mr. Holscher has been selling 
office furniture in the St. Louis 
field since 1905. He started oper- 
ating his own business in 1916. 
During that time he has filled 
some of the largest contracts in 
the city as well as outstate and in 
Illinois. In 1930 he had the con- 
tract of furnishing the new Civil 
Courts building in St. Louis, which 
figured more than $75,000. 

His home is in St. Louis county, 
where he has lived for the past 
twenty-five years and where he 
has been quite active in local civic 
affairs. He has served as mayor 
for ten years in his community of 
Glendale, has been for one year 


vice-president of the municipali- 
ties association, which is a county 
organization of towns and cities. 
Most of such services are gratis, 
but he feels sure the service has 
been paid for with interest be- 
cause of the business coming to 
him through the connections and 
acquaintances made during such 
services. 

One phase of his office furniture 
business is in the installation of 
seats for schools in Missouri and 
Illinois. This last summer he in- 
stalled seats for a large school at 
Springfield, Mo. Not so long ago 
he filled a contract for school 
seats for a large school at Gal- 
veston, Texas, and one in Ohio. 

This school seating business and 
the upholstering and repairing 
make it possible for Mr. Holscher 
to maintain his regular crew of 
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men through all seasons. Well 
paid and well treated, these men 
have never given any labor 
trouble. 

Furniture lines handled include 
such well known companies as 
Metal Office Furniture Company; 
Marble & Shattuck Chair Com- 
pany; Shelbyville Desk Company, 
and others. 

Reliability is what Mr. Holscher 
believes is the foundation of his 
business success. He never bids so 
low he can’t make a profit and at 
the same time give quality in 
goods and service. Some of his 
largest contracts have had lower 
bidders than he; but his organiza- 
tion has built a reputation of al- 
ways giving more than is expected 
—and that tips the scales to his 
advantage in many a bid-for con- 
tract. 


educing Delinquencies in 


FURNITURE INSTALMENT ACCOUNTS 
Miss Harvie Saasthatits Pine Cliction Methods 


= instalment seller who deals 
promptly and _ effectively with 
early delinquencies is almost cer- 
tain to make an excellent collec- 
tion record. That is why methods 
of Keith Safe Company, Denver, 
are significant, and helpful. There 
is added interest in the story from 
the fact that Keith technique has 
been developed by Miss Harriet 
Scanlon, an attractive young wo- 
man who proves that the same in- 
dividual can administer credits 
successfully, and sell. Miss Scan- 
lon enjoys both tasks, is equally 
efficient at both. 

Like other enterprising office 
furniture companies, Keith Safe 
Company is always ready to ex- 
tend contract terms when circum- 
stances warrant. In practice, per- 
haps three out of ten sales are on 
this basis. The standard terms 
are twenty-five per cent down, 
balance in a maximum of ten 
months. Most contracts are writ- 
ten on this basis. 

Miss Scanlon’s pleasant, but di- 
rect, business-like voice on the 
telephone is the basis of her col- 
lection system. Ordinarily state- 
ments are not made out for in- 
stalment payments until the due 
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date. Many payments are made 
without notice; the time and ex- 
pense of statements is avoided ex- 
cept when they are necessary. But 
if the payment isn’t in on due 
date, a statement is then made 
out and mailed. 

Suppose the account we are con- 
sidering in our case study is a new 
one—the payment is the first 
called for by the contract. When 
five days have elapsed without 
payment, Miss Scanlon telephones 
the delinquent. 

“This is the Keith Safe Com- 
pany. I mailed you a statement 
the other day on your payment 
account ....” Miss Scanlon tact- 
fully pauses, to give the customer 
a chance to speak. Often, he wants 
to, is instantly ready with apol- 
ogy, explanation, promise. If, how- 
ever, he doesn’t speak, Miss Scan- 
lon is not at a loss for words. She 
knows just what to say next. It is, 
“Ts anything wrong with the ac- 
count?” This direct inquiry brings 


into the open any complaint there 
may be. Usually, of course, the 
customer replies, ‘‘No.” 

Thereupon, Miss Scanlon with- 
out any hesitation or apology, asks 
“When can I expect a payment?” 
Note that the pronoun used is the 
first person singular. It is not, 
“we,” but “I.” After experience at 
the telephone for several years, 
Miss Scanlon considers “I’ the 
more effective. 

To this question, the customer, 
obviously, can only decently reply 
by stating when payment will be 
made. If he makes a very Satis- 
factory reply, as, “I’ll write a check 
right now and mail it,” or “Tll 
send you a check tomorrow,” Miss 
Scanlon may repeat the time, as 
in this characteristic response— 
“Tomorrow, then? That will be 
fine. I'll be looking for it.” 

Before almost any situation 
which arises in telephone collect- 
ing, the credit worker shouldn’t be 
at a loss, for the reason, that, with 
some experience, practically every 
developing situation duplicates 
others confronted in the past. 
Thus, a very common problem— 
so common that the good collector 
knows how to handle it—is the in- 
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definite reply. The doctor over in 
the Paradox building, given the 
when-can-I-expect-it follow-up, 
replies, “Oh, in a few days.” It 
just won’t do, of course, to permit 
the conversation to end with an 
indefinite promise of that kind. 
So (to return to our case study) 
Miss Scanlon reacts with, “A few 
days; do you mean by that the 
first of the week, or four or five 
days, or when can I expect it?” 

Miss Scanlon now has the de- 
linquent customer on the spot. He 
realizes that he is cornered. He 
comes through, in _ practically 
every case—with a definite date. 

Miss Scanlon accepts the prom- 
ise, says she will be looking for 
the payment. Unfortunately, prom- 
ises are broken as well as kept. 
In instalment selling, broken 
promises are a recurring collection 
problem. Miss Scanlon’s routine 
is to duly record the promise, so 
that on the given date the matter 
comes up for her attention. If the 
payment isn’t made, she immedi- 
ately telephones the delinquent. 
She begins by saying, “This is the 
Keith Safe Company,” and then 
she pauses. 


Most delinquents instantly know 
what the call is about, and start 
talking. One may say that he has 
the check all made out, and will 
mail right away; a second may 
“have forgotten it.’’ He, too, prom- 
ises an immediate check. Occa- 
sionally, the delinquent may say, 
“I know I promised to make a 
payment, but I just can’t do it.” 
That situation calls for conversa- 
tion—directed, of course, at fixing 
as early a date as possible for con- 
summation of the original promise 
to pay. Miss Scanlon usually will 
end by accepting a second prom- 
ise. 

When a customer has broken 
two or three promises, the store 
knows just what kind of an indi- 
vidual it is dealing with. Of course, 
there are the thoroughly honest 
and sincere cases; Unexpected and 
valid obstacles to payment have 
developed. It isn’t difficult to rec- 
ognize such cases, and deal with 
them in the proper way. 

When the second payment comes 
due, and the first is still delin- 
quent, Miss Scanlon considers the 
time for action has come. She 
hands a statement to a Keith 
service man. In his coveralls 
marked with “Keith Safe Com- 
pany” he calls on the debtor, re- 
quests a payment. If it isn’t forth- 
coming, he informs the debtor, 
“Miss Scanlon said I must collect 


a payment, or arrange to pick the 
merchandise up.” 

Does that impress the reader as 
drastic and hard-boiled? It isn’t. 
It is simply a firm, businesslike 
policy. Actually, Keith Safe Com- 
pany repossessions are small in 
number—perhaps ten in a year’s 
time. The policy of refusing to let 
the new contract sixty days in ar- 
rear drag along without a payment 
results, in practice, in bringing to 
time the chronic procrastinator. 

On the other hand, if the cus- 
tomer who has made several pay- 
ments becomes delinquent, the fol- 
low-up attitude will not be nearly 
as severe. These late delinquen- 
cies will have a far higher per- 
centage of legitimate causes. The 
customer’s determination to com- 
plete his payments can usually be 
taken for granted. The _ store’s 
equity in the merchandise is small. 
So, patient handling is the indi- 
cated policy. 


“Break the Customer in Right” 

These collection policies of the 
Keith Safe Company are counter- 
parts of those followed by many 
of the most progressive instalment 
sellers of America. “Break the cus- 
tomer in right” is a maxim which, 
followed intelligently, goes far to 
assure instalment success. The 
office furniture customer who 
learns, when he fails to meet a 
first payment, that the store is 
vigilant and businesslike, insisting 
that the contract be lived up to, 
will adjust himself to the condi- 
tion in most cases. Then and there 
the store wins the collection bat- 
tle. On the other hand, if the 
store permits first delinquencies to 
run along, the buyer realizes that 
he has an “easy” creditor to deal 
with. The account will probably 
give trouble throughout its history. 

In telephone collections, many 
opportunities for skilful effort oc- 





HOW TO GET IN AND 
STAY IN—THE 100% CLASS 


1. Plan your next day’s work 

the night before. 

Do cold canvassing. 

3. Make out and turn in your 
call reports every day. 

4. Keep your own sales record 
and make frequent compari- 
sons. 

5. Render planning service to 
your customer. 

6. Be prompt. 


—CONRAD A. NETZHAMMER, 
Northwestern Furniture Company. 
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cur. A customer who has a $20 
payment to meet calls up to say 
that he cannot possibly take care 
of it this month. If Miss Scanlon, 
before the conversation is over, 
has got his promise to send a 
partial payment—as $5 or $10, 
it won’t be at all surprising. She 
is very clever in handling every 
situation to maximum collection 
advantage. On the other hand, 
customers sometimes find them- 
selves in difficulties requiring a 
considerable extension. If the need 
is valid, nothing is gained by 
adopting a begrudging, antagon- 
istic attitude. Best collection sales- 
manship is to cheerfully grant the 
required extension. 

Individual facts, of course, fre- 
quently govern Miss Scanlon’s tele- 
phone approach. There was the 
man, for example, who always had 
paid very promptly; but one day 
Miss Scanlon found him getting 
quite a bit behind. Calling him on 
the telephone, she said, “I’m sur- 
prised to find your account so far 
past due, Mr. Jones! What’s the 
trouble? Are you hard up? You’ve 
always paid so promptly before.” 

Do customers ever get annoyed 
at persistent telephone efforts 
(carried out, of course, on open 
accounts as well as on instalment 
contracts)? They do. Miss Scan- 
lon, with a smile, handed the 
writer a customer’s statement 
across the bottom of which ap- 
peared an inscription something 
like this— 

“T am tired of being pestered on 
the telephone, and am sending 
you this check, although I haven't 
received yet the warrants from 
southern Colorado I told you I 
was waiting for before paying you. 
I have received at least a dozen 
phone calls from you about this 
account, and my patience is ex- 
hausted.” 

Smiled Miss Scanlon, “He will 
soon forget it, or forgive me. Our 
records show that he always han- 
dles an account the same way— 
always has to be pushed on the 
telephone a great deal—always 
ends by complaining like that 
when he pays. But he gets over 
it. Almost all of them do.” 

And that leads up to a final bit 
of collection philosophy, which is 
this — “Persistency in making 
prompt collections doesn’t lose 
business, it makes business.” The 
office furniture store can only sell 
to customers on credit from whom 
it can collect. The store a buyer is 
most likely to avoid is one where 
he has a bad credit record. 
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Among the 
Kavwd 
Snstalletions 


LOCAL GENERAL FIREPROOFING 
DEALER MAKES NOVEL SWIM. 
MING POOL INSTALLATION.— 
James & Weaver, Inc., GF dealers 
at Youngstown, Ohio, recently 
thought up a new way of installing 
wire baskets in a swimming pool 
locker room. The entire rack is of 
skeleton construction with the 
exception of a partition separating 
the two sides of the room. The 
baskets slide on dividers with the 
front flanged downward for attach- 
ing to the crosswise members. 
Three instailations have been 
made—two in Youngstown and 
one in Struthers, Ohio, providing 
a total storage of nearly 5000 bas- 
kets in a minimum space. 



















CORRY-JAMESTOWN GOES TO HONO- 
LULUI—This beautiful installation of 
Steel Age equipment of the Corry-James- 
town Manufacturing Company, Corry, 
Penna., was made recently in the new 
Territorial Tax Office building, Honolulu, 
H. T. The installation was composed of 
“A” grade, counter-height equipment 
throughout, finished in metallic grey with 
counter tops of black linoleum. Alumi- 
num hardware and trim were used in- 
cluding aluminum cast screen and 
wicket work. The installation was made 
by the company’s exclusive Hawaiian 
representative, W. Tip Davis. 


BUILDING ASSOCIATION INSTALLS YAWMAN AND ERBE 


(Left) Office of the president of the Home Building & Loan 
Association at Alton, Ill., an organization which recently stand- 
ardized on Yawman and Erbe furniture throughout. The office 
includes a Style-Master executive desk and table finished in 
the “Y and E” No. 640 gray and a two-drawer Empire file in 
the same color. Chairs are of steel, finished in gray and up- 
holstered in red leather, A blue baseboard, gray walls and 





PRODUCTS THROUGHOUT ITS OFFICES 


cream-colored venetian blinds complete the picture. (Right) 

The general office where contact is made directly with the 

public is equipped with Style-Master steel desks finished in 

640 gray. The blue and gray color scheme used in the presi- 

dent's office is in evidence in the general office. The installa- 

tion was made by the S. G. Adams Company, Yawman and 
Erbe agents at St. Louis, Mo, 














(Modern Plastics phot 


ORCHIDS TO SHAW-WALKER.— The Shaw-Walker 
Company, Muskegon, Mich., recently won an honorable 
mention award in the decorative molded section of the 
fourth annual modern plastics competition, held by 
Modern Plastics magazine. The Shaw-Walker entry was 
a conference table, shown above, which won the award 
on a basis of “outstanding refinement in design and 
finish, efficiency and durability of construction.” One 
of the features of the table is a protected edge around 
the periphery, accomplished by attaching short molded 
plastic sections combined to form a continuous pro- 
tection around the top edge. The molding is cleverly 
engineered so that the plastic segments fit closely in 
assembly and no joints or separations appear. Bakelite 
molded. a plastic material supplied by the Bakelite 
Corporation, is used for the protective sections. 


ALL-STEEL-EQUIP COMPANY 
D S FILES IN WILLIAMSBURG 
SAVINGS BANK, BROOKLYN, 
N. Y.—These dead storage files 
are part of a total of two thou- 
sand in the complete installa- 
tion, made by C. G. Tollefsen, 
New York City. The Williams- 
burg Savings Bank is one of 
the largest in the United States. 
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View Equipment 
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ABOVE—IMPERIAL DESKS IN AN IMPRESSIVE SETTING.— 
When C. Loth, Inc., Cincinnati, Ohio, recently got the job of 
completely equipping the offices of the Fidelity Federal Sav- 
ings & Loan Association, 631 Walnut street, Cincinnati, they 
selected the Imperial Desk Company’s line of No. 4000 “Island- 
aire” desks for the main pieces. The fine finish and modernistic 
design of the desks blended perfectly with the rich panelling. 
leather-upholstered chairs and settees and newest type of 
indirect lighting fixtures. 





GUNN PRODUCTS IN A DOCTOR'S OFFICE.—The Megeath 
Stationery Company, Omaha, Neb., recently made this installa- 
tion of Gunn equipment in the waiting room of a doctor's 
office. Included was a Ridgewood drophead typewriter desk 
No. R654 with chairs to match manufactured by the Gunn 
Furniture Company. O. E. Hug, Gunn representative, worked 
with the Megeath organization in making the sale and com- 
pleting the installation. 
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Typical 
ioieitions 
. 


LEOPOLD FURNITURE ON THE PACIFIC 
COAST.—This installation of The Leopold 
Company's Cambridge suite was made 
recently in the offices of the Hostetter 
Estates, Los Angeles, Calif. The fine lines 
of the furniture and its attractive finish 
blend perfectly with the interesting con- 
struction of the room, modernistic glass 
brick windows and up-to-date indirect 
lighting fixtures. The installation was 
made by the Pacific Desk Company, Los 
Angeles. 





MODERNIZING WITH SHAW-WALKER 
PRODUCTS.—This office of the Spector 
Motor Service, Inc., Chicago, was re- 
cently modernized with Shaw-Walker 
organized desks and aluminum chairs 
as part of a complete program of stand- 
ardization on Shaw-Walker products. 
Finished in a beautiful grain the desks 
and chairs match the paneling used 
throughout. Loss of motion and time was 
eliminated by planning each desk in 
accordance with the needs of the user 
while the chairs added comfort for the 
workers. 
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ANOTHER LARGE SHIPMENT OF AU 
TOMATIC TWELVE DRAWER TABU- 
LATING CARD FILES.—Pictured is a 
partial shipment to complete a large 
battery of twelve drawer tabulating 
files at the factory of the Automatic 
File & Index Company, Green Bay, 
Wisc., just before crating. A drawer 
is shown extended to illustrate the 
new light weight lift-out trays with 
the new combination lift out handle 
and label holder. All units are equipped 
with locks. 
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EDITORIAL 


Government Competition Extended 


@ A COUNTERPART of the government com- 
petition in the office furniture industry appears 
to have developed in the public seating industry, 
although the types of competition in the two 
industries vary in form. Readers of this journal 
are familiar with the practice in some state 
penal institutions of manufacturing office fur- 
niture in competition with private enterprise. 
Members of the Steel Furniture Institute, to- 
gether with members of the National Stationers 
Association, have protested against this practice 
for the past four years. Other industries have 
also been affected. 

Now comes a report of complaint, filed in 
Washington last month by John H. Nelson, sec- 
retary of the Trade Practice committee of the 
public seating and related industries, to the 
effect that the National Youth Administration 
is subsidizing the production of school furniture, 
equipment, and supplies throughout the country. 

The complaint stated that a survey conducted 
by manufacturers in this field disclosed wide- 
spread and constantly increasing use of govern- 
ment funds by the NYA in “unfair and destruc- 
tive competition with private enterprise.’”’ The 
report declared this competition is impossible to 
meet, since materials are generally provided by 
school authorities while the tools, technical su- 
pervision, and labor are supplied in whole or in 
part by the National Youth Administration. 

The manufacturers charged that they must 
contend with NYA competition in Kentucky, 
Mississippi, Michigan, New York, New Mexico, 
North Carolina, Oklahoma, Texas, Tennessee, 
and Florida. 

Officials of the National Youth Administra- 
tion said a reply by Administrator J. Aubrey 
Williams would promise full investigation of the 
charges. The 1939 relief appropriation act, from 
which NYA funds are derived, prohibits their 
use in competition with existing industries. 

The continuance and extension of government 
subsidized competition with private industry has 
yet to be proved “the will of the people.” 


ETERNAL vigilance is the price of liberty. 
—Proverb. 


-_>-<-_--— 


Let's Sell Up 


@¢ EVERY ONE who thoughtfully considers 
the present market conditions will sense the fact 
that there is an inclination on the part of a 
large number of people to buy better things, and 
it should give impetus to “selling up’. Many 


industries are now doing well: More people are 
employed and more money is going into the 
channels of trade. The trend is markedly up- 
ward. 

While it is more apparent now that buyers 
are willing to purchase the better things and pay 
a little more for higher quality, there is always 
the market for commodities of quality at a fair 
price. The salesman who makes a practice of 
selling up knows this well. Of the two classes 
of salesmen discussed in the article in this issue, 
entitled, ‘In Competitive Selling What Kind of 
a Bird Are You?” he is the “Eagle”. Instead of 
selling down on price, he sells up on use, real 
economy, and customer satisfaction. To the 
benefit of his customer, his house, his industry, 
—himself. 

Let’s sell up in 1940! 


—_—2--- 


RING out the old, ring in the new, 
Ring, happy bells, across the snow: 
The year is going, let him go; 

Ring out the false, ring in the true. 

—Alfred Tennyson. 
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The Foreign Trade Opportunity 


#4 A NORWEGIAN correspondent, having re- 
ceived a communication from an exporting con- 
cern in the United States of America announc- 
ing the stiffening of terms of shipment to Europe, 
takes the opportunity to urge that export prices 
be made as attractive as possible and the terms 
inviting. Perhaps most of such companies are 
doing that very thing. 

He points out that firms abroad of any repute 
will not use the confusion of war as an excuse 
to neglect paying their obligations, and that 
many smaller Scandinavian firms operating with 
limited capital and depending upon customary 
credit would suffer considerably from higher 
prices and terms requiring payment in advance. 

Then he quotes a letter from a German ex- 
porting concern that appreciates the difficulties 
of the times and suggests extension of time for 
payments, which might make it possible for their 
export customers to place larger orders. Thus 
far, the prices of this German manufacturer 
have not been advanced. 

The writer in Norway, whose company has 
been enterprising in the introduction of office 
supplies from America, indicates that many 
firms in his country have had the desire to place 
orders for materials in the United States. But 
in some cases they met with disappointment, 
due to the stipulated terms. 

He concludes with the suggestion that if 
American exporters ‘show the neutral countries 
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a sympathetic understanding in this time of 
hardships, they will get it back ten-fold when 


times are again normal.”’ 


Increasing costs of production have necessi- 


"FORTY PLUS'—FORTY-EIGHT 


In the June number of this journal 
was an article on typewriter key 
boards, written by our old friend 
J. N. Kimball, now in his eighty 
fourth year, which has all the punch 
of his writings through his younger 
days. 

In the November number was a 
story of George H. Alexander, sta 
tioner of Pittsburgh, who spent his 
eightieth birthday anniversary at his 
office desk, engaging his alert mind 
with the work in hand, as he has 
done through his sixty-five years in 
the field. 

In St. Louis, Paul J. Wielandy at 
seventy-five wrote his “Selling 
Slants’, from which salesmen young 
or old can recharge their pep bat 
teries. 

To list the names in the ‘seventy 
column would require more space 
than is available here. And anyway 
they would be mere youngsters to 
our old friend, S. S. Crooks, dealer 
in office supplies at 1650 Ashland 
avenue, St. Paul, Minn., who has 
punched the time clock at eighty 
eight and is pressing on joyfully at 
the day's work, and who wrote in a 
recent letter: "With a healthy body 
and mind, retirement would seem 
stopping life sooner than my Maker 
would have me. Life is what we 
make it. The best things come from 


the heart storage battery. What we birthday, Mr. Kimball (who with Mrs. 
PORTRAIT STUDY 
Candid camera discloses reaction of two 
down'' members of the Weis staff to some 
"selling up’ being made by one known as the 
price cutter. A little study of the countenan 
the possibility of tar and feathers for the speake 





LEFT.—Stan Woodruff, four meals a day man. 
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tated some price advances in our domestic mar- 
ket, but our exporting concerns doubtless will 


strive to retain present outlets and further de- 


put in surely comes out. And that 
life as it should be." 

Through many years a subscriber 
to this journal, Mr. Crooks gladdened 


It is even sc 











S. S. CROOKS 


the heart of one member of the statt 
with the statement Mintings were 
cut out and put in my scrap book 


book, 
ater given away to still do the good 
you intended.” 

For the consideration of 
younger men who may entertain the 
notion that three score and ten es 
sentially means the shelf—we present 
the cases of Mr. Kimball, Mr. Alex 
ander, Mr. Wielandy, and Mr. 
Crooks, who are finding the after 
noon of life as interesting as its 
morning and who are putting joy in 
the day's work. On his eighty-third 


any 


in up 


Right. 
Nichols who gets the same mileage from three meals. 


velop their trade in foreign fields. 


HERE AND THERE 


Kimball celebrated on November 
Oth the sixtieth anniversary of their 
wedding) sent his friends a “birth 
day" card. The sketch showed our 
old friend busily engaged and mo- 
tioning to Father Time, standing by 
with scythe, admonished to "Go 
away. I'm busy.’ The 1939 card 
“wishing YOU many happy returns 
of my birthday” sketched J. N. one 
foot bandaged, the other in a tub 
of hot water, at his typewriter, point- 
ing to a calendar showing the date 
of his birth. On the wall was a card 

with Shakespeare's line—''Sans 
teeth—sans eyes—sans taste—sans 
everything.” But turning the picture 
upside down one finds typed on the 
page in the machine: 

| find as | grow older that | 
change my point of view, that what 
once | took for gospel may prove 
anything but true. | used to think 
that Shakespeare was quite a wise 
old guy, and that what he did not 
savvy no one else need ever try. But 
I've come to the conclusion he was 
not so very much. He forgot about 
store molars, ear trumpets and a 
crutch, bi-focal specs, it may be, or 
perhaps a wig or two, which experi 
ence has taught me make a man as 
good as new." 


Paraphrasing the great Doctor 
Johnson—"'and panting Time toiled 
after him (them) in vain." 


TO sun 


remarks upon 


proverbial 


es indicates 
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REMINGTON RAND ANNOUNCES NEW MODEL 17 
STANDARD TYPEWRITER 


Remington Rand Inc., through its typewriter division 
in Buffalo, N. Y., has announced the new Remington 
17 standard typewriter, embodying in its construction 
and operation twenty-two new features, on what the 
manufacturer claims to be the lightest and smallest 
standard typewriter on the market today. 

Of particular interest and convenience to the users 
of the machine is the snap-off top plate, which, by a 
simple liftoff motion of the hand, exposes the com- 
plete key and ribbon mechanism, facilitating change 
of ribbons and cleaning. This, with the snap-off back 
plate, permits easy maintenance and adjustments of 
the machine. 

The new Model 17 also has a snap-out mechanical 
unit on a suspended chassis not attached to the ma- 
chine frame. Composition keys and keyboard, permit- 
ting no light reflection on the keys are other features. 
A new positioning and mechanical operation of the 
touch regulator are among other improvements. Im- 
proved ribbon reverse mechanism, a new deluxe 
streamlined thumb twirler are also features of the 
new model. 

The machine weighs only thirty-one pounds eleven 
ounces. The distance from front to back has been 





THE REMINGTON 17 STANDARD, SHOWING THE NEW 
“LIFT-OFF’” FEATURE FOR EASY CLEANING AND RIBBON 
CHANGING. 


shortened by one and a half inches. It is streamlined, 
completely enclosed and the carriage on the machine 
weighs only four and one-half pounds. Another new 
feature is the interchangeable carriage, which can be 
replaced by wider carriages up to twenty inches. 

The jam trip device, exclusive to the Model 17, is a 
great convenience to operators as when two type bars 
collide the jam trip lever snaps them back into place 
without the necessity of the typist using her fingers 
to handle the keys. 

According to the producer, the fact that the light 
mechanical unit of the new model is not fastened to 
the frame anywhere but is suspended within, relieves 
the vibration which causes noise. This feature also 
makes for greater facility in cleaning and making any 
adjustments. Because the die cast aluminum alloy 


base and frame of the machine is in four parts rather 
than one solid piece, the manufacturer points out that 
it is possible to replace any one part at nominal cost 
without sending the entire machine back to the fac- 
tory for rebuilding. 

—>- 


PRONTO’S STEEL STORAGE CABINET 
The Pronto File Corporation, 349 Broadway, New 
York, N. Y., has announced a new, sturdily-constructed 
steel storage cabinet for the storing of office supplies 
and printed matter. 
Matching the sturdiness of the cabinet itself, the 








PRONTO STORAGE CABINET 


doors are thoroughly reinforced and are equipped with 
a two-way locking device controlled by a paracentric 
lock. 

Within the cabinet are two adjustable shelves of 
steel which can be moved to suit the requirements of 
the individual user or supply the proper amount of 
space for practically any kind of stock. The cabinet is 
finished in an attractive olive green. Dimensions are: 
height, 37% inches; width, 30 inches, and depth 18% 
inches. 

a 7 
NEW FEATURE FOR HILCO DUPLICATOR 

A new feature of the Hilco streamlined automatic 
duplicator, which eliminates the possibility of ink 
coming in contact with the rubber rollers, hands or 
clothing when sheets are not fed straight into the 
machine, has recently been announced by the Hilco 
Corporation, 1512 Merchandise Mart, Chicago, Ill. The 
new device, according to the manufacturers, prevents 
the smudging of following sheets. The duplicator was 
pictured and fully described in the September issue 
Of OFFICE APPLIANCES. 

*—-> - 


AMES ANNOUNCES TWO NEW ITEMS 
The Ames Supply Company, 564 West Randolph street, 
Chicago, Ill., has recently perfected and placed on the 
market a new type soldering gauge and a new office 
machine pad. Through the use of the former worn 
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type can be replaced on all makes of typewriters eco- 
nomically and accurately. 

Named the Universal, the type soldering gauge re- 
places all type in perfect alignment, lasts indefinitely, 
does not get out of order and is easy to operate. It 
handles type bars for all machines equipped with the 








THE TYPE SOLDERING GAUGE 


conventional flat type bars and eliminates the need 
for carrying tools for each kind of bar. 

The gauge is manufactured from the finest mate- 
rials available and is shipped with a complete set of 
instructions for its operation. 

The office machine pad has been named the “True 
Mark” and was designed and built to deaden noise and 
vibration. It is solid yet resilient, and has a semi- 
rigid top to hold the machine legs in place without 
sinking. Made of a special hair felt composition the 
bottom of the pad is non-slip treated and measures 1i 
by 13 inches. 


—-¢ 


GLOBE-WERNICKE’S “STREAMLINER” SUITE 


The Globe-Wernicke Co., Cincinnati, Ohio, has an- 
nounced a new office suite under the trade name of 
the Streamliner 


which includes several steel desks, 





TOP.—The Globe-Wernicke Streamliner desk, and (lower) the 
G-W Streamliner office suite. 

tables, chairs, filing cabinets, telephone stands and 

waste baskets. 

Illustrated here is the Streamliner desk for the sec- 
retary or stenographer together with a two-drawer 
desk-height file, posture chair and waste basket. The 
desk is equipped with a Clemco typewriter pedestal 
which permits a full top working surface while the 
machine is in use. The door clamps on the typewriter 
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platform to form a solid support without vibration 
and also acts as a shield for the operator. In addi- 
tion to the standard green, walnut and mahogany 
finishes, the Streamliner equipment is also offered in 
an attractive seal gray with white metal trim and 
hardware. 

In addition to being designed in a modernistic style 
and having a sturdy construction the desks, tables 
and desk-height files have linoleum tops in colors to 
blend harmoniously with the finish used. 


ee — 


VAN DYKE’S FLUORESCENT CLAMP-ON LAMP 

Van Dyke Industries, 2857-59 South Halsted street, 
Chicago, has recently announced to the trade a new 
fluorescent daylight lamp with a clamp-on feature for 
the workbench. 

The new lamp can be focused at any angle to give 
an abundance of true daylight illumination directly 
on the job in hand without glare or eyestrain. By use 





THE DAYLIGHT FLUORESCENT 
LAMP FOR THE WORKSHOP 


of the clamp-on feature the lamp may be moved to 
any point on the bench and the desired angle then 
obtained by use of the swinging arm. It is 21 inches 
above the table—a distance claimed to be correct for 
proper use. The shade makes only one complete 
revolution, thereby preventing twisting of wires, while 
the clamp is positive, easily applied and equipped with 
a felt lining for furniture protection. It is completely 
wired to use with switch. 


The lamp is listed as the No. 1275 and sells for 
$12.75, less tubes. 


eueliittipennnstes 
NEW RUSH-ERASER ANNOUNCED 


The Eraser Company, Inc., 121 East Washington 
street, Syracuse, N. Y., has announced a new propel- 
repel Rush-Eraser having a transparent Tenite tip 
and retailing for twenty-five cents. It goes to the 
trade in twin display cartons, each holding one dozen. 

The new Rush-Eraser is attractively packaged and 


TEL ES LLL | 





THE NEW RUSH-ERASER 


is ready to use. It is equipped with a soft typewriter 
eraser (propel-repel) and a CarbonRaser plug in the 
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other end. Contained in the package is a free, extra 


Fybrglass eraser refill. 

To dealers placing a trial order of two dozen the 
manufacturing company offers a liberal return stock 
guarantee which will be explained upon request. 


—- 


NEW CORONA PORTABLE ANNOUNCED 
The latest member of the Corona portable family 


which has been named the Corona Zephyr De Luxe, 
has been announced by L. C. Smith & Corona Type- 





THE CORONA ZEPHYR DE LUXE PORTABLE 


writers Inc, Syracuse, N. Y., in time to meet the 
Christmas and holiday rush. The new machine, priced 
at $39.75, is similar in design to the regular Zephyr 
portable, which sells for $29.75, but it is equipped with 
the following additional features: 

Paper supporting extension arms, folding line space 
lever, automatic ribbon reverse, single and double line 
space, shift lock key, double margin release, double 
positive line lock, finger-fit keys, carriage centering 
device, widened bail and improved margin stops. 

The Corona Zephyr De Luxe weighs approximately 
934 pounds as against 9 pounds for the regular Zephyr. 
Both models have 84 character standard four-row key- 
boards and, including case, have dimensions of 12 by 


11 by 234 inches. 
—- 


NEW TYPE CARRIAGE FOR COLUMBIA 
DUPLICATOR 


To facilitate the speedy removal of the paper sheets 
fed into the Columbia duplicator from the gelatine- 
coated, reproducing surface of the machine, the Co- 








P'PUSH CARRIAGE | 
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THE IMPROVED COLUMBIA DUPLICATOR 


lumbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, L. I., N. Y., has added a new hand- 
roller carriage at a price of $5.00 
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The new attachment can be used on every Model 
1 Columbia duplicator by merely placing it on the bed 
of the machine. Simple to operate, the device assures 
speedier running, better copies and longer runs from 
each original. 

Further particulars of the hand-roller carriage will 
be furnished dealers on request to the company’s 


home offices. 
—<-— _ 


ULRICH PROJECT FILE 


Designed for housing bound sets of tracings or blue- 
prints in a convenient manner, a new device, named 
the Project File, has recently been introduced to the 
trade by the Ulrich Filing Equipment Company, 
Jamestown, N. Y. 

The new file will accommodate thirty-six complete 
sets of plans or drawings in a compact and easily 
accessible space. These are held upon hangers, each 
one carrying a label holder for indexing purposes. To 
insert a set of drawings it is necessary only to enter 
the lower portions of the cover sheets and the set 
drops into position automatically. When the drawings 
are filed and ready for storage the frame compresses 
the set against the back wall of the case. A steel com- 
pressor plate at the bottom prevents curling of sheets 
while a humidor at the top of the case provides mois- 
ture to prevent brittleness and cracking. 

The Project File is made in three sizes to accommo- 





THE PROJECT FILE 


date sets measuring 36 by 34, 42 by 30 and 48 by 36 
inches. The case is equipped for fastening back to 
wall, floor or back to back and doors can be securely 
locked with up and down bolts and pericentric key 
lock. 


—->.——____ 


MONITOR UTILITY CABINET BY ART STEEL 


The Art Steel Company, 300 East 145th street, New 
York City, has recently introduced to the trade a new 
and useful desk-high telephone cabinet named the 
Monitor utility cabinet. It is listed as Asco item No. 
1000. 

Made of heavy steel and handsomely finished, the 
cabinet provides additional storage space alongside a 
desk, switchboard, reception table, etc., and at the 
same time presents a handy desk-high level top upon 
which to stand a telephone or other object. The cab- 
inet door is equipped with a paracentric keyed lock. 
The Monitor is available in an olive green, grained 
mahogany or walnut. 
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VEIT’S NEW SPEED-O-GRAPH CONTROL 

The Veit Company, 1947 East Kirby street, Detroit, 
Mich., has recently announced a new type of follow-up 
control named the Speed-O-Graph which is to be used 
in conjunction with the Veit Speed-O-File desk-side 
unit. 

The Speed-O-Graph sales follow-up control is a new 
means of regulating customer calls without the com- 
plication of keeping extra records. On each customer 





THE SPEED-O-FILE 


folder there is a steel spring signal capable of being 
slid the entire length of a celluloid track at the top 
of the folder. Beneath the track is inserted a sheet 
bearing printed months and days. As each call is made 
upon a customer it is merely necessary to advance the 
signal to the next logical date, the signal remaining 
where placed, an instantly visible pointer to positive 
contact at all times. 

The Speed-O-File is a complete steel filing unit for 
executives providing thirty inches of active filing space 
at desk level. It is equipped with the Steeltab straight- 
line filing system including Steeltab A-Z main index, 
Cellotab miscellaneous folders, 100 individual name 
folders and five special-subject Steeltab red rope file 
pockets. The device. which can be securely locked at 
will, is finished in an attractive olive green. 

The Speed-O-File, equipped with the equipment 
mentioned above, is priced at $23.75. With 100 Speed- 
O-Graph control units, $29.75. The cabinet only, with 
follower blocks and locks on top and bottom compart- 
ment, sells at $15.00. 


oe 


TORIT ANNOUNCES IMPROVED MOISTENER 

Featured by a number of time-saving and sanitary 
improvements, a new moistener for office use, listed 
as the No. 3, has been introduced to the trade by the 
Torit Manufacturing Company, Walnut and Exchange 
streets, St. Paul, Minn. 

The latest improvement on the device is a container 
which is vitreous enameled, thereby making the device 





THE NO. 3 TORIT MOISTENER 


positively rustproof. The enameling is in an attrac- 
tive shade of dark green. The moistener proper con- 
sists of a container and brush—the latter remaining 


oun 
st 


moist by capillary action as long as there is water in 
the container. Stamps, labels and envelopes are mois- 
tened to the proper degree simply by passing them 
lightly over the brush, which is self-cleaning and can- 
not become dirty or sticky. 

The No. 3 moistener is of cast iron with a top of 
stainless steel. The brush is rubber-set and bound 
with brass to assure long life. Properly weighted to 
prevent unnecessary sliding, the device is equipped 
with a felt base to protect desks or furniture, and 
takes up only a space of 214 by 4 inches. It retails 
for $2.00. 

Illustrated literature on the No. 3 and other mois- 
teners of the Torit line will be furnished dealers on 
request to the manufacturing company. 


———— 


NEW LINE DATER BY FULTON 
The Fulton Specialty Company, Elizabeth, N. J., and 
900 Fifth avenue, New York City, has announced a 
new addition to the Fulton styles of line daters. The 
new model is known as the No. 1% and has been 
given a new frame and streamline styling. An attrac- 





THE NO. 11, DATER 

tive display packing is used so that the dealer may 
place a dozen of the daters in a window or on a 
counter in an appropriate setting. Because the best 
selling seasons on this item are the first and last 
months of the year, the new number was produced in 
time to meet the December-January trade. 


<-> ¢ 


NEW MODEL STENOTYPE ANNOUNCED 


The Stenotype Company, 4101 South Michigan ave- 
nue, Chicago, makers and distributors of the well 





THE NEW STENOTYPE 


known “shorthand” machine, has recently introduced 
a new, streamlined model to the trade. 
The new number, which is teardrop streamlined in 
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design, introduces many mechanical improvements but 
the “taking” operation remains the same. Among the 
principal improvements are a plastics frame, an im- 
proved clutch, a new ribbon reverse and a non-skid 
feed roll. 

The company reports that following the adoption of 
the Stenotype by several government agencies and 
large corporations, the device is finding an ever-in- 
creasing use in the smaller business offices. 


—_— ~<i-e——————— 


GLOBE-WERNICKE PRODUCES X-RAY FILE 
The Globe-Wernicke Co., Cincinnati, Ohio, has re- 
cently designed and produced a new steel file for the 
filing and storing of X-ray plates. There are three 
drawers each of which is equipped with the patented 
Tri-Guard three rod filing principle. Guides and the 





THE G-W X-RAY FILE 


file’s contents are kept in an upright position without 
compression due to the “sway-back” feature provided 
by two side rods. This speeds up filing and finding and 
makes the work easier. 

Attractively finished and sturdily constructed the 
file is designed to carry maximum loads on drawers 
which swing open and shut with the minimum of 


effort. 
ae + 


STAPLER-PEN SET BY SPEED PRODUCTS 
The Speed Products Company, 37-18 Northern 
boulevard, Long Island City, N. Y., has recently intro- 
duced to the trade a new desk Set stapler-pen com- 





THE DESK SET “STAPLER-PEN” COMBINATION 


bination which is now ready for immediate rush ship- 


ment. 
The stapler is a Tot Speed fastener finished in an 
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attractive walnut and set in a hand-rubbed walnut 
base. The fastener can be instantly removed when- 
ever needed for tacking jobs. 

The pen is of fountain type with a 14-karat gold 
plated nib and is also walnut trimmed. The complete 
unit, packed ready for use and manufactured in time 
to catch the holiday trade, includes a box of 1,000 Tot 
staples. 

—- © —_—w 
PHILLIPS’ IMPROVED RIBBON ANNOUNCED 

The Phillips Process Company, Inc., 194 Mill street, 
Rochester, N. Y., has announced an improved “Clear 
Print” line of silk typewriter ribbons for which several 
new features are claimed. According to the manufac- 
turers the improved ribbon is so manufactured that it 
gives sharp, clear impressions which cannot spread or 
“feather out” on the paper, combined with unusually 
long wear and impressions which can be easily erased. 

L. A. Phillips, president of the company, explained 
that experiments were conducted over a period of sev- 
eral months before there was perfected a ribbon hav- 
ing long life and other advantages. 

The company is offering to established dealers a 
full-length sample ribbon without charge or obliga- 
tion so that they may try it out on their personal 
typewriters and judge its merits. 

°—- 
DENNISON ISSUES NEW HANDIDESK SET 

The Dennison Manufacturing Company, Framing- 
ham, Mass., has placed on the market in time for the 





THE HANDIDESK SET 


holiday trade a new number of its line of Handidesk 
sets. Impressive in appearance and a fit ornament for 
any desk, the new Handidesk set has a base of moulded 
plastic which holds eight “book boxes” of items for 
the office worker or executive. The ink bottle is of 
colored glass and the base is offered in two finishes— 
No. 7, black finish, and No. 8, walnut finish. Rubber 
feet protect the desk top. The entire set retails for 


one dollar 
— ne = 


SEARS’ PRICING CHART RACK 

Sears, Roebuck & Company, Chicago, has recently 
announced a new type of pricing chart rack which 
by virtue of a number of important improvements 
speeds up the work of men and women using the 
device. 

The rack consists of a series of hinges hanging on 
pintles. The sheets in turn are attached to the hinges. 
Instead, however, of adjusting each succeeding sheet 
in a different position to permit hanging more than 
one chart on a pintle, the Sears arrangement includes 
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PEMBROKE STORE AFTER REMODEL- 
ING.—Wide, spacious aisles, glass show- 
cases in which every piece of merchan- 
dise was visible at all times and a fine 
indirect lighting system were the fea- 
tures of the recently redecorated home 
of The Pembroke Company, Salt Lake 
City, Utah. Note the center tables upon 
which merchandise was neatly placed in 
open display and at hand for the cus- 
tomer’s leisurely inspection. 


COMPANY ENHANCES STORE 
BY REMODELING 


Numerous attractive features are incorporated into 
the newly remodeled Pembroke Company, office sup- 
plies, 24 East Third street South, Salt Lake City, Utah. 
Display windows are more interesting. Adjustable 
glass shelves are now used to display merchandise. 
These can be adjusted from back of windows so that 
as much or as little merchandise can be shown as 
desired. Though the window size has not been in- 
creased, these glass shelves make it possible to display 
considerably more items than was previously possible. 
The zig-zag shape of the foyer now draws street traffic 
inside and shoppers view all windows. 

Most striking of interior changes is that of store 
lighting. New semi-indirect ceiling fixtures provide 
fine general lighting, free of glare and of correct 
intensity. Equally effective is the installation of the 
new fluorescent lighting in showcases throughout the 
store. It is used in display cases behind counters 
where merchandise is visible to customers. Result is 
that the store appears to have at least twice the 
lighting it formerly enjoyed, and at a most reasonable 
cost since the new fluorescent lighting is more efficient, 
that is, gives greater ratio of light lumens per wattage 
than ordinary incandescent types. Merchandise is so 
well lighted it looks as though shown in actual day- 
light. This lighting gives every display case individ- 
uality. Further it gives the store an extra spacious look, 
a factor that always encourages additional business. 

Previously the store was divided across the rear with 
a balcony under which was grouped the greeting cards, 
office furniture and engraving section. The balcony 
seemed to shorten the store, make it appear crowded. 
Under the new arrangement the balcony disappeared. 
Though the store is actually a few feet narrower than 
formerly, it appears wider due to this change. The 
store is longer and now a 45-foot space is devoted to 
greeting cards, the store having the largest selection 
in town. Salt Lakers who are discriminating about 
their cards have a motto, “You can always find it at 
Pembroke’s!”’ Cards are better displayed than previ- 
ously as they now appear as a unit in a straight line 
along the wall. 

All furniture and fixtures are new. Floors are maple 
contrasting effectively with the lighter “blond’”’ maple 
used in showcases and back counter shelving. Sec- 
tional identification with dark letters at the top of 
departments contrasts strikingly with pastel-buff 
backgrounds. Customers find it easy to locate desired 
items. 

A pleasantly carpeted stairway at the west wall 
leads to the office furniture and engraving depart- 
ments which are now segregated from the rest of the 
store. Thus the customer buying office furniture is 
assured maximum privacy in which to make his selec- 
tion. Under this arrangement the customer sees the 
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YAWMAN AND ERBE EQUIPMENT IS PROMINENT IN THE 
REMODELED STORE.—(Top) The furniture display floor show- 
ing “Y and E” office furniture. (Center) The loose leaf depart- 
ment. (Lower) The Pembroke business office. All of the equip- 
ment, including the firm’s own desks, counters, etc., was 
finished in the Yawman and Erbe new No. 640 gray. 


furniture as it looks in a typical office set-up. Thus the 
visualization of the office furniture as it will look in 
his own office is made effortless and sales more quickly 
closed. Then, too, he sees equipment under ideal 
lighting conditions supplied by indirect brushed alumi- 
num ceiling fixtures of latest design. Natural daylight 
is admitted through north windows which face the 
street. Six thousand feet of floor space are devoted 
to office equipment. Beautifully finished maple floors 
contrast with thick rugs alternating them. 

Approximately 2000 persons attended the formal 
opening of this attractive store on July 17. And despite 
a several months’ “sojourn” in temporary quarters on 
Main street, the firm’s business was on an equal par 
with that of last year according to Adrian Pembroke, 
proprietor.—BART 
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135 YEARS OF PROGRESS IN A WINDOW!—This window display of Lucas Bros. Inc., Balti- 
more, Md., tells the story of the company’s progress during its 135 years of existence. 


WINDOW TELLS STORY OF LUCAS’ 135 YEARS 


The unique idea of telling a firm’s history in a 
window display which people can view at their leisure 
was successfully adopted last month by Lucas Bros., 
Baltimore, Md., stationery and office supply house 
now celebrating its 135th year in the industry. 

The idea was adopted by President Jesse G. Kauf- 
man and enthusiastically seconded by Vice-president 
J. Merton Gardiner, Secretary John A. Wagner and 
Sales Manager Robert (Bob) Thomas. And so, im- 
bued with the notion of showing Baltimore something 
it had never seen before, plans were made for the 
display in the principal window of the store at 
219-223 East Baltimore street. 

The center piece was a large card bearing a picture 
of “Ye Olde Stacyonere” with an explanatory title 
followed by the statement that: “A book and sta- 
tionery store was started in Baltimore in 1798. It 
was this business that Fielding Lucas, Jr., came to 
own in 1804 and which now stands as the oldest 
stationery business on this hemisphere.” Thus the 
story of Lucas Bros. starts. 

Beneath the large sign is a big picture showing 
Baltimore street about 1835 while to the left and 
right are pictures and illustrations intriguing to those 
whose minds dwell upon the old days. There are 
shown schools of 1804, offices and residences of the 
same period, a receipted bill of 1851 and a sample 
of the oldest known writing. A large photograph to 
the left is that of the founder of the business and, 
to the right, a card tells the number of present 
employes and their lengths of service, six recording 
thirty years, ten showing twenty-five and eleven in 
the twenty year category. At the base of the window 
is displayed a ledger used by the company during the 
year 1904. 

The company, which was incorporated in 1905, 
carries a vast stock of office equipment under the 
management of the third generation of the Lucas 
family. Included in the equipment on display are 
Tatum loose leaf ledgers, Guild office supplies, Globe- 
Wernicke bookcases and Meilink steel safes. 


MENDEZ TO MANAGE EXPORTS FOR C. HOWARD 
HUNT CO. 

Alberto S. Mendez, for the past ten years foreign 
sales traveling representative for a number of Ameri- 
can firms, last month was appointed export manager 
of the C. Howard Hunt Pen Company, Camden, N. J. 

Mr. Mendez takes to his new position a long record 
of profitable achievements in the industry and expects 





A. S. MENDEZ 


to considerably increase the foreign demand for the 
company’s lines of Boston pencil sharpeners, Speedball 
pens and Hunt pens and clips. 

_— —>-—____— 


HOLMES RETURNS FROM WESTERN TRIP 

A. B. Holmes, president of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc., Glen Cove, 
N. Y., last month returned to the home offices fol- 
lowing a successful six-weeks trip through the West. 
During his journey Mr. Holmes, who reported condi- 
tions improving everywhere, visited Columbia dealers 
in Missouri, Arkansas, Texas, Arizona, New Mexico, 
California, Oregon and Washington, and made special 
stays in Chicago, Minneapolis and Milwaukee. 
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PITTSBURGH VIEWS THE BUSINESS 
SHOW.—Part of the great crowd which 
attended the Pittsburgh Business Show 
was composed principally of business 
executives, office workers and others to 
whom the display of office machines, 
supplies and equipment was of para- 
mount interest. 


PITTSBURGH BUSINESS SHOW BREAKS PREVIOUS 
RECORDS 


For the third time the Pittsburgh Business Show 
closed a most enthusiastically received exhibition of 
office equipment on Friday evening, November 17. 

Six years ago the Office Appliance Managers Asso- 
ciation attempted an exhibition of office equipment 
and supplies. That first show was a success. It was 
decided that each two years would be often enough to 
conduct such a display. The third biennial show was 
arranged for November 15, 16 and 17, and the place for 
the exhibition was established in the Chatterbox at 
the Hotel William Penn. 

The space is admirably located in the large hotel. 
The floor layout accommodated sixty-four booths, each 
eight by ten feet, and almost a month before the show 
opened every available inch of space had been sold, 
and some fifteen or eighteen prospective exhibitors 
were disappointed by not being able to obtain display 
space. 

All previous attendance records were shattered with 
this most recent exhibition, records showing that ap- 
proximately 30,000 people visited the show this year. 

Arrangements for the 1939 business show, as well as 
the one held in 1937 were made by the Office Ap- 
pliances Managers Association and the Pittsburgh 


ale ak " , P 
AIRPLANES OVER PITTSBURGH BOOST BUSINESS SHOW.— 
This novel method of telling the Pennsylvania city all about its 
Business Show was adopted with complete success. More than 
65,000 persons in the city for a major football game saw the 
flying banners and thereby increased the show attendance. 








Chapter of the National Association of Cost Accoun- 
tants. The committee believes that the success of the 
1939 show depended to a great extent on the publicity 
given by each member of the two associations respon- 
sible for putting it on. 

There were hundreds of invitations distributed; 
thousands of blotters; each member of the sales or- 
ganizations carried auto bumper signs; and the tickets 
were distributed free; everything advertising “See 
Tomorrow’s Office Today.” 

On Saturday afternoon, November 11, while the city 
was jammed with people celebrating Armistice Day, 
and some 65,000 people in attendance at the Pitt-Tech 
football game, two aeroplanes flew over the city with 
two-hundred-foot signs trailing behind them, adver- 
tising the Pittsburgh Business Show. 

The Chatterbox was decorated in blue and gold so 
that each space was uniform, and made a very attrac- 
tive and beautiful background for the display of the 
various exhibitors. 

No merchandise was shown in the show except of- 
fice equipment and supplies; the exhibition being con- 
fined strictly to business equipment of all kinds and 
descriptions. 

A “kick off’ dinner was given Wednesday evening, 
November 15, sponsored by the National Association 
of Cost Accountants and the Office Appliances Man- 
agers Association, to which dinner Mayor Cornelius D. 
Scully, of the City of Pittsburgh, was invited to give 
the keynote address. The principal speaker, however, 
was W. S. Bowser, of the Carnegie-Illinois Stee] Com- 
pany. The dinner was attended by over 400 members 
of the two associations, and members of the Purchas- 
ing Agents Association and the Executives Club. All 
of the dinner guests then went downstairs to the show, 
and the opening evening was a huge success. 

The outstanding recommendation of this year’s show 
was the fact that hundreds of visitors who came to 
Pittsburgh were of the executive type, men who buy 
things! 

Full credit for the success of the 1939 Pittsburgh 
Show must be given to the following committee: H. B. 
Cunningham, general chairman, (Todd Sales Com- 
pany); W. J. Jacquette, chairman of Cooperating Com- 
mittee, (White Tower System); Fred H. Bartlaux, 
chairman Program & Entertaining Committee, (Dicta- 
phone Sales Corporation); Frank J. Lobert, chairman, 
Advertising and Publicity Committee, (Buckeye Ribbon 
& Carbon Corp.); Milton Wiener, chairman Space & 
Floor Committee, (Allen-Wales Adding Machine Cor- 
poration). 

(See pages 60 and 61 for list of exhibitors and pictures 
of displays) 





Among the firms which maintained exhibits at 
show were the following: 

Acme Visible Records, Inc., Addressograph Sale 
Agency, Allen-Wales Adding Machine Agency, Amer 
ican Sales Book Company, Inc., Art Metal Construc 


tion Company, Auto-Typist Sales & Service, Brandt 


Automatic Cashier Company, Buckeye Ribbon & Car 


1. Art Metal Construction Company 

2. Acme Visible Records, Inc. 

3. Allen Wales Adding Machine Agency 

4. Monroe Calculating Machine Company, 
Inc. 

5. Ditto, Inc. 

6. Elliott Addressing Machine Company 

7. Buckeye Ribbon & Carbon Company 

8. F. & E. Checkwriter Agency 

9. Marchant Calculating Machine Company 
Auto-Typist Sales & Service 
Friden Calculating Machine Company 
International Business Machines Corpo- 
ration 
Keelox Manufacturing Company 
McBee Company 
Brandt Automatic Cashier Company 
Addressograph-Multigraph Corporation 
National Cash Register Company 


bon Company, Burroughs Adding Machine Company, 
E. W. Curry Company, Dictaphone Sales Corporation, 
Ditto, Inc., DoMore Chair Company, Duffs Iron City 
College (Stenotype), Elliott Addressing Machine Com- 
pany, F. & E. Checkwriter Agency, Felt & Tarrant 
Manufacturing Company, Friden Calculating Machine 
Company, The General Fireproofing Company, Inter- 





Royal Typewriter Company 

L. C. Smith & Corona Typewriters, Inc. 
Underwood Elliott Fisher Company 
Remington Rand, Inc. 

Shaw-Walker Company 

United Autographic Register Company 
Visible Records Equipment Company 
Woodstock Typewriter Company 
Yawman and Erbe Manufacturing Com- 
pany 

Boneh Reid Company (Ed'phones) 
American Sales Book Company, Inc. 

E. W. Curry Company 

Vari-Typer Sales Agency 

Recordak Corporation 

National Postal Meter Company 
Standard Mailing Machines Company 
Standard Reaister Company 

Todd Sales Company 


Kee-Lox 
Ma- 


Business Machines Corporation, 
Manufacturing Company, Marchant Calculating 
Company, Monroe Calculating Machine Com- 
pany, Inc., Multigraph Sales Agency, McBee Binder 
Company, The National Cash Register Company, 
Recordak Corporation, Remington Rand, Inc., Roach 
Reid Company, Royal Typewriter Company, Inc., The 


national 


cnine 


Shaw-Walker 


Smith & Corona Type- 
writers, Inc., Standard Mailing Machines Company, 
Standard Register Company, Todd Sales Company, Un- 
derwood Elliott Fisher Company, United Autographic 
Register Company, Vari-Typer Sales Agency, Visible 
Record Equipment Company, Woodstock Typewriter 
Company, Yawman and Erbe Manufacturing Company. 


Company, L. C. 











ST. LOUIS BUSINESS SHOW HELD 

Outstanding among codperative open-house promo- 
tions was the St. Louis business show, staged November 
7 to 11 in St. Louis by the National Association of Cost 
Accountants. The association’s interest in promoting 
better office equipment stems from two desires; that 
its own members may have an opportunity of seeing 
the newest and best in equipment at one showing, and 
that business practice generally may be stimulated and 
improved through an improvement of machines and 
systems in operation. 

The association appointed a standing committee 
some two years ago to allocate time for such periodic 
shows, headed by H. T. Gates, of Ditto, Inc. Working 
with Mr. Gates were N. E. Kerth, Con Curran Printing 
Company; W. W. Allen, Hydraulic Press Brick Com- 
pany, and Sam March, Washington University, all 
active in the accountants’ association. 

The entire second floor of the Kinloch building was 
retained for the showing, display booths going at $50 
each. Exhibitors were largely manufacturers of office 
appliances, though several substantial St. Louis retail- 
ers were also represented. The showing was carefully 
merchandised to the individuals whom the exhibitors 
wished to reach, and curiosity seekers were excluded 
at the entrance to the exhibit, precluding congestion 
and permitting the exhibitors’ potential market to re- 
ceive the full impact of the elaborate displays. Over 
4,000 accounting and business executives attended. 

To stimulate interest and attendance, prizes were 
offered, donated by the exhibitors, with a major prize 
of a portable typewriter. Another feature which con- 
tributed substantially to the interest created in the 
show was a competition sponsored by the exhibit com- 
mittee to select and honor the outstanding young male 
executive in St. Louis, and the best looking and most 
outstanding young woman secretary. Judges were offi- 
cials of local civic organizations, who chose Miss Mary 
Jo Janes of Wagner Electric Company for feminine 
honors, and Charles W. Bolan of Carter Carburetor 
Company was selected outstanding among young men 
entering the competition. 

Exhibitors included Monroe Calculating Machine 
Company; Ditto, Inc.; Business Equipment Company; 
Friden Calculating Machine Company; Elliott Ad- 
dressing Machine Company; National Cash Register 
Company; Felt & Tarrant Manufacturing Company; 
Marchant Calculating Machine Company; McDonald 
Loose-Leaf Ledger Company; Clark-Peeper Office Fur- 
niture Company; Bostich St. Louis Inc.; Royal Type- 
writer Company; Vari-Typer, Inc.; the National Asso- 
ciation of Cost Accountants; A. B. Dick Company; In- 
ternational Business Machines Corporation, Typewriter 
Division; Buxton & Skinner Company; Victor Adding 
Machine Company; Kee-Lox Manufacturing Company; 
Standard Mailing Machines Company; Fletcher Type- 
writer Company; United Autographic Register Com- 
pany; Burroughs Adding Machine Company; Wood- 
stock Typewriter Company; National Blank Book Com- 
pany; Addressograph-Multigraph Corporation; Postage 
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SECTION OF BUSINESS SHOW HELD BY 

THE ST. LOUIS (MO.) NATIONAL ASSO- 

CIATION OF COST ACCOUNTANTS, 
NOVEMBER 7 TO lI. 


Meter Company; S. G. Adams Printing & Stationery 
Company; Midwest Insulation & Supply Company, and 
the U. S. Post Office Department. 

Elaborate displays of machines in operation were 
exhibited by the various manufacturers, and a special 
sound-proof room was constructed in the exhibition 
hall by the Midwest Insulation Company. Over $200,000 
worth of appliances were on display.—INS 





A BLUE RIBBON WINNER.—This display booth, maintained by 
Harry A. Fish, Hillsboro, Ill., office equipment dealer, at the 
Montgomery County Fair, Litchfield, Ill., not only was the 
feature attraction of the event, but won the grand prize awarded 
for the best booth. The event was staged in September and Mr. 
Fish’s display was declared winner over eighty other exhibits 
in the Merchants’ tent. In the background is a huge letter written 
on the Underwood giant typewriter at the New York World’s 
Fair to congratulate Mr. Fish who is seated in the booth. (Inset) 
The blue (championship) ribbon awarded the exhibitor and 
his display. 


—- © 


OLD TOWN CHICAGO BRANCH IN LARGER 


QUARTERS 


Continuing its nation-wide program of expansion 
the Old Town Ribbon & Carbon Company, Inc., Brook- 
lyn, N. Y., has recently moved its Chicago branch into 
larger quarters in the same building at 59 East Van 
Buren street. At the same time it was reported that 
new employes have been added to the staff to cope 
with increased business in the territory. 
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The Guest Book 


Kurt Bladt, Mexico City, Mex., associated with Mexi- 
can agencies of several office equipment lines, called 
upon us November 2, having spent several weeks in the 
east. On brief visit to Chicago for special business. 
Mr. Bladt has had extensive experience in South and 
Central America. Having traveled practically all of the 
countries, and resided in Peru, Chile, Argentina and 
Brazil, he is familiar with the business customs and 
general trade practices. He established residence in 
Mexico City two years ago. 

E. F. Daily, sales manager of the Meilink Steel 
Safe Company, called at the office of this publica- 
tion November 2. Mr. Daily has had many years’ 
experience in the sale of safes. He was particularly 
optimistic about the advantages offered by develop- 
ments in the Meilink line. He was in Chicago on a 
brief business trip. 


James H. Davison of Los Angeles, Calif., inscribed his 
name in the Guest Book November 7. Coming East to 
visit several manufacturers, he spent some time in 
Chicago and a day or two in Jasper, Ind., before pick- 
ing up his territory again in Denver. Prospects for 
business, he said, were excellent. He is western repre- 
sentative for Fritz-Cross Company, Geo. E. Fox & Com- 
pany, Good Light Lamp Company and Jasper Office 
Furniture Company. A reference to his recent connec- 
tion with this last named concern appears elsewhere 
in this issue. 


E. A. Meloney of Dodge City, Kansas, affixed his 
signature to the Guest Book November 13. He is 
representative of The Heyer Corporation calling upon 
dealers in a territory that extends from Oklahoma 
and Kansas to Denver. While in Chicago he spent 
some of his time at the Heyer factory studying the 
manufacturing processes of the various machines and 
supplies the company manufactures. 


ACE FASTENERS ON DISPLAY.—This 
attractive booth of the Ace Fastener Cor- 
poration, Chicago, was one of the attrac- 
tions at the thirty-sixth annual National 
Business Show, held at Chicago’s Navy 
Pier on October 23-27. The print was not 
available at the time of going to press 
with the November issue. 


(Kaufmann & Fabry phot 
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Louis T. Garfield of The Modern Stationer signed 
his name in the Guest Book November 13. He was on a 
wide swing around the circuit starting from New York 
and taking in practically all the important northern 
cities west to Chicago. 

Ted Caswell, advertising manager, F. S. Webster 
Company, Cambridge, Mass., with vigor and good 
humor in full flower, looked in upon us November 16. 
In Chicago for conference at the company’s local 
branch and having stopped in Cleveland and Detroit 
en route. Left for middle south, thence to Boston 
via Washington and Philadelphia in time for Thanks- 
giving with his family on the traditional Thanksgiv- 
ing day—November 30. Considers increasing demand 
for better quality in all commodities most significant 
development in the commercial situation; indicative 
of better business conditions generally and encour- 
agement for “selling up.’”’ Consumers’ desires for better 
goods (all producers are also consumers, most of whom 
are asking better qualities in their own requirements) 
means that business is progressing to higher levels to 
the advantage of all concerned. The progress, however, 
being somewhat retarded by the influence of “sellers 
down,” “opportunists” who contribute nothing con- 
structive in their various fields but “what can’t be 
cured must be endured.” 

*—> See 


F. J. HORIE PASSES 

(To late to classify) 
As this issue goes to press word is received of 
the death of Frank J. Horie, New England manager 


for the Boorum & Pease Company, on November 19, at 
Winchester, Mass. He had been connected with the 


company for thirty years and was unusually active in 
New England Travelers and association work in Boston. 
It is expected that a full report of the life and passing 
of Mr. Horie, who is survived by a widow and several 
children, will be available for the January issue. 





WEBSTER'S FIFTIETH ANNI- 
VERSARY USED EFFECTIVELY 
IN KOCH BROTHERS DIS- 
PLAY.—Last month this show- 
ing of F. S. Webster ribbons, 
carbons and supplies attracted 
pedestrians passing the Koch 
Brothers store in Des Moines. 
Simplicity and symmetry were 
combined to make a strong 
appeal. 
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PENCIL EXPORT ASSOCIATION FORMED 

The Pencil Industry Export Association has filed 
papers with the Federal Trade Commission under the 
Export Trade Act (Webb-Pomerene law) for exporting 
pencils, pens, including mechanical pencils and pens 
and other related stationery items. 

The association, which will maintain an office in 
New York City, has the following officers: James C. 
Musser, Eberhard Faber Pencil Company, president; 
John King Reckford, American Lead Pencil Company, 
first vice-president and treasurer; Herman Price, Eagle 
Pencil Company, secretary, and Ralph Josephthal, 
Eagle Pencil Company, assistant secretary. 

In a release from the Federal Trade Commission 
it was explained that the Export Trade Act grants 
exemption from the antitrust laws to an association 
entered into solely for the purpose of “engaging in 
and solely engaging in, export trade” providing there 
is no restraint of trade within the United States or 
restraint of the export trade of any domestic com- 
petitor. The law further stipulates that the exemp- 
tion is granted with the prohibition of any agreement, 
understanding, conspiracy or act which shall enhance 
or depress prices or substantially lessen competition 
within the United States “or otherwise restrain trade 
therein.” 

—_>- 

DAVISON APPOINTED WESTERN REPRESENTATIVE 
FOR JASPER OFFICE FURNITURE COMPANY 
James H. Davison, whose address is P. O. Box 5, 

Station K, Los Angeles, Calif., has been appointed 

rs 








JAMES H. DAVISON _ 
representative for Jasper Office Furniture Company, 
Jasper, Ind., in the Pacific Coast territory and east 
to Colorado. He went to the factory in November 


to become fully acquainted with the line and the 
manufacturing processes, after which he returned to 
the West and started in his new capacity at Denver. 
Mr. Davison is well known to stationers throughout 
the country and particularly in the West where he 
served for years in charge of activities of Wilson- 
Jones Company. 
a eee 

ROYAL HOLDS ANNUAL OFFICER ELECTION 

At the annual meeting of the stockholders of the 
Royal Typewriter Company, Inc., on October 24, the 
elected members of the board of directors to serve for 
the ensuing year were: 

George E. Cleary, Charles B. Cook, A. E. Davis, E. C. 
Faustmann, Kingsley Kunhardt, Allan A. Ryan, Jr., 
Walter B. Ryan, Jr., Samuel Metzger and Herbert H. 
Vreeland. 

Immediately following the stockholders’ meeting the 
board of directors met and elected for the ensuing 
year the following named officers: 

H. H. Vreeland, chairman of the board and of the 
executive committee; E. C. Faustmann, president; C. 
B. Cook, E. B. Hess, M. V. Miller, vice-presidents; A. E. 
Davis, treasurer; H. A. Way, secretary; R. N. Brigham, 
assistant treasurer, and B. Ries, assistant secretary. 


—- - 
HATTON PREPARES TO LAUNCH NEW LEATHER 
COMPANY 


Julian B. Hatton, for many years connected with 
the Eagle-Ottawa Leather Company and known to the 
industry as one of the leaders in the field, last month 
announced the formation of a new company at Grand 
Haven, Mich., to be known as the Hatton Leather 
Company. 

Mr. Hatton has already applied for incorporation of 
the company and within a short time expects to let bids 
for a manufacturing plant to cost between $28,000 and 
$30,000. The first unit of the structure will be 300 by 60 
feet on a site located close to a railroad siding. Mod- 
ern machinery for the first unit will cost approxi- 
mately $12,000 and it is expected that at the start 
twenty-five employes will be taken on, this number 
to be increased to fifty as other departments are 
opened. 

Products of the new firm will be finished leather for 
the upholstery trade, including furniture, automobiles, 
busses and aircraft. 

Mr. Hatton was instrumental in the organization of 
the Eagle-Ottawa company and built that firm up into 
one of the largest leather manufacturing plants in the 
country. Associated with him in that business was a 
son, Julian, who was elected president in 1936 to suc- 


DECEMBER, 1939 


ceed his father, who in turn became president of the 
board, a position he held until recently. Since his 
resignation, however, Mr. Hatton has been formulating 
the plans which will result in the new factory. 

In addition to his leather interests, Mr. Hatton is 
associated with the American Hair & Felt Company, 
Clinton Carpet Company and the Dry Zero Company, 
all of Chicago. He is also a director in the tanners’ 
council and a director in the Michigan Manufacturing 
Association, and is a member of the employment rela- 
tions committee of the National Association of Manu- 
facturers. 

Si ee 
LANGFORD CELEBRATES 40TH YEAR 


The A. A. Langford Company, Ltd., office outfitters 
and stationers of London, Ont., Canada, last month 
celebrated its fortieth anniversary by sending out to 
its customers a letter of appreciation of their pat- 
ronage. 

The firm was started in November, 1899, by A. A. 
Langford, president of the company, to serve business 
establishments of western Ontario with equipment, 
business systems and commercial stationery. In 1905 
the company was incorporated and entered exten- 
Sively into the manufacture of loose leaf systems. Last 
year W. Duncan Fitzpatrick amalgamated his commer- 
cial stationery and office supply with the Langford 
organization, assuming the position of manager. 

In its letter to customers the company said in part: 
“We, at this time, wish to express our grateful appre- 
ciation of the confidence placed in us during these 
forty years by the management of offices throughout 
Canada and wish to assure all it will be our constant 
endeavor to serve their best interests in the days 
ahead.” 

—-—— 
CHICAGO VENETIAN BLIND CO. 
ACQUIRES NEW COMPANY 

The assets and business of the manufacturing divi- 
sion of the Patterson Shade Company, Indianapolis, 
Ind., has been acquired by the Chicago Venetian Blind 
Company, Chicago, according to an announcement 
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made last month by C. N. Cahill, president of the 
latter firm. 

The new corporation will be known as the Patterson 
Venetian Blind Corporation and Wilbur C. Patterson, 
of Indianapolis, will be retained as president. Al- 
though the organization will be entirely owned by the 
Chicago company it will be operated as an entirely 
separate and competitive organization. 

Recently the Chicago Venetian Blind Company ac- 
quired the business and assets of the Germain Manu- 
facturing Company, Saginaw, Mich., as reported in the 
November issue of OFFICE APPLIANCES. 

—— + 


AMES HONORS LUETZ AND MARSHALL 
Hazen R. Ames, president of the Ames Supply Com- 
pany, Chicago, recently honored two veteran employes 
of the firm when he presented testimonial gold watches 
to John A. Luetz and Frank R. Marshall, production 
and works manager and sales manager, respectively. 
Mr. Luetz was the first employe of the Ames organ- 








J. A. LUETZ F. R. MARSHALL 
ization and started to work with the late A. R. Ames, 
founder of the company, in October, 1907. Mr. Marshall 
joined two years later and has been in active service 
since 1909. 

In making the presentation Mr. Ames expressed 
regret that his father was not here to attend the cere- 
mony because he had planned and looked forward 


to the occasion. 
—-—e #8 8} 8} 8 § 





GLOBE-WERNICKE STEEL SHELVING ADDS TO TRIMNESS AND BEAUTY OF STORE 


Interior of the stationery and office supply store of 
Bartel, Rohe & Rosa, Richmond, Ind., is equipped 
throughout with Globe-Wernicke Co., steel shelving, 
nine feet, three inches high with beaded front posts, 
cornice top shelves and closed bases. At intervals are 
semi-stock display sections with ivory-finished in- 


teriors, concealed lighting, glass shelves and doors. 


In certain sections of the shelving are steel cabinets 
containing drawers of various dimensions, with chro- 


mium-plated pulls and label holders and small steel 
tlag signals that indicate when stock needs replenish- 
ing. Steel ladders with automatic brakes, glass top 
display cases and display and wrapping counters 
complete the fine installation for the company, which 
is the local G-W dealer. Indicative of the careful 
planning which went into the installation is the sensible 
space left atop the shelves, which permits the showing 
of large items such as wastebaskets, display signs or 
extra stock at holiday time. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades 


Association of Great Britain and Ireland, 


6 St. Bride Street, London, E. C. 4 


Mr. Vincent Jackson, who served in the Royal Flying Corps during the Worid 

War, has been granted a commission in the R. A. F. volunteer service, where he 

will be connected with the administration department. Mrs. Elliott will take 
over Mr. Jackson’s work “for the duration.” 


London, 4th October, 1939. 

American importers of office machinery are finding 
themselves very seriously hampered by the restricted 
import quotas plus your American Neutrality Bill. 
Business men here are wondering if it has been over- 
looked by the good folk the other side of the water 
that the requirement under the “passage of title’ sec- 
tion for a declaration under oath that “there exists in 
no citizen of the United States, any right, title, or in- 
terest” in the goods shipped could not be complied 
with by an American importer in connection with 
goods shipped to its own British branch—an American 
citizen would still have an interest in the goods 
Shipped. Is the interpretation of the word “Citizen” 
meant to include a company having foreign branches 
in belligerent countries? At the moment it is impos- 
Sible to get any definite information here on the mat- 
ter and importers anxiously await a definition of the 
phrasing of the declaration. “May not the American 
house ship to its overseas branches?”, they being a 
very vital part of its business interests. 

* + * 


London after dark is a veritable fairyland with its 
tiny twinkling, ever changing colour, traffic lights. The 
man in the street is still cheerfully adjusting himself 
to war conditions. He may fail to understand the why 
and wherefore of war but finds it impossible to escape 
its reactions. He thinks and reacts to war conditions 
en masse. Economics and inflation of currency are 
mainly unknown quantities. Smilingly he accepts 
quotas, black-out regulations and promised rationing. 
It’s all part of the great adventure. 

~ * + 

This month only one magazine is to hand—Imperial 
News—the house organ of the Imperial Typewriter 
Company, Ltd., of Leicester. It contains a special mes- 
Sage to its overseas agents. It reminds them of the 
company’s present day difficulties. Shipping will be 


increasingly complicated, more forms and _ specifica- 
tions will have to be completed, but that they do not 
mind the additional work in their endeavours to main- 
tain their export business and the goodwill of their 
many friends overseas. It is customary to send Christ- 
mas greetings to their agents and while this year 
thoughts are naturally clouded, their message for the 
festive season is still one of good cheer and optimism 
accompanied with the sincere hope that 1940 may see 
a return to peace and better times. 


* * aa 


Universal Postal Frankers, Ltd. send us welcome 
news of increased business over the last month and 
adds that with the possibility of a shortage of office 
staff and the necessity to eliminate routine work, busi- 
ness organisations are bound to introduce labour sav- 
ing appliances of all types. They also include interest- 
ing news of their A. R. P. arrangements—trenches have 
been dug, fire and first aid squads have been formed, 
and their London salesmen took off their coats and 
willingly gave a hand with the sandbags. The one 
note of regret in the communication was that their 
managing director, Mr. G. V. Wynne-Jones, has had 
to postpone indefinitely his planned visit to New York. 


* * * 


The past chairmen of the Office Appliance Trades 
Association held their annual get-together a few days 
ago and received a cheery message from one of the 
absentees—W. H. Hartley of New York. Judging from 
the photograph which accompanied the letter, life in 
New York agrees with him—he figured with a catch 
of pike caught on a fishing holiday. 

The annual meeting of the O. A. T. A. was held on 
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THE NEW 
MIMEOGRAPH 91 AND 92 











want to meet you in your office... Both 


are brainy and brawny; both streamlined 






and willing ... They complete the modern 






Mimeograph family—all ready to go to 






work for business, school, govern- 






ment or institution. 














RE: Mimeograph 91: Price, lower middle. Looks, 
rich brown that won't show dust. Red accent, nickel 
trim. Power, motor or manual. Feed, automatic and 







expert. The Mimeograph distributor has many more 





features to show you. 






RE: Mimeograph 92: Price, upper middle. Capacity, 
500 sheets 20 lb. substance stock. Feed, automatic, with 
Fy important new lateral-vertical print adjustor. Many more 










highlights, too, plus all the other Mimeograph features offices 





have learned to know and love. improved and further refined. 


Phone the Mimeograph distributor in your city for Both stands shown, optional equipment. A. B. Dick Co., Chicago. 
a demonstration of these new Mimeograph models. 


NOTE: New Mimeograph interlayer available for Mimeograph 91 or 92 


MIMEOG RAPH is the trade mark of A. B. Dick Co., 


Chicago; registered in the U. S. Patent Office. 

















MEETINGS—CONVENTIONS—DINNERS 





CHICAGO U. E. F. STAFF ENJOYS 
VICTORY DINNER 

The entire sales, service and office forces of the 
Chicago branch of Underwood Elliott Fisher Company 
were treated to a “Victory Dinner” at the Morrison 
hotel October 27. The Chicago office was thus honored 
by winning the western district contest which was 
staged in September to commemorate the five mil- 
lionth Underwood typewriter. The banquet was do- 
nated by the home office of the company in New York. 

In the absence of Phil Sea of the Sundstrand add- 
ing machine division who had been selected as toast- 
master, B. B. Browne performed that function like an 
expert. He asked the employes who had been with 
the company more than thirty years to stand. Some 
seven or eight responded. Eighteen more were in- 
cluded in the group from twenty to thirty years. Most 
of the remainder were in the ten to twenty year clas- 
sification. The average length of employment is a 
tribute to the company and its policies. 

Many wires of congratulations were received from 
officers and heads of departments at New York and 
managers of offices in other cities. 

The following were called upon for brief remarks: 
Walter Kumpfer, representing the typewriter division; 
Jack Noonan of the service department; Walter Brandt 
of the adding machine division; Roy Schramm of the 
supplies division; Bob Youngren of the bookkeeping 
machine division, and Mrs. Henrietta Ryan, represent- 
ing the clerical department. 

Branch Manager H. T. McBrien 


received a great 


ovation when called upon for a brief talk. He ex- 





pressed his personal appreciation to the office for the 
excellent results achieved. Credit for the arrange- 
ments for the dinner he gave to a committee com- 
posed of N. J. Van Dyne, Harry Hynes and Joe Burton 

Western District Manager F. C. Snow was called 
upon. He congratulated Mr. McBrien, his assistants 
and all others in all divisions for their work in the 
September drive. He introduced W. F. Arnold, general 
sales manager. Mr. Arnold explained that it was espe- 
cially difficult for a large branch to carry off honors 
when competing with a number of smaller offices, 
since the larger group tends to average results, where- 
as a spurt by the salesmen in the relatively small 
office might produce a substantial increase in per- 
centage points. He was the company’s official host to 
the local group and was received royally 

Following Mr. Arnold’s remarks, F. E. Walters was 
called upon to talk about the Community Fund, in 
his capacity as vice-chairman of the office service 
committee in a campaign launched the first of the 
week. 

The Chicago meeting was typical of others, one be- 
ing held in each of the company’s major sales dis- 
tricts and each one attended by an official of the 
company. 

—- 
NEW ENGLAND TRAVELERS PARTY SET FOR 
DECEMBER 8 

With invitations sent out strictly to members oniy 
and all outsiders barred, the annual party of the New 
England Travelers Club will be held on December 8 at 
the University Club, Boston, Mass. 


McBRIEN ADDRESSES JU. E. F. BAN- 
QUETEERS.—Branch Manager H. T. Mc- 
Brien of the U. E. F. office addresses the 
assembled diners over a microphone. 
At extreme left and almost out of range 
of the flash is Western District Manager 
F. C. Snow. Next to him is W. F. Arnold, 
general sales manager. At the right of 
Mr. McBrien is Toastmaster B. B. Browne 
and, at extreme right, is Fred Schuelke, 
manager of the typewriter division. 





UNDERWOOD ELLIOTT FISHER COMPANY VICTORY DINNER AT CHICAGO 


DECEMBER, 1939 
69 





CORONA now offers the most complete line 
of superior portables—each model head and 
Pa shoulders above all competition in its price 
¥ class—each bearing obvious Corona hall- 
marks of modern design—each at prices 
which give maximum per dollar value. It 
looks like another Corona landslide! 


L C SMITH & CORONA TYPEWRITERS INC 
SYRACUSE NEW YORK 


THIS CHRISTMAS CASH IN ON CORONA! 





SUPER SPEED LC. SMITH 
MODEL ‘AR 


LOS ANGELES SMITH-CORONA DEALERS MEET 
NEW L. C. SMITH 


On October 12 L. C. Smith dealers and salesmen 
operating out of Los Angeles branch of L. C. Smith 
& Corona Typewriters Inc, gathered in the Hayward 
hotel for a sales meeting and introduction to the new 
Super-Speed model recently announced 

The event opened with an informal get-together, 
with Branch Manager C. J. Harris doing the honors 
and making the necessary introductions. After a lively 
half-hour Mr. Harris called the meeting to order and 
explained that the purpose of the gathering was to 
introduce those present to the new L. C. Smith Super- 
Speed model which occupied a place of honor in the 
hotel’s Blue Room, and was unveiled with appropriate 
ceremonies. 


°—-> 


FRANKEL ADDRESSES SQUARE CLUB 
Nathan Frankel, secretary to Mayor LaGuardia of 
New York City, was the guest of honor and principal 
speaker at a meeting of the Stationers Square Club 
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LOS ANGELES L. C. SMITH DEALERS 
AND SALESMEN GATHER IN THE HAY- 
WARD HOTEL TO FORMALLY MEET 
THE NEW L. C. SMITH SUPER-SPEED 
TYPEWRITER 


of Greater New York at the Governor Clinton hotel 
on November 16. Mr. Frankel, who spoke on “Sub- 
versive Movements in the City of New York,” received 
the enthusiastic thanks of the large number present 
for his speech. 
oe 
UNDERWOOD BRANCH AT PORTLAND, ORE., CELE- 
BRATES SALES VICTORY WITH DINNER 

Celebrating the winning of the Five Million Celebra- 
tion sales contest, officers and members of the Port- 
land, Ore., office of the Underwood Elliott Fisher Com- 
pany gathered for a banquet on the evening of October 
27. The branch attained a 196 per cent rating during 
the September contest. 

The entire local personnel, including representatives 
from Salem, Eugene, Medford, Klamath Falls, Marsh- 
field and outlying sub-branches and agencies, arrived 
in Portland for the event and were greeted by N. D. 
MacLeod, representing the general offices at New York, 
and W. M. Coffman, Pacific district manager, San 
Francisco. 

Among the guests of honor at the banquet were 
Mayor Joseph K. Carson of Portland, and Ross Mc- 
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PORTLAND (ORE.) U.E.F. BRANCH CELEBRATED WITH “VICTORY” DINNER ON OCTOBER 27 


(Top left) Ready to do justice to the banquet given 
members of the Portland office for winning the Pacific 
Coast sales contest. (Lower left) Ross McIntyre, presi- 
dent of the Portland Chamber of Commerce, presents 
a plate of Oregon apples to N. D. MacLeod, U.E-F. 
supply sales manager at New York, who represented 


the home office at the dinner. (Right) W. M. Coffman, 

Pacific district manager for U.E.F., explains to Mayor 

Joseph K. Carson, Mr. MacLeod and Mr. McIntyre the 

letter written on the giant Underwood relative to an 

occasion when a giant Columbia River salmon was 

served at Mr. Eylar’s farewell luncheon at the Penn- 
sylvania hotel in New York City. 
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Swings Open to 
Easier, Better, More 
Accessible Filing 




















A gate is an invitation to enter. Super-Filer 


drawer heads are hinged like a gate to invite access. 


A fence is an obstacle to progress. The rigid drawer head similarly 
impedes filing. That’s why it is easier to file in the 5 drawer 


GF Super-Filer than in any rigid front file. 


The extra filing space in a five drawer Super-Filer is 


the “Unseen Sixth Drawer’’ 


so welcomed by modern business. 
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The GF Super-Filer is based on time- 
tried principles and combines all of 
the four basic qualifications of filing: supported angle 


spread, compression, capacity and construction. 


The entire clear depth of the Super-Filer drawer is fileage 
...actual usable filing capacity ...made so by the fact 
that the necessary working space 1s added each time 
the drawer is opened... never 
subtracted from capacity as in 


the case of the rigid front file. 


FILES SELL BEST ON A 


Fileage BASIS—SELL 
Swix? 





ON THIS BASIS 





' THE GENERAL FIREPROOFING CO... Youngstown, Ohio- 
Products by GF: wera SBESES, ALUMINUM Game mwe, FELINGE- CABINETS, 


SAFES, STEEL SHELDWORE, STORAGE C ARP Ree FILING SUPPEIE’S 
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Intyre, president of the Portland Chamber of Com- 
merce. Following brief speeches by Messrs. Coffman, 
MacLeod and McIntyre formality was dispensed with 
and everybody settled down to enjoying an excellent 
dinner and participating in a general good time. 

During the evening Mr. McIntyre presented to Mr. 
MacLeod a plate of Oregon apples with appropriate 
remarks anent the unsurpassed quality of Oregon fruit. 
Not to be outdone by Portland courtesy and remem- 
bering San Francisco’s good name for hospitality, Mr. 
Coffman presented Mayor Carson with tickets to the 
East-West Shrine football game which is an annual 
New Year’s highlight of the Bay City’s celebration of 
the new year. 

o—= 
CANADIAN STATIONERS GO ON 
“RAID OF INSPECTION” 

Classifying their activities under the unusual name 
of “A Raid of Inspection,” a group of members of the 
Stationers’ Guild of Canada spent a pleasant day on 
October 18 making a study of the manufacture of 
paper. 

Under a program planned by Lawrence Beattie, On- 
tario district chairman of the Guild, the group met at 
St. Catherines and was escorted through the Alliance 
Paper Mills by competent guides. This trip required 
most of the afternoon and the visitors witnessed a 
series of interesting processes which are part of the 
every-day work of the large plant. 

In the evening they gathered at the Leonard hotel 
where, after an enoyable dinner, W. A. Cameron, chief 
chemist of the Alliance Paper Mills, gave an explana- 
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MEMBERS OF STATIONERS’ GUILD POSE FOR PICTURE 
AFTER ST. CATHERINES “RAID OF INSPECTION.” 


Nad 





tory talk on the processes witnessed by the group in 
the afternoon. Immediately following the address the 
visitors made another “raid” of inspection of the 
Bixby-Beattie store in the St. Catherines business dis- 
trict and then journeyed to the plant of the Ontario 
Paper Company at Thorald where they witnessed every 
process from “logs” to “rolls” in the manufacture of 
newsprint with deep interest 

Those who undertook the educational trip to the 
plants were: 

W. G. Jewill, W. N. Jones, J. R. Turnbull, E. T. Wat- 
son, Robert Duncan Company, Ltd.; H. J. Smith, R. C 
Webber Company; Wilf. Holmes, B. Baker, W. T 
Holmes, J. E. Mason, Cloke & Son, Ltd.; J. O'Dowd, 
J. O'Dowd & Company; W. Thomas, W. G. McAndrews, 
R. G. Dewdney, Buntin Gillies & Company; E. R. 
Crosthwaite, R. W. Jones, Victor Smith Company; W 
A. Spittal, Bixby-Beattie Company; H. P. Nichols, H. P 
Nichols & Son: L. F. Beattie, Bixby-Beattie Company: 
Fred Cloke, Cloke & Son, Ltd., and T. E. Davies 

<> 
STATIONERS EXHIBIT IN SEATTLE SHOW 

Exhibits spread throughout the Spanish Lounge and 
the Olympic Bow] of the Hotel Olympic, Seattle, Wash.., 
last month, featured numerous educational stationery 
and office appliance displays at the tenth annual prod- 
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ucts night of the Purchasing Agents Association of 
Washington, the buyers of big business in Washington, 
representatives of heavy purchasers of office equip- 
ment throughout the state. 

Before the “proper authorities’—the purchasing 
agents—a masterful exhibit was set up by the Lowman 
& Hanford Company of Seattle, as well as by the 
Pacific Coast Stamp Works of the same city; North- 
west Envelope Manufacturing Company; the Time 
Equipment Company; Royal Typewriter Company, 
Inc’s Seattle branch; International Business Machines 
Corporation; the H&M Ribbon and Carbon Company 
of Seattle; the Desk Exchange Corporation; Biggs Com- 
pany of Seattle; Monroe Calculating Machine Com- 
pany; General Pencil Company; Ditto Sales & Service, 
and two exhibits of Wayne M. Haines, the Vari-Typer 
representative at Seattle. 

Counting about 1200 visitors to the parade of prod- 
ucts, the purchasing agents pronounced the November 
event as the most interestingly diversified and success- 
ful show which the association has ever staged. Pur- 
chasing agents from a large number of western Wash- 
ington communities attended, with out-of-town guests 
including Albert Baker, of Vancouver, B. C., president 
of the Purchasing Agents Association of British Co- 
lumbia, and William Ker, also of Vancouver, a director 
of the British Columbia association. 

More than 600 purchasing agents and their friends 
attended the banquet in the evening at which the Hon. 
Arthur B. Langlie, mayor of Seattle, was a principal 
speaker, a'ong with James W. Spangler, vice-president 
of the Seattle-First National Bank. 

Outstanding at the show were the numerous displays 
of the aforementioned stationery and office equipment 
concerns, manned by some of the best salesmen and 
representatives of those companies. A special program 
for the entire event was rigged up spectacularly to 
introduce “The Modern Trend,” with an artistic fron- 
tispiece. 

Copy for this program was prepared on the Vari- 
Typer composing machine by Mr. Haines, while it was 
Mimeographed in handsome and modern style on the 
new model 92 Mimeograph duplicator by the Lowman 
& Hanford Company, whose expert operators used 
Mimeogravh stencils and Mimeograph insets on 
Mimeocraft Vellum stock to produce an attractive 
effect. 

And all the purchasing agents were informed 
through the program itself that the L. & H. stationery 
house “can prepare this kind of copy in your own 
office. We'll prove it to you at our display in the 
O’ympic Booth.”—CML 

> 
EVERLY ADDRESSES NEW YORK OFFICE 
EQUIPMENT DEALERS 

With President R. S. Fowler. of the Macey-Fowler 
Company, presiding and a good crowd in attendance. 
the monthly dinner of the New York Office Equipment 
Dealers Dinner Club was held in the Hotel White on 
November 1. 

After Secretary B. H. Nemlich read the minutes of 
the previous meeting there was a general discussion 
of matters of interest including an active individual 
participation in a movement to increase membership 
Following this President Fowler introduced C. H. 
Everly, of OFrricE APPLIANCES, who spoke on “Intelligent 
Cooperation Through Association Activities.” 

The speaker pointed out that the strength of any 
association depends on the character and standing of 
its membership. He touched on the reluctance of the 
average dealer to do the things necessary to overcome 
present day conditions. 

“There is a failure to study real needs,” the speaker 
told his listeners. ‘“‘Too frequently the interest in mak- 
ing the sale is allowed to overcome the interest in fol- 
lowing proper trade practices. Take advantage of the 
opportunity in the development of enthusiastic sales 
promotion because fifty per cent of sales made are of 
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NEVA-CLOG now offers a dependable Stapling Plier that will 
deliver either a temporary (spread), or a permanent (clinched) 
staple. 

The anvil is easily and quickly set at either desired position by 
slight pressure on a button in the base of the lower jaw. It is 
simple and fool proof, and remarkably efficient. 


This new NEVA-CLOG J-60 fills the demand in many offices for a 
temporary fastening device which is practical, efficient, portable 
and durable. 





A rugged, powerful Stapling Machine with 4 to 1 leverage. Will 
fasten all materials that the staple will penetrate without bending. 
Particularly designed for production work and hard usage, but can 
be used for any stapling operation within its capacity. Delivers a 
strong sharpened staple and clinches it securely even in light 
material. Clog-proof so that it will give constant production. Easily 
and quickly loaded with NEVA-CLOG A-1000 or L-1000 Staples. 
Guaranteed. 


NEVA-CLOG 


DUCTION 


STAPLING MACHINES 


have many uses in offices, stores, shipping rooms, warehouses, 
manufacturing plants, greenhouses, dry cleaning establishments, 
laundries; from fastening correspondence to assembly operations 
in manufacturing. 








Light in weight, yet rugged. Requires but little space and can be 
put into the desk drawer or pocket when not in use. Indispensable 
for vertical filing or for attaching material to a permanent card. 
Uses DJ-340 NEVA-CLOG Staples. 





For heavy duty and for fastening of tough materials, this machine 
uses a broad flat staple. Fastens such materials as fibre, softwood 
baskets, veneer wood, leather and belting. Used for sealing heavy 
paper or cloth bags, packages of corrugated board, and similar 
difficult operations. 


Features: Powerful leverage, durable, fool-proof. Staples used: 


NEVA-CLOG B-%« 


Colorful, sales-impelling displays, folders, and blotters GRATIS, help 


you increase your profit and maintain turnover. 





Write. 
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WINNERS 


have good legs. Winning with Hectograph 
Ribbons, too, means better running—more 
ink-mileage, more WORD-mileage, more 
copies you can read. INK CONTROL holds 
the record because it holds the ink. 











Ink Control 


HECTOGRAPH 
RIBBON 


better ink..more of it..when you want it 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of PANAMA and BEAVER 
HECTOGRAPH CARBON PAPERS 


188 THIRD AVENUE * BROOKLYN, N. Y. 
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demand creation and not just brought about because 
of a conscious need. If sales are lost, study the matter 
and learn why they were lost. Don’t just accept the 
loss and forget it. 

“Regardless of conditions in 1939 there is no law 
against selling today any more than in 1929. The con- 
dition is simply a challenge to your ability. If you fail 
to meet the challenge you fail in sales ability, for 
someone will supply the needs and there will be sales 
made by each of you in direct proportion to the in- 
tensity of your determination to sell.” 

Mr. Everly said the primary work of an association 
of competitors is to find the means to permit com- 
petitors to lawfully safeguard their business. It is the 
duty of the association to find the means to establish 
practices which will constitute a basis for sound and 
legal competition among its members. This basis can 
be established in sound, intelligent and legislative con- 
trol of the members in the group. 

The speaker declared that the greatest single men- 
ace in this present highly-competitive day is lack of 
intelligent management. The cure, he said, is funda- 
mentally educational and consists of substituting in- 
telligent for unintelligent action. 

“Your association can act as a central clearing house 
for the exchange of ideas and knowledge. It can fur- 
nish every member with a composite viewpoint backed 
by knowledge of the mutual dependence of each busi- 
ness upon the other. A trade association can take the 
initiative and establish self-government of business, 
making its own rules of business conduct subject to 
the approval of the Federal Trade Commission.” 

In closing, the speaker urged that those present look 
among their own men for methods, ideas and prac- 
tices which are sound and will work, and covering such 
factors as missionary calls, follow-up calls, new cus- 


tomers, servicing and like elements. 
a 


BILL KENNEDY TALKS TO CHICAGO 
TYPEWRITER MEN 

At the regular meeting of the Chicago Typewriter 
Dealers Association, held in the Sherman hotel Tues- 
day evening, November 14, W. J. Kennedy of the 
American Writing Machine Company, was present as 
a guest speaker. About thirty-five were in attendance 
to participate in the meeting and codperate in the 
consumption of liquid refreshments furnished by Mr. 
Kennedy. 

Another guest present was Douglas Doolittle of the 
advertising agency, Salesvertising. Mr. Doolittle spoke 
briefly but effectively on the subject of “Cooperative 
Advertising” which had been the topic of discussion 
for some time following the dinner. 

After the handling of routine business matters, 
President Jessogne called upon Mr. Kennedy to pre- 
sent his talk on “Better Merchandise and Better 
Merchandising.” He prefaced his remarks by pointing 
out that he has given special attention to the subject 
for thirty-five years. For thirty-two years of that 
period he was in the business of retailing new type- 
writers. For the last several he has directed a corps 
of salesmen selling rebuilt standard machines. 

Pointing out that substantial profits are what all 
retailers are after, Mr. Kennedy hastened to say that 
another highly important factor is a satisfied clientele. 
Profits and satisfied customers must go hand in hand. 

In the typewriter market there are three general 
classes of prospects—One, normal buyers of used 
machines; two, normal buyers of new machines, and 
three, a small group who buy used machines if they 
can be convinced that the service secured will closely 
parallel that of new machines. New machine buyers 
represent four-fifths of the total. The average buyer 
of second-hand machines is interested only in price. 
It is with the other group that the most profitable 
and enduring business can be built. If a used ma- 
chine can be offered on a guarantee of user satisfac- 
tion, this type of buyer will be interested. He wants 
to economize, but he also wants assurance of quality 
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FATIGUE HASN'T A CHANCE 


Sikes Offers You All-Day Comfort 





NOT 
THIS? 


EXTREMELY 
UNCOMFORTABLE 
When Leaning 
Back in This Chair 








NOR 
THIS! 


ALSO 
UNCOMFORTABLE 
When Leaning Back 
in This Chair. 
Feet Off the Floor 











BUT 


THIS ! COMFORTABLE 
When Leaning Back in This Sikes Chair 


COMPLETELY 


with the 


FIXED-FLOATING SEAT 


U.S. PATENT NO. 1909018 
















Who can be comfortable when leaning back in 
a chair (at left) where the seat remains rigid and 
only the back tilts? This "slouch" places an im- 


mediate strain on back and neck muscles. 


And certainly no one can relax with comfort when 
leaning back in a chair (at left) which permits your feet 
to fly off the floor . . . because the seat and back tilt 
together in the same degree. This causes pressure 
on the underside of the knees, impeding circulation 


and irritating nerve centers. 





When you lean back in a 
SIKES chair with the “Fixed 
Floating Seat’, the back and 
seat tilt together but the front 
of seat does not rise perceptibly 

. thus allowing your feet to 
remain on the floor. 














with the "FIXED FLOATING SEAT” 





Fight fatigue . .. sell all-day comfort! You can do 








it with the Sikes Patented ''Fixed-Floating Seat"’. 
Available in a range of executive posture chairs,— 


you will find business and professional men ready 


to listen . . . and 
ready to try out this 
revolutionary im- 


provement. 


Write for complete 
descriptive literature. 
Have you our latest 


catalog . . . No. 20? 





X73SE-3 





TRES COMPANY 0 


BUSINESS CHAIR MANUFACTURERS 


BUFFALO NEW YORK 
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Mr. Dealer: 


The Meilink Line Is the 
“Complete Dealers’ Line”’ 


All practical sizes of Underwriters "A" and ''B" Labeled | 


Safes and the most complete line of One Hour Safes, 
Security Chests, Safe Drawers and many other protective 
items built. 








WHY MEILINK IS YOUR 
SAFE LINE 


@ No Factory Competition. 


@ All Inquiries Referred to Dealers. 
@ Personal Assistance. 
@ Interior Planning Department. 
@ Direct Mail Campaign Aids. 
@ Engineering Department Service. 
@ Simplified Catalog—Easier Sales. 

Write Today for Full Information and Catalogs 


MEILINK STEEL SAFE CO. 


TOLEDO, OHIO 


CHICAGO NEW YORK 


_ November 10. 


| paraphrased to “Job Insurance for the buyer.” 





OFFICE APPLIANCES 


such as can be given him through a factory guarantee. 
In conclusion, Mr. Kennedy alluded to a number 


of his experiences in selling rebuilt machines. 
9 


SOUTHALL ADDRESSES TORONTO STATIONERS 

H. L. Southall, managing editor, business newspaper 
division of the McLean Publishing Company, Ltd., was 
the guest of honor and principal speaker at a meeting 
of the Toronto Stationers Association on November 9. 

Mr. Southall chose for his subject “Watch That Last 
Step” and applied the thought to the securing of 
proper returns on business despite the fact that “we 
have entered a higher cost era” and that the “speed of 








H. L. SOUTHALL 


ascent” was rather noticeable due to unsettled world 
conditions. 

During his speech Mr. Southall emphasized the fol- 
lowing points: a conservative pricing and buying policy 
is desirable; prices should not be advanced beyond a 
reasonable and just return or the ability of the gen- 
eral user to buy; speculation in merchandise should 
be avoided; waste should be eliminated; public rela- 
tions should be improved, and business promotion 
should be maintained. 


— 0 tt 


CHICAGO OFFICE APPLIANCE MEN HEAR 
TRONSKY OF GOLDBLATT BROTHERS 


S. Tronsky, controller of Goldblatt Brothers, Inc., 
department store operators in Chicago, addressed the 
Office Appliance Managers Club on the evening of 
His topic was “Comments and Sug- 
gestions from an Office Appliance Buyer,’ which he 
His 


| first rule, he stated, is to see any office equipment 


salesman who calls between ten and eleven any day 
except Saturday. He would like to spend more time 


| with them but because of the pressure of his duties 


he cannot. The office equipment buyer, he Says, 
should treat salesmen kindly—treat them as he him- 
self would like to be treated. Relating his own ex- 
perience, he said that ten years ago he was practically 
swamped with the details of his department. He 
began to investigate equipment and soon was able 
to make substantial savings because of equipment 
installed. New machines, he stated, paid for them- 
selves in a year, and from then on produced annual 
net savings. Savings totalling $100,000 a year have 


| been effected. 


| but 


Referring to job insurance, he said that any good 
accountant is a good historian. He can record figures, 
he has plenty of competition for his position. 
The accountant who will effect savings by adopting 
efficient machines and systems has genuine job in- 
surance. If he is office equipment minded, the man- 
agement will place real value on him. If out of 
employment, his record will help in making a new 
connection. He should be in a position to command 
an attractive income. The salesman, he stated, should 
try to impress on the buyer the real value of hearing 
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SEEING CLEAR THROUGH 
TO GREATER PROFITS 


Winning its way through sheer 
ability, Texcel, the famous 
transparent, pressure sensitive 
adhesive tape is increasing sales 
and profits. 


MOISTENING dian wane Lj ; 
REQUIRED excel sticks tight instantly 


ADHERES INSTANTLY without moistening and is popu- 
lar in the trade because of its 
innumerable uses in industries, 
MADE IN U.S.A offices, stores, homes, libraries, 
INDUSTRIAL TAPE drafting rooms, art departments, 
CORPORATION 1 
NEW BRUNSWICK, NJ schools, ete. 
Texcel Tape and Dispenser are 
an unbeatable combination. Let 
them bring home the bacon for 
vou. 





as 


TWO SIZES TEXCEL DISPENSERS ROLL 


THAT SELL OUT ADDITIONAL PROFITS 
ON SIGHT 


Texcel for Ten Cents. 


For Commercial and Office 
Use. Convenient and rapid 
means for unwinding and cut- 
Texcel with individual cutters ting Texcel Tape. 


for 25c. 











No. 1—Commer 
cial Use. (Holds 


;oth sizes are packed in attrac st 
nee areenenn 2592” rolls). 








tive counter display boxes. 

No. 2—Office Use. 

a (Holds 1296” and 

792” rolls). 

Complete range of the popular a 

sizes. Samples and prices on re- 
quest. 


INDUSTRIAL TAPE CORPORATION 





CHICAGO, ILL. ° NEW BRUNSWICK, N. J. ° SAN FRANCISCO, CAL. 
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THE JASPER CHAIR CO. cat- 
alog describes an extensive 
line — leather upholstered, 
all wood executive, library, 
school, courtroom and correct 
posture chairs. Sent on _ re- 


quest. 


Chav. Company 


80 
of an Office Furniture Dp U R C KH A S F. 
More often it’s the “eye for value” rather than any immediate 
need that buys new office furniture. It’s your interesting and 
colorful display; it’s the desire for an impressively furnished 
office, of a rich character that suggests to the visitor a progres- 
sive and alert organization that welcomes the seeker of better 
business relationships. 
JASPER CHAIR CO. Leather Upholstered Chairs are genuine 
quality: genuine Eagle-Ottawa leather upholstery, genuine wal- 
nut woods, genuine Collier-Keyworth irons on pedestal chairs. 
genuine life time craftsmanship with wide range of styles and 
colors. They have preference reasons aplenty to stimulate the 
buying urge. Use them to guide your prospects to dependable 
purchases. Even a minimum display will bring you many in- 
quiries. An ample showing will demonstrate its power in your 
account books. 
JASPER, INDIANA 
REPRESENTATIVES 
Geo. A. Litchfield, Sales Mer. 
| W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) E. 
6708 Glenwood Ave., Chicago 105 Orpheum Bldg 905 Fifth Ave., New York, 3004 Mountain 
(Phone ROGers Park 3644) Seattle, Wash ae Birmingham, 


(Southwest) James S. Fowls, (Southern) 
, Apt. No. 2 3414 Euclid Heights Blvd 


la. Cleveland, Ohio 
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the story of modern office appliances. The salesman 
is in a position to counsel and to help the buyer in 
numerous ways, including the showing of results of 
his equipment in other installations. Job insurance 
is the reward of the buyer who treats the salesman 
as his equal, listens to his message with an open mind 
and adopts useful ideas. 

James P. Stewart of W. S. Gilkey Printing Com- 
pany, president of the club, was in charge of the 
meeting. J. B. Ward, chairman of the program com- 
mittee, introduced Mr. Tronsky. H. F. Ronan of Rem- 
ington Rand Inc., was introduced as a new member. 

aii, 

KANSAS BOOK DEALERS MEETING DATE SET 

The twenty-fourth annual convention of the Kan- 
sas Book Dealers Association will be held at Topeka, 
Kan., on February 18, 19 and 20. Headquarters will be 
in the Hotel Kansan. 

As in previous years the convention will include 4 
display of manufacturers’ products which, judging by 
advance requests for space, promises to be a large 
showing. The display space, which is furnished free 
by the association, consists of an eight-by-three foot 
table, the tables being arranged around the outside 
walls of the main convention rooms. Requests for 
reservations of space should be mailed to Association 
President Phil M. Anderson, Box 187, Newton, Kan. 





— o—= eo 
SMITH-CORONA INDIANAPOLIS BRANCH LEADS 
IN SALES 


L. C. Smith & Corona Typewriters Inc, recently 
entertained dealers from Indiana and Illinois at a 
luncheon in the Indianapolis Athletic Club. S. G. 
Garvey, manager of the Indianapolis branch, had 
charge of the meeting, which included slides showing 
fall advertising plans. The Indiana branch office led 
the entire country in Corona sales in June, 1939, and 
ranked fourth in the country in sales for the first 
six months of the year—EB 
DATE SET FOR NORTHWEST STATIONERS DINNER 

The twenty-third annual dinner of the Northwest 
Stationers Association will be held on February 1 at 
the Nicollet hotel, Minneapolis, Minn., according to 
announcement made last month. An invitation has 
been extended to all manufacturers and representa- 
tives as well as dealers in the seventh district with 
the promise that everyone will be assured a good time. 
A committee in charge consists of Sterley Jerue, Ed 
Hanson and Arthur Grayston. 

- oi ~ 
ROYAL DEALERS MEET AT INDIANAPOLIS 

Royal typewriter dealers in Indianapolis and other 
Indiana cities recently were guests at a luncheon at 
the Indianapolis Athletic Club and heard a detailed 
outline of a new fall advertising campaign as pre- 
sented by Ben Teck, division representative, and Walter 
Teer, Indianapolis manager. Dealers were present from 
Indianapolis, Anderson, Columbus, Muncie, Richmond, 
Terre Haute and Vincennes.—EB 

et 0 
DINNER TO SONNENBERG WILL SYMBOLIZE 
STATIONERY INDUSTRY’S INTER- 
FAITH COOPERATION 

A dinner in honor of Louis Sonnenberg, founder and 
president of the Manhattan Stationery Company, one 
of the leading firms of its kind in the country, is being 
planned by a group of leaders in the stationery field 
to serve as a Symbol of the tolerance and interfaith 
good-will that obtains throughout the industry, it was 
learned last month. With the proceeds going to char- 
ity, the gala event, a dinner-dance at the Hotel Astor 
taking place on January 9, 1940, will commemorate 
through Mr. Sonnenberg’s celebration of his comple- 
tion of twenty years in stationery, the many forward 
steps that have been taken by the industry since the 
early years of the century. 

It will be the first time that the stationers of New 
York City have ever united to honor one of their own 
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A New Way to Order Roughs 
from Your Wholesaler 


When buying “roughs” from your wholesaler insist on 
them being “Amesway Processed” because it— 


1. Eliminates the old time-wasting cestly need for 
your having to scrub, wash, clean, oil and dry. 


2. Does not disturb the original factory adjustments, 
or the action in any way whatsoever. 


3. No more “Headache-causing” dismantling, with its 
breakage and lossage. 


4. Makes Big Saving—by cutting down “Guarantee” 
call backs. 


On your next order, specify “Amesway Processed” 
Roughs. 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


Home Office: 564 West Randolph Street 


Chicago, Illinois 
Telephone Franklin 1946 


Foreign Offices 


and Branches: ENGLAND, Longs, Ltd., 80 Queen Street 
London, E. C. 4., England 
Tel.—City 1621 
MEXICO—L. Gomez, Jesus Carranza No. 28 
Mexico City, D. F. Mexico 
Tel.—Eric 6-67-46 


ATLANTA—11 Pryor Street 
Tel.—Walnut 2443 
DALLAS— 206 Lane Street 
Tel.—2-8894 
NEW YORK CITY—37 Marray Street 
Tel.—Barclay 7-2191 
SAN FRANCISCO—583 Market Street 
Tel.—Garfield 1264 


Branches 


Offices and Agents 


Minneapolis—Precision Piaten Co. 
126 South Third Street 
Tel.—B8.R. 6482 


Boston—Ames Supply Agency 
136 Federal Street 
Tel.—Hubbard 6895 


New Orleans—Peter Pau! Mech. Ser. 
S09 St. Charlies Street 
Te!l.—Magnolia 1205 


Cincinnati—Peter Paul Service 
808 Main Street 
Tel.—Parkway 0866 


Philadetphia—Liberty Typewriter Co. 
132 South lith St. 
Tel.—KIN. O417 


Cleveland—Typewriter & Supply Co. 
1006 Superior Ave., N. E. 
Tel.—Main 0136 


Denver—J. S. Stah! & Co Pittsburgh—Standard Typewriter Co. 
926 Seventeenth St 129 Fifth Avenue 
Tel.—Main 1024 Tel.—Atlantic 0342 

St. Louis—Fletcher Typewriter Co 
806 Pine Street 
Tel.—Main 0843 


Detroit—John J. Mooney Co 
169 W. Jefferson Street 
Tel.—Cherry 0355 


Seattie—Seattie Platen Mfg. Co. 
91 Spring Street 
Tel.—€.L. 1576 


Indianapolis—King Typewriter Exch 
207 Massachusetts Ave 
Tel.—Lincoin 9470 


Washington—General Typewriter Co. 
806 F. Street. N. W 
Tel.—NA. 2249 


Los Angeles—Ames Supply Agency 
524 S. Spring Street o.c 
Tel.—Michigan 0259 
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Now ...as you 


near the start 





.. ~ *& of a New Year... 


PLAY sANTA 
TU YOURSELF 











JUST a few more days—and 1940 will be here... 
Start New Year right! Be ready to offer a line of 
office furniture that will give your customers more 
for their money. Tie up with a line of desks that 
will give you a steadier year-round volume, and 
bigger net profits . . . Right now—before the year 
ends—play Santa Claus to yourself! Do yourself 
a favor! Find out about Imperial’s attractive fran- 
chise for your territory . . . Write today for the 
new 1940 catalog and complete details of Im- 


perial’s great new line. 


To our many friends in the office furniture 
and stationery business—best wishes for a 
Merry Christmas and a Happy New Year 


from the entire Imperial organization. 


stepecial 


DESh COMPANY 


EVANSVILLE, INDIANA 


No. 4065—This 60-inch all-Walnut desk from 
the popular, fast-selling “‘Island-Aire” group is 
typical of the outstanding values in Imperial’s 
new line for 1940. 
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leaders in behalf of a famous national charity, and 
the entire industry, manufacturers, wholesalers and 
retailers will participate. About 1000 are expected to 
attend through the organizing efforts of Catholic, 
Protestant and Jewish leaders in all branches of the 
stationery business. On the dais of honor, on either 
side of Mr. Sonnenberg, will sit high officials and lay- 
men representing New York City’s civic and social 
leadership. 

Edward F. Dooley, of the Wilson-Jones Company, 
and Harry Tehan, of Charles M. Higgins & Company, 
Inc., co-chairmen of the event, declared that tolerance 
and interfaith cooperation will be the dominant key- 
note of the celebration. The beneficiary is the out- 
standing interfaith philanthropy in the country, they 
explained, the National Jewish hospital at Denver, pio- 
neer national non-sectarian institution for the free 
care of the tuberculous poor. 

“We feel that this famous philanthropy, which bene- 
fits the tuberculous poor at no cost with no questions 
asked as to religious denomination, is symbolic of the 
good-will and codperation that has always existed 
within our own industry,” declared Eberhard Faber, 
beloved dean of New York City’s stationers, who is 
honorary chairman of the dinner. “Although the in- 
stitution was founded by Jews, and is largely supported 
by them, more than forty per cent of the patients it 
cares for are Catholics and Protestants. And we in 
New York have a particular interest in this hospital 
2000 miles away in Denver, for our city supplies one- 
third of its patients, the rest coming from all corners 
of the land.” 

Leaders in stationery of every faith and creed, in 
keeping with this spirit, have constituted themselves 
the organizing and sponsoring committee for the Son- 
nenberg dinner. They include: Eberhard Faber, hon- 
orary chairman; Edward F. Dooley and Harry Tehan, 
co-chairmen; vice-chairmen: Dwight N. Briggs, Sun 
Rubber Company; Louis M. Brown, Eberhard Faber 
Pencil Company; J. W. Tamany, Boorum & Pease Com- 
pany; L. H. Tavernier, Fulton Specialty Company; 
treasurer, Louis Caracci, Nor-Wood Company, Inc. 
Executive committee: John R. Tuite, Manhattan Sta- 
tionery Company, chairman; A. C. Barnby, Atlas Sta- 
tionery Company; Paul B. Buckwalter, National Blank 
Book Company; Henry Frank, Henry Frank, Inc.; 
Aaron Gottlieb, L. Gottlieb & Son; H. B. Hosmer, H. B. 
Hosmer, Inc.; John A. Howe, F. W. Anderson & Com- 
pany; Benjamin Josephson, Josephson Manufacturing 
Company; Abraham Kasman, Excelsior Stationery 
Company; Abraham Krentz, Manhattan Stationery 
Company; Irving Kremsdorf, Guide System & Supply 
Company; Irving M. Levy, Art Steel Company, Inc.; 
Sam Libien, Libien Press, Inc.; Joshua Meier, Joshua 
Meier Company; Gerard Nolan, American Pencil Com- 
pany; John O’Brien, J. J. O’Brien & Son; Andrew Paff, 
Joseph Dixon Crucible Company; Herman Price, Eagle 
Pencil Company; Benjamin Robbins, Robbins Station- 
ery Company; Benjamin Sanders, Russia Cement Com- 
pany; Howard S. Sanders, Stationers & Publishers 
Board of Trade; Jack Walder, Boorum & Pease Com- 
pany; Adolph Werwa, Specialty Ink Company. 

It will be a couple affair and there will be no further 
solicitation of funds at the dinner, co-Chairmen Dooley 
and Tehan said. Tickets will be sold at $10 per plate, 
and this price will include the contribution to inter- 


faith charity. They may be obtained from any mem- 


ber of the committee. 

“Our purpose is to have an event in honor of one of 
our own, representative of all stationery in his ster- 
ling qualities, and to uphold through non-sectarian 
charity the ideals that have motivated the industry 
for many years,” they declared. “The National Jewish 
hospital at Denver is a most suitable institution to 
symbolize these ideals of cooperation among men of 
good-will, and we are happy to choose it as the bene- 
ficiary of the stationery industry’s activities in social 
welfare.” 
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The stacking arrangement on the 
new Se steel card index cabi- 
nets is new and positive. Really 
holds the cabinets in line—‘‘no 
side or end sway”. If you want 
a steel card index cabinet that 
is quality thru and thru and 


one that will sell, be sure to add 





THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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You can offer your customers a Steel Front, 
Solidly Constructed Fibre Board Transfer Case 


in the new SlE& 


The shell is made from extra strong corrugated fibre board, plus 
an inside reinforcing steel frame and outside square steel collar, 
thereby doubly reinforcing front of shell. Also a double lined 
board that fits into back of; shell to square up and strengthen 
the back of each case. Extension tape keep cases in align- 
ment at back, and metal locking pins hold cases in alignment 
at front. Metal U shaped staples also furnished, when 
requested, for attaching to front top of two stacks to prevent 
separation between stacks. The drawers are also made from 
extra strong corrugated fibre board, metal stitched on sides, metal 
reinforced along two top edges to strengthen and keep drawer 
sides in alignment. The steel front makes the Super Wizard 


drawers strong and durable. Letter size only. Ask to see sample. 


No. 55S91 No. 55SG91 


Buff with Green Front Exterior All Green 


Monroe ff CL * Michigan 





AS La tee Seen AREA SE PAN! PEE TEAS AK PES POR TS 

















| 





[OREN 


























If your customers want steel 
desk letter trays, you can show 
them the new #2 steel tray 


and know they are going to be 





satisfied. No rough edges, no 
sharp corners, corrugated bottoms 
and nicely finished in olive green 


baked enamel. You’ll like the new 





THE WEIS MANUFACTURING COMPANY 


MONROE, MICHIGAN 
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MILWAUKEE “OLD-TIME” TYPEWRITER MEN HOLD 
FIRST ANNUAL DINNER 

A gathering of the clan of old-time typewriter men 

was held on November 14, when the Milwaukee Type- 

writer & Office Machine Dealers Association staged 


its first annual “Old-Timers’ Dinner” at the Cudworth 


post of the American Legion. 

And for a gathering of “old-timers” an onlooker 
never saw sO Many youngsters in his life. Old in point 
of service they may be, but that’s as far as anyone 
could have gone without risking an argument. 

For instance, there was Edwin A. Scheibe, in service 
since May of 1893, and therefore able to chalk up a 
record of forty-six summers and winters. Today he 
works for Remington Rand, Inc., but when he went 
to work it was called Wyckoff, Seamans & Benedict. 
His experiences as told at the dinner were illuminat- 
ing, amusing and interesting to the fifty-eight present, 
twenty of whom could boast of twenty years in service 
themselves. 

Ed. Haven, a youngster who started in 1882 in the 
sales end of the industry, was another amusing 
speaker whose reminiscences brought back memories 
of the good old days to many of his listeners. He 
recalled that for some time after the advent of the 
“writing machine” there developed an intense though 
short-lived prejudice against the typewriter on the 
grounds that it was “improper” and “impolite” to sub- 
stitute the printed word for the flowing Spencerian 
penmanship of the era. No legal counselor could pos- 
sibly dispatch a piece of printing to a client. Nor, 
obviously, could the other businessmen of the period. 

But the absurdity of the prejudice died a natural 
death, when the obvious advantages of the typewriter 
were realized, and quickly passed out of existence. And, 
with its passing, the typewriter became an accepted 
piece of office equipment. 

A number of guests thoroughly enjoyed the evening 
and took an enthusiastic part in proving the term 
“old-timer” a misnomer. James Ward, Sr., of the 
Reliable Typewriter & Adding Machine Corporation, 
Chicago, was guest speaker, and proved himself one 
of the youngest old-timers in the room. Other guests 
were Al Hug, Joe Burton, W. K. Davis, all of Chicago; 
Arthur Henderson of Allen-Wales, and Mr. Pomeroy, 
of Racine, Wis. Alderman John Dietz of Milwaukee, 
who possesses one of the finest collections of old type- 
writers in the world, was the guest of Association 
President J. O. Waedekin and gave an interesting talk 
on the subject of obsolete machines. 

Those present in the role of honor guests (twenty 
or more years of service) were: 

Edwin A. Scheibe, J. Wilbur Spinney, Gustaf Swen- 
son, I. Mercurio, F. Jonathas, W. E. Gardien, G. H. 
Duke, Henry Gemoll, John Kropidlowski, Mr. Kroenke, 
John Rebholz, Charles Fleming, Charles Krueger, 
Joseph E. Kropidlowski, Walter Lemke, N. A. Seidlitz, 
T. F. McCusker, Richard Gebhard, R. Miller, E. Koep- 
sell. 

R. C. Roerch, J. O. Waedekin, G. Anderson, E. H. 
Jones, W. Jacobs, E. W. Doepke, L. O. Lucht, H. A. 
Franke, Ed. Maurer, R. C. Tatreany, A. R. Tesch, H. 
M. Walmsley, Frank P. Riewer, Ed. Schmidt and Basil 
Teeter. 

After the party broke up—almost at midnight—those 
present voiced an enthusiastic vote of thanks to Presi- 
dent Waedekin and T. J. Terwelp, the two men who 
made all the arrangements and successfully staged the 
event. 

—- 


N. Y. MACHINE DEALERS CHOOSE 1940 OFFICERS 
At a meeting held November 9 at the Hotel New 
Yorker a nominating committee’s report was read 
and accepted by the New York Office Machine Dealers 
Association. Those who will head the organization 
during 1940 are: 
President, John A. LaHiff, J. E. Albright & Com- 





NO CURL 


IN 
€EN-=TR=-KOTED 
CARBON PAPER 


CEN-TR-KOTED is UNCOATED ALONG 
THE EDGES! This ingenious feature pre- 
vents “curling” and insures finer, cleaner 
copies! CEN-TR-KOTED lasts extra-long, 
too, because it’s made with special for- 
mula ink and because it’s so rigidly in- 
spected at the factory for perfect uni- 
formity! 























Send for our helpful booklet “Car- 
bon Paper Facts.” It will be sent 


to you free on request and will 
ive you many informative facts 











An Exclusive Agency on Grand 
Prize Carbons and Ribbons in your 
city is a sure step toward greater 
profits. Write for our dealer prop- 
osition booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 

















MODEL NO. 5060 














FRONT VIEW, 
MODEL ABOVE 





MODEL NO. 5060T 


MODEL NO. 5043WR 


» ® 
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Presenting WRITE TODAY FOR BOOKLET 


It tells the complete story of the most 
amazing desk ever offered. The busi- 
ness world has given the ADMINISTOR 
its enthusiastic approval. A dealer 
franchise may be open in your territory. 
It is doubtful whether at any time in 
history your opportunity or ours has 
been more magnificent. 





MODEL NO. 5046TL (or TR) 





SECURITY STEEL EQUIPMENT 
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DUPLI-KNEESPACE SECRA-TYPE-FILE 





SMOOTHED DRAWER SIDES 


CORPORATION: AVENEL: NEW JERSEY 






























easton! 


Offer Your Customers 








MANUAL of the New 
RECORD STORAG 
PRACTICE Valuable 





“MANUAL OF 
RECORD-STORAGE 
PRACTICE” 








\. me: 





Tells how long various 
records should be kept. Shows how to keep 
all records readily available. An authoritative 
national survey and guide. 


Display this Manual 


with your Storage Filing Equipment. 


Supply Your Salesmen 


with the “Manual” as an effective 
approach to your best customers. 


Bankers Box Co., compilers of ‘‘Manual 
of Record Storage Practice,’’ will supply 
a limited quantity to qualified dealers 
with their imprint, free of charge. But— 
get your request in early—write us today! 


FURNISHED 


Gree! 






i 

coM New 3-color sales catalog on Liberty 
Storage Boxes, STAX ON STEEL 

Transfer File, Liberty Permanent Storage 
Binder. Ready December Ist for you and 
your salesmen. Request yours now. 














BANKERS BOX CO. 
536 South Clark Street 


Chicago 
Established 1918 











OFFICE APPLIANCES 


pany; vice-president, T. P. Patton, Patton Typewriter 
Exchange; secretary, H. George Convery, Alcon Type- 
writer Company; treasurer, John J. Duffe, John J. 
Duffe Company. 

The board of directors will be composed of the 
following: Chairman, Anton J. Pohl, Pohl’s, Inc.; 
Irving Ritchie, Addressing Machine & Equipment 
Company; John Loser, Noiseless Writing Machine 
Service Company; Samuel Hutter, Checkwriter Com- 
pany; John A. LaHiff, J. E. Albright & Company; 
Peter J. Carroll, Globe Typewriter Company; B. A. 
Engel, International Typewriter Company. 

The guest of honor and principal speaker at the 
gathering was Julius C. Hockman of the Dupli-Typer 
Company, who gave an interesting and instructive 
demonstration of his device, the Dupli-Typer. 

‘6s * 
MORSE HOLDS HOUSE-WARMING 

Saturday noon, November 18, a cheerful group of 
over fifty customers and friends assembled at the 
new offices of The J. S. Morse Typewriter Company, 
296 Broadway, New York City, to pay their respects 
to their genial hosts, J. S. Morse and his son, Ralph. 
The occasion was the official opening of the new 
quarters. 

Following a delightful luncheon, Mr. Morse showed 
the visitors through the new place with justifiable 
pride. The inspection demonstrated the fact that 
“J. S.” and his son have established pleasant, orderly 
and efficient surroundings. 

OFFICE APPLIANCES joins with the company’s many 
friends in wishing Mr. Morse and Ralph the best 
of luck and success in their new home. 

_—=e } § 
WIS.-ILL. CLUB’S PARTY SET FOR DECEMBER 2 

With the main attractions consisting of a capital 
turkey dinner and an evening of fun and dancing, the 
harvest party of the Wis-Ill Club will be held Decem- 
ber 2 at the Webster hotel, Chicago. 

A committee headed by Bill Dalton has completed 
arrangements whereby tables on the hotel’s roof gar- 
den will be set for eight so that those desiring may 
buy their tickets together and reserve a table for them- 
selves as one party. Tickets, including the dinner, are 
$2.50 per person. 

A report of the event will appear in the January 
issue. 

i 

CHICAGO PURCHASING AGENTS HOLD SHOW 
The Chicago Purchasing Agents business show was 
held in the Sherman hotel on November 15 and 16 
with the entire mezzanine floor devoted to company 
exhibits. While the exhibition was varied in nature 
the office equipment field was represented by the Fred- 
erick Post Company, Wilson-Jones Company, and the 
United Autographic Company. 

ae 
BATES SALES CONVENTION SET FOR 
DECEMBER 18 

The annual sales convention of The Bates Manufac- 
turing Company, 30 Vesey street, New York City, will 
be held on December 18, 19 and 20. In a recent issue 
“Bates Brevities,” the company’s house organ, a re- 
quest was made to dealers everywhere asking that they 
submit ideas and suggestions pertaining to matters to 
be taken up when the convention is held. 

—>- : 
WHOLESALE TYPEWRITER DESIGNS NEW 
WINDOW SIGN 

The Wholesale Typewriter Company, 155 Sixth ave- 
nue, New York City, has recently designed a new de- 
calcomania for the use of dealers on their doors and 
windows. Strikingly done in colors and of an unusual 
shape, the new sign features the Master Grade Under- 
wood in large letters on a background measuring eight 
by five inches. The colors, which blend well together, 
are black, white, red and yellow. 




































VICTC 
with r 
you thi 
chines 
selling 
Electri 





an 


toc 






RESULTS OF 
ADVANCED ENGINEERING 
NEW STYLING 
NEW LOW PRICES 


VICTOR PORTABLES—the new com- 

pact, streamlined adding machines 

that make an immediate hit with 

everybody. Radically new in style, in 
VICTOR ELECTRICS—and Victor manually operated models size and at prices which open an en- 
with new improvements and new reduced prices which give tirely new adding machine market. Complete standard adding 
you the edge on any competition. These are the adding ma- machines that add, print, total, sub-total, repeat—with a totalling 
chines that made Victor famous and dealers successful in capacity fen times the keyboard. 
selling adding machines for a// lines of business. Victor 
Electrics from $114.50 up. 


ae ” al 


one Re 


Now you can sell everybody... VICTOR offers you a 


most complete line —easier to sell—a model and price for every job 
and every office—which means faster turnover, making profits on volume business. 
We welcome inquiries from responsible dealers in open territory. Write us 


today for your new opportunity with Victor. Address Dept. OA-12. 





VICTOR Adding Machine Co. 
Adding Machine Specialists Since 1918 
3900 North Rockwell St. - CHICAGO 
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rex New tems for 


FAST MOVING ITEMS 


Q? 





® 
POPULAR PRICED ITEMS 
® 


SALES APPEAL ITEMS 





or $1.57 per drawer PROFITABLE ITEMS 


231%” wide, 371%" high, 251%” deep 


No. 2414. A heavy gauge steel cabinet. Re e 


duces fire hazard. Used for storing cancelled 


checks, deposit slips, or 2 rows 3” x 5” cards. 


(Inside drawer, 1014” x 434” x 24”). 
5 PRONTO Storage FILES 


STEEL Utility CABINETS 





$479 


In Lots of 6 





Feature popular PRONTO “pull drawer” type 
of heavy corrugated board 


fm: 
a) 
- 
—_ 
~ 
— 

ad 

all 
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storage files. Made 


reinforced with steel. Drawer has olive green 


steel front which matches regular steel equipment. 


YALU aD 





A Few of Our 35 Stock Sizes 





$4 735 


3714” high, 30 wide, 13%” deep \ s \ He | 
Constructed of heavy gauge steel, 7 wentv-seven 10! é Ss 23, l 24” | $1.94 | $1.79 
1510L | Legal or Cap 1534 10144" | 24° 2.19 
roomy drawers. Will help vou meet mail order 19441L | C gees Drafts "4 1 4° | 1.29 1.20 
competition. Made in 12”, 16” and 24 depth 17311 | Tabulating Cards : we 1.29 | 1.00 
Write for Our List of 35 Stock Sizes 


drawers. 
349 BROADWAY 


PRONTO FILE CORP. savtonn’ 





DECEMBER, 1939 


Your Catalog 


When printing your advertising folders or 


Y¥3 









catalogs, be sure to include these new prof- 


itable numbers. Cuts sent free on request. 





Designed for office and factory use, these 


items have tremendous sales appeal because 


of their extremely low price. $4495 


3714” high, 30” wide, 1844” deep 


No. 349L. A sturdily constructed heavy gauge 
steel cabinet. Will keep office supplies and printed 
matter clean and orderly. Doors are thoroughly 
reinforced and equipped with a 2-way locking de- 
vice controlled by a paracentric lock. Two adjust- 
able steel shelves. 


STEEL Safe CABINETS STEEL SORTER 
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$245 
371%” high, 30” wide, 1414” deey 


No. 2713D. A sturdily constructed safe cabinet, 


equipped with twenty-seven roomy drawers used 





52” high, 30” wide, 123%,” deep 


for leases, contracts and other valuable papers. No. 350B. A new steel sorter, 27 compartments, 
] equipped with name plates. Can be labeled A to Z 

Doors ire thoroughly reintorced ind equipped rr I = . 
, a ” for filing purposes. Used in many offices as a 
with a 2-way locking device controlled by a para- Work Organizer or Mail Distributor. Size of 


centric lock. 


compartments, 914” x 12”. 


PRONTO FILE CORP.  saronky 
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Model 101A 


How The Hotchkiss Zephyr 
Sells Itself! 


These features show how the record-breaking 
Hotchkiss Zephyr will help you to increase 
sales. 





APPEARANCE 


Place the Zephyr beside any other stapler and see how it stands 


out. Customers prefer it on appearance alone. 


TIME SAVING—ENERGY SAVING 


You can prove that the “press-don’t-pound” action of the Zephyr 
is easier to use. It causes less fatigue and gets more work done 
» shorter time. Executives and workers alike approve this feature. 


FASTER FRONT LOADING 


i 





Be sure and demonstrate the Zephyr’s exclusive ‘‘desk drawer” 


front loading feature. Show how much quicker and easier it 
loads . . . how the slide measures the number of staples needed 


prevents overloading. 


STAPLES PACKED WITH MACHINES 


Buyers appreciate the convenience of the generous trial package 
of 1250 chisel pointed staples packed with the Zephyr 


lg Fhe hieflection 
of Jhrfection 


AN ATTRACTIVE 
COUNTER 
DISPLAY 





A striking counter 
display attracts 
prospects .. . al- 
lows the Zephyr to 
sell itself 


wire your order—The Hotch- 


If you want sales action 
kiss guarantee protects you and your customers. 


HOTCHKISS 


NORWALK,CONNECTICUT 


“Pioneers in all that’s best in stapling!” 





| California. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


IME WAS no more than half a century ago when 

California was known for its mines, its fruits, its 
amazing variety of wild flowers, its flocks and herds; 
but the state was not distinguished for great indus- 
trial projects such a drilling for oil, shipbuilding, 
airplane production and a thousand other industries, 
the majority of which were hardly even suspected 
fifty years ago. 

Airplanes are being built for leading countries 
abroad and ships for like destinations, mostly for 
war purposes. It is recognized as a fact that the 
Pacific Coast, and California particularly, has some 
of the finest harbors in the world—harbors most 
suitable for shipbuilding. 

One might go on and on enumerating the glories 
of that great state without mentioning the climate, 
which, we aver, is going some, particularly since the 
climate is one of the state’s strongest selling points. 

The trade generally is spotty. So say typewriter 
men, stationers, and office furniture men and others, 
but there is no cause for discouragement. 

cs * 

Peerless Steel Equipment Official Loses Sister. — 
George Bergmann, president of the Peerless Steel 
Equipment Company of Philadelphia, had the mis- 
fortune recently to lose his sister by death. At the 
time she died Mr. Bergmann was visiting his Pacific 
coast office, which is under the management of T. M. 
Hughes. On being apprised of his sister’s death Mr. 
Bergmann flew back to Philadelphia. The Peerless 
Steel Equipment Company maintains a large office 
in Los Angeles and sells its goods through dealers 
only. The death of Mr. Bergmann’s sister cut short 
his visit to the dealers of the Pacific Coast. 

* * * 

Victor Adding Machines Achieve New Record.—The 
“Ham and Eggs” election returns were counted on 
Victor adding machines at the recent election held in 
The returns were ready and were made 
known before nine P.M., two hours after the polls 
closed. Pictures of the machines in operation were 
taken by all the news agencies and were syndicated 
in the newspapers and by the moving pictures. 
William Tonkin, Victor adding machine manager for 
the west coast, reports that his territory is doing a 


capital business in both the new Victor portables 
and the new 500 class and electric machines. Many 


new Victor dealers and also old ones are getting on 
the band wagon with Bill, who says that the new 
machines are sure winners. 

Massachusetts Man Visits Los Angeles.—Richard P. 
Towne, assistant treasurer of the National Blank Book 
Company, Holyoke, Mass., recently visited the Los 
Angeles trade. He was accompanied by Harry Spur- 
lock, the company’s western representative. Mr. 
Towne thoroughly enjoyed his stay in the metropolis 
of the southwest and expressed the hope that he 
might make an early return. 

> * * 

San Franciscan Visits Los Angeles.—S. D. Levy, 
proprietor of the Desk Exchange of San Francisco, 
spent the week-end of November 4 in Los Angeles. 
He called to see his old friends here and on Monday 
hustled back to San Francisco to get his vote in on 
the special election of November 7. Mr. Levy was 
patriotic in his insistence on doing what he could 
to defeat the “Ham and Eggs” proposition. His 
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Are you ready to talk? 


About Extra Profits 
for 1940 


HE Shaw-Walker Franchise is any dealer’s 

monopoly on profit opportunities; Shaw-Walker 
dealers regard this franchise as their most prized 
business asset. 

Shaw-Walker is the related line of 8,000 office 
items, each matched with the others to produce more 
results for the user—a sales story that clicks. Customers 
who start buying Shaw-Walker keep on buying the 
line through the years. 

Shaw-Walker’s trade mark is the best known in this 








LARGEST EXCLUSIVE MAKERS OF OFFICE FURNI- 


industry. The Shaw-Walker Buyers’ Guide is recog- 
nized as the greatest “Junior Salesman”, the biggest 
single source of both new and repeat orders in this 
usiness. Since supplies alone can and should amount 
to at least 30% of your business, and often exceed 50% 
with Shaw-Walker dealers, this one great division of 
Shaw-Walker dealer profit is readily understood. 


Do You Qualify? 


In certain areas this franchise is now available. Possi- 
bly your status has changed, possibly you now qualify 
for this lifetime profit opportunity. If so, we are ready 


to talk to you. Write to-day. Get set for 1940. 


HAW-WALKER 


MUSKEGON, MICHIGAN 








Built Like a 


yscraper 


TURE AND FILING EQUIPMENT IN THE WORLD 


95 
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Jnanshor Jime is. Profit, Jime... 


“It's so easy to file when ° f 
you use Leatheroid File i 


mee” Weu Sell the 
Quality Park 
Line! 


/ e 













You can increase your sales 








by having your salesmen show 


these transfer items NOW!!! 


Quality-Bilt Xathorwid Double Top SG@oezsanila 
FILE POCKETS FILE JACKETS 





































MADE IN LETTER AND LEGAL SIZES 


with 134”, 312” and 5',” expansion. Have MADE IN LETTER AND LEGAL SIZES 

reinforced corners and foldover gusset tops 

with double fronts and backs, glue welded with 1”, 1'2” and 2” expanding gussets. 
throughout. Reinforced tabs insure greater wear 














The logical containers for grouped letters, 





orders, contracts and other bulky correspondence. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, III. 
FACTORY AT ST. PAUL 
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to see him his 
knowledge of the business. 


* * * 


Stein’s Stationery Store of Santa Ana Celebrates 
Anniversary.—Stein’s Stationery Store of Santa Ana 
celebrated its silver anniversary by presenting its 
friends with a modernized store some weeks ago. 
On the opening day the store was beautifully dec- 
o-ated with floral offerings. 

* * * 

MacDonald of Seattle Visits Southwest.—A. H. 
MacDonald of Seattle, representing Hoosier Desk 
Company, Jasper Chair Company, The Leopold Com- 
pany, and several other lines, called on his customer 
f-iends on the way back from the east. He reports 
that all of the factories which he represents are very 
busy. Mr. MacDonald is one of the best informer 
factory men in the office furniture business and is 
widely known for his abilities. 


* * * 


friends are always glad 
thorough 


and enjoy 


Anderson Visits Chicago Office—James Anderson 
veteran loose-leaf man and western representative o’ 
the Wilson-Jones Company, visited the home offic: 
recently. 

* * * 

Akron Man Visits West Coast.—W. E. Powell, sales 
manager of the sundries division of the B. F. Goodrich 
Rubber Company of Ohio, enjoyed 
Angeles recently. 

co na * 

Mr. and Mrs. Fischer Return From Trip.—Francis 
Fischer, proprietor of the Office Service Company, 
Los Angeles, with Mrs. Fischer and their son, Bobby, 
returned a few weeks ago from a very pleasant drive 
east. They visited most of the points of interest 
and spent some time with Mr. Fischer’s family in 
Tell City, Ind. Mr. Fischer reports that his business 
during his absence was conducted most ably by his 
assistants. 

q ae * 

Montgomery Now Manager of A.W.M. Company.— 
W. E. Montgomery is now manager of the American 
Writing Machine Company’s Los Angeles branch. He 
is an experienced man in the office equipment field 
and enjoys the good wishes of his many friends. 

Some Travelers in Town.—A few of the travelers 
in this field who visited Los Angeles recently are 
John Hibbard of The Globe-Wernicke Co., Gil 
Gillan of Weis Manufacturing Company, Fred Wheeler 
of The Carter’s Ink Company, Tom McElroy of Eber- 


a visit to Los | 


hard Faber Pencil Company, and Charles Evans of | 


Sanford Manufacturing Company. 
a * * 

Remington Manager Enjoys Trip East.—H. O. Ec- 
clestone, manager of the Remington Rand offices in 
Los Angeles, made an extended drive east late in 
September. He visited the headquarters of his com- 
pany, and called on dealers in practically all the prin- 
cipal cities. He included in his trip the New York Fair, 
which he pronounced as one of the most strikingly 


impressive affairs he had ever seen. Mr. Ecclestone 
stated that business is satisfactory. 
- * * 
Robert L. Parker Company Expands Business. — 


Robert L. Parker of the Robert L. Parker Company, 
Los Angeles, is gradually expanding his business in 
duplicating machines and school supplies. For some 
time he has been operating principally at wholesale, 
but is now extending his business into the retail field. 


* # * 


Elder Visits L. A. Smith-Corona Branch —Claude 











when you got going on this 


IMPERIAL CARBON DEAL! 


A Mississippi dealer said to our man, "'l'll give you a chance 
to prove your Deal on two accounts we've never been able 
to sell. If your Deal is so good go out and sell these hard 
nuts!" 


"| accept the challenge," replied the IM- 
PERIAL man. Accompanied by the Dealer's son 
he called on the aforementioned "hard nuts” 
and sold them both. Just for good measure they 
stopped on the way in and sold a third. 

"It's Magic!" exclaimed the Dealer when they 
laid the orders on his desk. "How soon can you 
RUSH 50 more of these Deals to us?” 

And that—with local variations—has been the 
experience of all Dealers selling this marvelous 
IMPERIAL 711 Carbon Paper Deal. Gentlemen, 
it's a selling wow—a profit sensation! Write, 
wire or phone for full details. 

PEERLESS TUCHTYPE KEYBOARD 


is sweeping the rubber key 





market. It is such a_ vital 


improvement over ordinary 
rubber keys that many Deal- 
ers say ‘A Trial a Day means 


a Sole a Day!” 


MEET JIM TREANOR 
genial PEERLESS-IMPERIAL 
v.p. who has more solid, sin- 
cere friends among Dealers 
than Tiffany has jewels. Jim 
understands the Dealers’ view- 
point—and Dealers would 
stake their bankrolls on Jim's 
sense of fair dealing. 


We make Peerless Rubber Keys for all Office Keyboard Machines * Peerless Tuchtype Keyboards 
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AND BY THE WAY, A VERY MERRY XMAS TO ALL! 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


Elder, owner of the Office Supply Company, Missoula, 
Mont., was a visitor at the Los Angeles branch of L. C. 
Smith & Corona Typewriters Inc, on October 20. He 
spent a couple of happy hours renewing a long-stand- 
ing acquaintance with Branch Manager C. J. Harris 


General Office & Factory: 409 Mulberry St., Newark, N. J. 
THE KEY MEN OF AMERICA..Manufacturers with the dealers’ viewpoint 
BRANCHES 


New York City, 321 Broadway , 
Detroit, 803 American Radiator Building 


Chicago, 19 South Wells St. 
Los Angeles, 827 S. Main St. 
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A f} f’. if} f Other Lands Sections 
ew, tve aumoer Continued from Page 66 
a the 23rd of last month, when the chairman and execu- 
or very ice tive committee were re-elected for a second year, thus 


creating a precedent in the history of the organisa- 
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be ; tion. Much work needed completion and it was agreed 

° } ) it was in the best interests of the industry that they 

urniture eparlment continue in office and finalise their difficult tasks. 
SSE 


ULRICH wf» 
PROJECT FILE 2 











COMEDY WITH A TRAGIC NOTE!—The strange appearance 
of this window of Ricord, a stationery, printing, office machine 
and furniture house of Marseilles, France, is an example of 
French bomb-proofing. The window was cleverly decorated 
by pasting upon it gummed paper strips in color to represent 
the scene shown, of a boy and girl on the way to school. 
But beneath the apparent light-heartedness of the fanciful job 
lurks a tragic precaution because the paper strips are there 
solely for the purpose of preventing the heavy plate-glass 
chattering in the event of an aerial bombing raid of enemy 
planes. 


- _—_ 


THIEBEN RESUMES FAMILY NAME OF TIBON 
Gautier Thieben, general sales manager of E. Pail- 
lard & Company, Yverdon, Switzerland, manufacturers 
of the Hermes typewriter, has recently been granted 
permission by the Swiss government to resume his 
family’s original name and will henceforth be known 
as Gautier Tibon. 
This new file will accommodate 36 complete sets of plans or This information was received last month in a 
‘ : clever announcement sent by Mr. Tibon, which con- 
drawings in compact space and always easily accessible. To d 
insert a set of drawings it is necessary only to enter the lower 
portions of the cover sheets and the set drops into place without 





further effort. 


When drawings are filed and ready for storage the frame com- 
presses the set against the back wall of the case. A steel com 
pressor plate at the bottom prevents curling of sheets. A humidor 
at the top provides moisture to prevent brittleness and cracking. 
Made in three sizes to accommodate drawings 36x 24, 42 x 30, 
and 48x 36. Each case is equipped for fastening back to back, to 
wall or to floor. Doors have up and down bolts and paracentric 


key lock. 
Agents Wanted 


This file will fit in with any steel furniture line you may be selling 
The demand exists everywhere. Introduce it in your community. GAUTIER TIBON 


U L Q 1 C ad p L A RK & L L | N G sisted of a picture of a painter standing on a high 
ladder who, by blocking out certain letters of the 

EQUIPMENT COMPANY name “Thieben,” and inserting an “O” in the proper 
place, leaves the name “Tibon” exposed. Beneath 
the picture appears the following explanation: 


JAMESTOWN, N. Y. “Gautier Thieben has the pleasure of informing 
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‘Conf lole Your 0 fice Surntshings Vine 
Di th this Greal A C1 SU0COM vee 


ALUMTLITE VE 


A NEW 
SOURCE OF 
REVENUE! 









@ There's an ever growing demand for 
the new Alumilite Venetian Blinds! 
Office appliance dealers are selling these 
revolutionary blinds to offices, hospitals, 
banks, schools, hotels and public build- 
ings in every section of the country! 
But watch these Alumilite Venetian 
Blinds sell in January after the Christmas 
interruption is out of the way! Dealers 
will make new profits—steadily increasing 
profits—profits they never had before! So 
you'd better start now and be all set to 
handle your share of this new business. 










Reeceent Installations 


Eastman Kodak Bldg., Rochester, N. Y. 
t//red I. du Pont Blde., Miami 

Dime Savings Bank Bldg., Detroit 
Ford Building, Detrott 

Marine Trust Bldg., Buffalo 
Kraft-Phenix Bldz., Chicago 

irchbishop Diocese Bldz., Seattle 

Post Office, Hilo, Hawatt 

City Hall, Marvysvtlle, California 





Alumilite is a revolutionary material— 
a patented processed aluminum with a 
luxurious platinum-like finish. It reflects 
room colors beautifully—harmonizes 
with any decorative scheme. Withstands 
any climatic condition—gives perfect 
light and air control—provides insula- 
tion that makes rooms cooler in sum- 
mer, warmer in winter. Lasts a lifetime. 


TAY BLINDS! 










in executive office in the new International Head- 
quarters Bld. of Kraft-Phenix Cheese Corp., Chicago 


Cannot warp, chip or peel. Never needs 
scrubbing or painting. Sells on sight. 

National advertising will help you sell 
Alumilite and the whole profit-protected 
Chicago Venetian line which also in- 
cludes wood, flexible or rigid color- 
metal and Plastone blinds. Your own 
customers are buying venetian blinds— 
why don’t you sell them and get the 
sound, attractive profits! Send the cou- 
pon and see what the Chicago Venetian 
line offers you! 





CLIP THIS RIGHT R 





CHICAGI) @, fib Chicago Venetian Blind Company 
“ “¢ W 1 Michigan Avenue at 39th Street " 
VCHOMMIE SH17060 WMPINY 5 Coiens 
i ease senc 1 Tu wg dhe “ye Alumi i 

MICHIGAN AVENUE AT 39TH STREET, CHICAGO, ILLINOIS | et — ! 
NOME ccc ccccceveectensssecrepeneesesekeenaes l 


BETTER VENETIAN BLINDS 
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The dealer who carries Oxford files has three answers 
for every transfer file sales problem:—the Oxford Stand- 
ard file for economical storage, the Oxford Steel-Clad 
file for transfer, and the Oxford Semi-Steel file for semi- 
current filing! 

For these Oxford files have what it takes to erash the 
voal line. And the Steel-Clad file is your pivot play. 
Sturdy construction, handsome appearance and priced 
right to get the steel-front business. All sizes have rich 
green board to match the steel front. What a score deal- 
ers everywhere are piling up* with this file! 

If it’s price you have to meet, or top-closing box com- 
petition, start down the 
field with the Standard file 
tucked under your wing. 
This lowest cost pull-draw- 


er file will win you plenty 


of yardage. 
FE e And for a straight line- 


buck into the cash register 





zone, there’s the Semi-Steel file. Four steel rollers give 
current file ease of operation, You'll sell plenty where 
they want the best! 

Priple-threat your way to substantial transfer time 
sales gains with the complete line of Oxford files. Write 


today for details and prices. 


Piling up: yes you can stack ‘em 
h as the ceiling. 
OXFORD FILING SUPPLY CO. 
340 MORGAN AVE., 125 SO. 8th ST., 


BROOKLYN, N. Y. ST. LOUIS, MO. 
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you that the Civil Registry Office having authorized | 


him to use his family’s original name, he will hence- 
forth call himself Tibon. Gautier Tibon takes this 
opportunity to extend to you his best wishes.” 

Mr. Tibon made an extensive visit to this country 
in 1936 in the interests of his company, when W. F. 
Clausing of the International Typewriter Exchange, 
Chicago, was appointed U. S. agent for the Hermes 
machine. With his duties as general sales manager, 
Mr. Tibon combines the work of editor of “Hermes,” 
the house organ of E. Paillard & Company, in which 
is recorded in text and picture activities of the com- 
pany and its agents in many countries. 


om —>-—_—____- 


GERMAN LOOSE LEAF LEXICON 
In Papier Zeitung (Berlin) is noted the fact that 
a loose leaf lexicon is in use in Germany. This 
provides all the conveniences of the loose leaf princi- 
ple, including transfers from one section to another. 


oe 





IT’S GONNA BE COLD WHERE THIS ROYAL PORTABLE’S 
GOING!—Murray Weiner, who accompanies the Byrd expe- 
dition to the antarctic, poses with his Royal portable which is 
to be his constant companion during the long polar days and 
nights, while he records observations and technical data for 
the party. The distinguished scientist is familiar with the cold 
regions and accompanied the McGregor expedition to north- 
ern Greenland in 1937-38 where he was given the difficult 
task of photographing the aurora borealis. A Royal accom- 
panied him on that jaunt, too. 


<-> <- 


REGIONAL DISTRICTS BEGIN MEETING PLANS 

Indicating an enthusiastic series of gatherings in the 
coming year, several regional districts of the National 
Stationers Association have already begun plans for 
their individual regional conventions. 

Governor G. T. Buchanan, Buchanan Stationery 
Company, Wichita Falls, Tex., started the ball rolling 
as chief of the ninth district by going to New Orleans 
on November 14 to confer with stationers in the 
Louisiana city about the ninth regional meeting. 
Following a discussion with Dick Lanham, president 
of the Southwest Travelers Club, Governor Buchanan 
announced that the regional meeting will be held in 
New Orleans on April 1 and 2 with convention head- 
quarters to be announced later. 

W. G. Robbins, governor of the fourth regional 
district, is another whose activities have started early. 
This regional meeting will be held on March 21 and 22 
at the Hollywood Beach hotel, Hollywood, Fla., where 
last year’s convention took place. At the present time 
Governor Robbins, who is president of the Carolina 
Office Equipment Company, Rocky Mount, N. C., is 
working on a list of committee chairmen and mem- 
bers, which will be announced in the near future. 
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There Are 
No Regrets 
When You 


“MAIL IT TO VAIL" 


When you place that order for 
PAPER CLIPS, STAPLES, PINS, 
THUMB TACKS or BRASS FAS- 
TENERS, “Mail It To Vail.” 


The merchandise will be “tops” 
in quality—an assurance of cus- 
tomer approval. It will come in 
modern, attractive containers— 
to help you sell. You will like 
VAIL cooperation — it goes all 
the way. 


Depend upon VAIL for the many 
paper fastening devices so es- 
sential to the modern business 
office. Your complete satisfac- 
tion, in buying from such a de- 


pendable source, is assured. 


Descriptive circular mailed 
upon request. 


VAIL 


MANUFACTURING 


COMPANY 
900 E. 95th St. Chicago, Ill. 











LET VAN DYKE 


PUT MAGIC INTO YOUR 
HOLIDAY SELLING! 





7 





MODEL 1000$12.75 ca. 


Less Tube 
$14.10 Complete with Tube 






Here is modern desk lighting at its best. Roll 
up holiday profits with this amazing lamp. 


Make year ‘round customers at the same time. 


VAN DYKE SCORES AGAIN! 


A new VAN DYKE model for 
a thousand commercial uses. 


Patented Triple Jointed Arm 
incorporating 20 different 
models. Ideal for business 
machines, drafting boards, 
work benches . . . stenogra- 
phers and artists. 


Finished in Morocco brown 
with genuine bronze orna- 
ments. Finest construction 
throughout. 


Priced from $13.75 to $17.75. 


Specify AC or DC when ord- 
ering. Same Price. 





Write at once for literature, prices and samples 


VAN DYKE INDUSTRIES 


2857 S. HALSTED ST. CHICAGO, ILL. 
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ECUADOREAN C. OF C. HONORS WATSON 

Thomas J. Watson, president of the International 
Business Machines Corporation, became honorary 
president of the Ecuadorean-American Chamber of 
Commerce, Inc., at a ceremony held November 10 at 
noon in his office at 590 Madison avenue, New York 
City. A scroll designating him to the honorary posi- 
tion was presented to Mr. Watson by Dr. Ernest 
Alcivar, vice-president of the new commerce chamber, 
which was incorporated last summer. Eloy Loor, presi- 
dent of the South American group, also was present. 

In accepting the position, Mr. Watson declared: “I 
believe that the entire Western hemisphere will be 
considered, in the near future, the greatest force for 
peace and cultural development throughout the 
world.”—NJNS 

*—- 
VANDERHOOF’S ANNIVERSARY MONTH BOOSTS 
STANDARD MAILING SALES 

The Standard Mailing Machines Company, Everett, 
Mass., sales for the month of October were 13.8 per 
cent higher than in any previous month in the firm’s 
history. 

That was the cheering statement released by the com- 
pany in announcing the conclusion of the “fifteenth 
anniversary” month of Albert W. Vanderhoof, general 
sales manager of the organization, during which every 
member of the sales staff set out to break a Sales 


| record in honor of their chief—and succeeded nobly. 


At a dinner held in New York to celebrate the event 
Mr. Vanderhoof was presented with a bound port- 
folio of letters written by the sales staff and a hand- 
some onyx desk set. 





WEDDING S§S 


YOUNG-GRANT 

A recent marriage at New Glasgow, N. S., was that 
of Miss Mildred Irena Grant, of New Glasgow, and 
John Irvine Young, of Winnipeg, Man. The groom is 
a son of Mr. and Mrs. W. I. Young, of Winnipeg, and 
is manager for the maritime provinces of the Addres- 
sograph-Multigraph of Canada, Ltd., at Halifax, N. S. 
He covers the Atlantic provinces selling addressing 
and multigraphing and other office equipment, start- 
ing with the firm at their Winnipeg branch. The 
bride is a graduate of Dalhousie University, Halifax, 
and had been an office employe of the Nova Scotian 
government at Halifax for three years. It was there 
she met her present husband. After a reception. held 
at the home of the bride’s parents in New Glasgow, 
the couple left on a honeymoon trip to Montreal, fol- 
lowing which they took up residence in Halifax—WJM 


*—- — 


WILLIAMS-COOLEY 

C. T. Williams, who is connected with Remington 
Rand, Inc., in southern California, recently was mar- 
ried to Miss Mary Fern Cooley, of Weatherford, Okla. 
The marriage ceremony was performed in the First 
Methodist church parsonage at Yuma, Ariz., and Mr. 
and Mrs. Williams are now at home at 745 Fifth street, 
San Bernardino, Calif—EVH 








 / p< ST OR K 


ROBERT IRVING IS PROUD FATHER 

Robert G. Irving, for the past ten years New York 
representative of the F. S. Webster Company, on Oc- 
tober 25 was presented with a baby girl, born to Mrs. 
Irving at the Samaritan hospital, Brooklyn, N. Y. The 
young lady, who weighed six pounds, five ounces, and 
has been named Jane Margaret, arrived two days be- 
fore the fourth wedding anniversary of Mr. and Mrs. 
Irving. 
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Sa IKcHUn- WI Ke 
MACHINES 


PORTABLE 
ADDING MACHINES 
HAND AND ELECTRIC 
10 KEY CALCULATORS 


STANDARD ELECTRIC 
ADDING MACHINES 
COMBINATION CASH 
REGISTERING MACHINES 


ALLEN CALCULATORS Inc. 


Executive Offices: 22 East 40th Street, New York 


EASTERN DIVISION OFFICE 


22 East 40th Street, New York, N. Y. 


WESTERN DIVISION OFFICE 
678 Front Ave., N.W. Grand Rapids, Mich 





ENGLAND 


R C ALLEN ADDING MACHINES, Ltp 


75 Queen Victoria Street 
LONDON, £&. Ci 2 


CANADA 


R C ALLEN CALCULATORS, Ltop 


21 King Street, East 
TORONTO ONTARIO 
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VISIBLE 


The only major develop- 
ment in Visible Record 
Systems Equipment in 
1S years! 
. 


Greatest Visible Card Capacity 
cm 

No More Space than “Blind” 
Files 
. 

Low Cost—As Low as 1I/5th 
Cost of Ordinary Visible Files 
7 
For All Posting or Referenc 
Records 
s 

Group Shifting 
@ 
Small Portable Units 
a 
Housing Arrangements for 
Every Record Requirement 
o 
No Matter how large or how 
small record requirements are 
Super-Visible can ideally meet 
them 
o 
NOW! Visible Records can 
be installed as fast or faster 
and more economically than 
conventional ‘‘blind’’ card 
systems 
. 


After that you have the valu 
able benefits of Super-Visible 
Records and Business Controls 


Write or wire for complete in 
formation and prices on Acme 
Super-Visible Card Record 


Systems 
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A NEW HIGH IN CAPACITY 


A NEW LOW IN COST 


Since 1914, ACME VISIBLE RECORDS, INC. has served Business by 
perfecting visible record equipment to meet the many and ever chang- 
ing demands for more accurate, more responsive and easier-to-post 


records. Now ACME presents SUPER-VISIBLE, the mechanized vertical 


visible card record equipment! 


SUPER-VISIBLE record equipment is so fast . . . efficient, yet simple and 
practical . . . and so low in initial cost, space and operating cost, that it 
should be presented to everyone of your customers. It is especially 
suited for those hundreds of voluminous records which heretofore 


could not be visualized. 


Now your customers can afford the benefits of visibility and the im- 
portant CONTROLS which visible record equipment provides. 


SUPER-VISIBLE CATALOG 


We want SUPER-VISIBLE representation in all terri- 
tories. A new and complete 24-page, four color cata- 
log is now ready. Write for your copy and complete 
information on the ACME franchise. 







Here are a few of the ACME SUPER-VISIBLE units 

. showing how they can be combined to meet the 
conditions under which they are to be used... in 
each case providing speed and compactness. 





ACME VISIBLE RECORDS, INC 


8 SOUTH MICHIGAN AVENUE 





SINCE 1914—VISIBLE RECORD EQUIPMENT—EXCLUSIVELY 
CHICAGO, ILLINOIS, U. S. A. 


 —_—o ee 
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J. M. CAMPBELL 


James M. Campbell, well-known representative of 
the McMillan Book Company, Syracuse, N. Y., passed 
away suddenly at the Alexandria hotel, Los Angeles, 
Calif., on Thursday, October 26, while on a trip to the 
Pacific Coast for the firm. 

Mr. Campbell was a pioneer in the loose leaf indus- 
try, having spent practically his entire business life 
in developing and selling loose leaf systems and de- 
vices. 

He was a former employe of the Irving-Pitt Manu- 
facturing Company of Kansas City, leaving that organ- 














THE LATE J. M. CAMPBELL 


ization to go with the Wilson-Jones Company at the 
time of the World War. 

In 1924 he joined the sales staff of the Nationa! 
Blank Book Company of Holyoke, Mass., and while 
with that organization traveled nearly the entire 
country in the interest of National’s loose leaf depart- 
ment. 

In January of 1939 he joined the McMillan sales 
staff, succeeding the late Fred L. Adams, as a traveler 
for the Southern and West Coast territories. 

Mr. Campbell had a host of friends among the deal- 
ers and other travelers. His services were of particular 
value in instructing dealer salesmen as to the best 
way to sell loose leaf systems and equipment. 


y y 
rT - - 


M. B. BARNES 

Marion B. Barnes, forty-two, died after a short ill- 
ness November 16 at his home in Orange, N. J. A 
native of Hatboro, Pa., Mr. Barnes had lived in Orange 
Since 1935 when he was transferred to the general 
offices of the Monroe Calculating Machine Company, 
Inc. He had been connected with the company since 
1916, having previously been stationed in Philadelphia, 
New York and Newark. He was secretary of the Mon- 
roe Camera Club and a member of the American 
Legion. 

Surviving are his widow, Mrs. Bertha M. Barnes: 
three brothers, C. J. Barnes of Lancaster, Pa.; Hallett 
Barnes of Pittsburgh, and E. D. Barnes of Providence, 
and his parents.—NJNS 


vl« vl< vl< 
4 . 


MISS MARILYN MONROE 
Miss Marilyn Monroe, seventeen-year-old daughter 
of the late Jay R. Monroe, founder and president of 
the Monroe Calculating Machine Company, Orange, 
N. J., died November 4 while attending the Williams- 
Union football game in Williamstown, Mass. Attend- 
ing physicians attributed her death to a cerebral hem- 
orrhage. Her mother was the late Mrs. Betty Monroe. 
Miss Monroe, who resided in East Orange, N. J., with 


1940 
NEW ENGLAND 


NATIONAL 


BUSINESS SHOW 


MECHANICS BUILDING 


BUSTUN 
MARCH cow eS 


An opportunity to see at one time 
and place the latest developments 
of progressive manufacturers of 
business machines, equipment, 


and supplies. 


The services of competent repre- 
sentatives will be available to help 
visitors intelligently check admin- 


istrative costs. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager @ Phone Cortlandt 7-1392 


50 CHURCH ST. NEW YORK CITY 
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Dealers!—We 


Want You to know 
that 


UHL STEEL ‘banoy’ 
Typewriter Stands 


are backed up by 27 years of satis- 
factory service to hundreds of thou- 
sands of users. 








You can sell these 
stands as easily as 
you can sell cheap 
imitations, and make 
more profit. People 
gladly pay a slight 
difference in price if 
they are getting a 
very much better 
typewriter stand. 











No. 671 


A neat, good-looking little stand 
with excellent finish on wood and 
metal; strong, rigid. Built to last a 
life-time. 






Conservative 
business men do not 
buy trashy imita- 
tions. 

Wise dealers sell 
the UHL Steel "Lit- 
tle Dandy" type- 
writer stands. 





No. 671-LSX 


Made in several sizes with varied 
equipment — |6 different combina- 
tions. 


... Send for Catalog... 
THE TOLEDO METAL FURNITURE CO. 


1684 Hastings Street Toledo, Ohio 
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her stepmother, Mrs. R. Ethelyn Monroe, went to Wil- 
liamstown with her brother-in-law and sister, Mr. and 
Mrs. Donald D’Aprix of Orange. Malcolm Monroe, 
brother of Miss Monroe and a Williams junior, was a 
member of the party at the game. Miss Monroe be- 
came ill and collapsed in the stands. She was taken 
to the nearby Hallern Inn, where, with four doctors 
in attendance, she died without regaining conscious- 
ness. 

Born in Orange, Miss Monroe was a student at Miss 
Beard’s School in that community. She resided in 
Maplewood and later in South Orange, moving to East 
Orange upon the passing of her father on April 29, 
1937. Before enrolling in Miss Beard’s School, she at- 
tended Holmquist School at New Hope, Pa., and Fer- 
mata School, Aiken, S. C—NJNS 

+ | & 
V. G. DeLONG 

Virgil George DeLong, secretary of the Pacific Sta- 
tionery & Printing Company and manager of its com- 
mercial stationery department, died October 31 in the 
Veterans hospital at Portland, Ore. Funeral services 
were held on Thursday, November 2. 

Mr. DeLong became associated with his firm at the 
age of twenty and remained twenty-seven years, mov- 
ing up from various departments to an official posi- 
tion in the organization. Despite his many duties, he 
was unusually active in the Oregon Stationers Asso- 


a , 





t 


THE LATE V. G. DeLONG 


ciation and the Pacific Northwest Stationers Associa- 
tion. He took a large share in the activities of the local 
merchandising committee, the executive board and the 
northwest convention committee. He was also a mem- 
ber of the Agenda club and, during the World War, 
served in the ordnance detachment of the Eleventh 
Division. 

Mr. DeLong is survived by his widow, Hazel; a son, 
V. G., Jr.; a mother, Mrs. C. E. DeLong, Vancouver, 
Wash.; two brothers, John, Camas, Wash., and Ray, 
Juneau, Alaska; and three sisters, Miss Grace DeLong, 
Vancouver, Wash.; Mrs. Loren H. Milliman, Portland, 
Ore., and Mrs. Lucille Collins, Juneau, Alaska. 


+; - 
W. B. MITCHELL 
Walter Byron Mitchell, president and general man- 
ager of the Monroe Paper Company, Monroe, Mich.., 
died at his Toledo home on November 6, following a 
two-month illness. He was fifty-seven years of age 
and had been connected with his firm for fifteen 
years. Active in Masonic circles, Mr. Mitchell was 
well-known in northeastern Ohio and southeastern 
Michigan. He is survived by his widow, a daughter, 
two sisters and three brothers.—AK 


v v y 


+... 


PHILIP MARKS 
Philip Marks, founder of the Marks Bros. stationery 
store in Greenwich, Conn., thirty years ago, died Oc- 
tober 27 at the New York Medical Center. He was 
sixty-eight years of age. Besides operating the sta- 
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Business houses prefer ATLAS files for transferred 
records—because they know they are sturdy, easy 
operating, have interchangeable drawers, can be 
stacked safely and are permanently satisfactory. 
Dealers prefer to sell ATLAS files — because 
they always measure up to expectations, cement 


business friendship, and assure attractive profits. 





ATLAS FILES are manufactured by 


COLUMBIA STEEL 
PHILADE 


LINCOLN-LIBERTY BUILDING 


EQUIPMENT CO.PR 
LP ae 


HIA 
N 


. E. COR. BROAD & CHESTNUT STS. 
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aes ened 
NO. 74R EXECUTIVE POSTURE CHAIR NO. 31C POSTURE CHAIR NO. 35C POSTURE CHAIR 
SEAT HEIGHT — Adjustable 17'e” to 20%” SEAT HEIGHT . , . Adjustable 17” to 21 SEAT HEIGHT. . . Adjustable 17” to 21” 
SEAT— Moulded Foam Rubber on Metal Grill SEAT iz" 216 x 1k" SEAT — 1442" deep x 16” wide x 23,” thick. 
SEAT W IDTH 17° E167 23. BACK —5" x 15” x 1” with rounded ends BACK . . 5” x 15" x 1” with rounded ends. 
BACK — Self-Fitting . 13° x 16" x 2%”. BASI 1 O. D. Tubular Steel BASE ‘ 1° O. D. Tubular Steel. 
ARMS 13” overall —3” wide CASTERS . 158°’ Diam. Atlasite Wheel CASTERS — 15%” Diam. Atlasite Streamlined 
[ = Leather — Imitation Leather No. 31C-22—Seat height adjustable 22” to Hooded Wheel 

rrieze ; 26" with 19” footring No. 35C-22— Seat height adjustable 22” to 
CASTERS —1 Soft Rubber — Ball Bearing No. 31C-28—Seat height adjustable 28” to 26" with 19” footring 
No. 74 Same as No. 74R except tilting seat 32° with 19” footring No. 35CA Same as No. 35C except with 

and rigid back No.31CA~—Same as No.31C except with arms arms 


NOW ALL HARTER POSTURE CHAIRS 
FOR OFFICE USE ARE Sedf Gitting 


ARTER REPEATS—with important 
news to office equipment dealers: 
Now, all Harter Posture Chairs for office 
use are self-adjustable. From the lowest to 
the highest in price these famous posture 
chairs for offices are self-fitting. This is of 
great dealer importance because the ad- 
justment feature eliminates the need for 
special fitting service. 
The back adjustments—vertical and hori- 
zontal—and the seat height adjustment are 
made by means of quick acting hand con- 


trols. The occupant of the chair makes each 
adjustment—each is simple and positive. 


Of further interest to dealers are the foam 
rubber cushions on ventilator rests. These 
special seats—insuring extra comfort—are 
an exclusive feature on Harter Posture 
Chairs. They are standard equipment on 
most of the chairs in the office line. 

Please note: If you are not a Harter Dealer 
perhaps you would like to know more 
about the Harter Dealer Plan. We invite 
alert dealers to write us. 


THE HARTER CORPORATION 
STURGIS, MICHIGAN 
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tionery business in Greenwich, where he resided, Mr. 
Marks also was active in Jewish charities there. He 
leaves his widow, Sophie Falk Marks; four sons, Irving 
and Samuel, who now conduct the stationery business; 
Abraham of Greenwich, and Joseph of Texas; one 
daughter, Mrs. Benjamin Levine of Greenwich: a 
brother, Benjamin of Maine, and a sister, Mrs. Ernest 
Cohen of Port Chester, N. Y—NJNS 


J. H. BLEIKE 


J. H. Bleike, owner of the Houston (Texas) Type- 


writer Exchange, and one of the most prominent | 
business men of the city, died at his residence, 1719 | 
Rosedale avenue, on October 27. He had been in ill | 


health for six months following a stroke. 

A native of Galveston, Mr. Bleike went to Houston 
in his youth. For a time he worked for the Goggan 
Music Company as a Salesman and then transferred 
his activities to W. L. Jess and Jim Worsham, two 
brothers, who founded the Houston Typewriter Ex- 
change, and later sold it to Mr. Bleike 


Surviving are the widow, Mrs. Christine Baumbach | 


Bleike; a son, J. B. Bleike, and two sisters. Funeral 
services were held Saturday, October 28, at the Holy 
Rosary church, followed by burial at Forest Park —CG 
+ bf + 
I. H. KIRSCHBAUM 
Irwin Henry Kirschbaum, forty-eight years old, sales 
manager in the county sales department of the Wil- 


liam B. Burford Printing Company, office appliance | 


dealer and printing firm of Indianapolis, Ind., died 


recently after an illness of a year. He had been with | 


the company ten years. He served fourteen months in 
France during the World War. The widow, his mother, 
a brother and sister survive—EB 


tr & +f 
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S. E. CASSADAY 


S. E. Cassaday, retired office furniture and supply 
dealer of Alliance, Ohio, died last month following a 
stroke. He was eighty years of age. Mr. Cassaday’s 
retirement last February broke the city’s oldest 
partnership which he held with the late C. W. Pettis 


for the past fifty-seven years. Surviving are the 


widow, a son and daughter. 


¥ ’ 


i he 
C. H. DAMSEL 

C. Harry Damsel, sixty-three, office manager of the 
Columbus Bank Note Company, Columbus, Ohio, died 
on October 19 after a short illness. He had been 
associated with the company for the past twenty-six 
years. He is survived by his widow, Mrs. Anna Mardin 
Damsel; a daughter, Sally, and three brothers and 
three sisters—AK 


ols ols vl< 
4 4 . 
L. L. LANG 


Lisgar Lorne Lang, for more than fifty years a 
member of the firm of Russell-Lang & Company, 
commercial stationers, Winnipeg, Man., died recently 
in his home at Cobourg, Ont., where he had resided 
Since retiring some time ago. For many years Mr. 
Lang operated one of the largest stationery stores 
in western Canada, the firm at one time distributing 
upwards of 50,000 catalogues each year—SJL 


MRS. MARION McCORMICK 
Stricken with a serious complication which followed 
an operation for appendicitis, Mrs. Marion McCormick, 
wife of Joseph W. McCormick, died last month in the 
Bridgetown, N. J., hospital. A baby born to Mrs 
McCormick during her illness lived only a few hours. 
Mrs. McCormick’s husband is a member of the office 
outfitting firm of Ashley-McCormick, Bridgeton, who 
was at her bedside when the end came. Besides her 





MITTAG & VOLGER 


INCORPORATED 


SALES AGENCIES IN LEADING CITIES THE WORLD OVER 
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IT’S TOT AGAIN 


.. this Christmas! 


‘O° 


8 fen-jamming Stapler 
FOR THE HOME, scuooL AnD OFFICE BESE 





Though late in making an appearance, thousands of TOTS were 
sold as gifts last Christmas. Again this year, you may order 


Christmas-Wrapped TOTS and free display with removable | : : 
| A showing of chairs and other household items under 


“Santy” Claus. TOT is the only stapler making headway in the 
gift field. Students, Teachers, Writers, Housewives and their 


families are your prospects. 





SPEED PRODUCTS COMPANY 


37-18 Northern Blyd., Long Island City, N. Y. 
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husband Mrs. McCormick leaves her mother, Mrs. 
Elizabeth Wrights, of Alloway, and two sisters, Mrs. 
Burt Kelling, of Penns Grove, and Mrs. Peter Schmidt, 
of Bloomfield. 

Active in church and club work Mrs. McCormick was 
a member of the First Presbyterian church and Sun- 
day school and held memberships in the Women’s 
Club, Primrose Club, Lambda Sigma class, the Sigma 
Theta Chi sorority and was an associate member of 
the Rainbow Class of the First Methodist church. 

Following funeral services interment was in Fern- 
wood cemetery, with Dr. H. G. Wilkinson of the First 
Presbyterian church officiating. 


—- 


WINTER SHOW AT FURNITURE MART 
DRAWS CROWD 

The annual winter showing of furniture held last 
month at the Furniture Mart, Chicago, drew an un- 
usually large attendance of buyers and visitors ac- 
cording to several manufacturers of office furniture 

and equipment who maintained display rooms. 
Among the office furniture firms which did not nec- 
essarily display office numbers were the following: 
Gaylo Manufacturing Company, Chicago, Ill.—Show- 
ing new styles in folding card tables and chairs in 





| many modern designs and patterns, with William Nave 


in charge. 

The Howell Company, St. Charles, Ill—Home and 
outdoor furniture with an added display of smokers 
for the home and the office. William McCredie in 
charge. 

Imperial Desk Company, Evansville, Ind.—Norman 
Gerth was in charge of a display of household desks 
and bookcases in several new styles and sizes to fit 
any size of room. 

Indiana Desk Company, Jasper, Ind.—Another fine 
showing of desks, bookcases, dressers, etc., under the 
supervision of A. F. Krieg. 

Interstate Metal Products Company, Chicago, Ill— 
Household tables and chairs and a complete line of 
steel lockers for various purposes. Also a fine line of 
kitchen tables and equipment under the direction of 
A. Sternberg. 

Jasper Seating Company, Jasper, Ind.—A display of 
chairs of every description and style with W. J. Gos- 
man in charge. This company maintains an office 
furniture display at 529 South Wabash avenue. 

Lloyd Manufacturing Company, Menominee, Mich.— 


the direction of C. D. Dalrymple. 

Murphy Chair Company, Owensboro, Ky —Uphol- 
stered and wood chairs for the home and the office, 
arranged under the direction of R. J. O'Malley 

Mutschler Bros. Company, Nappanee, Ind.—R. C. 
Chapman in charge of a varied display of home fur- 
nishings and equipment. 

New Indiana Chair Company, Jasper, Ind.—A large 
display of plain and upholstered chairs for all pur- 
poses, with many new designs shown. 

Norcor Manufacturing Company, Green Bay, Wis.— 
A showing of folding table and chair sets for the home 
under the direction of Al Krueger. 

St. Johns Table Company, Cadillac, Mich—R. L 
Petrie was in charge of a display of Dynette table and 
chair sets and occasional pieces 

Troy Sunshade Company, Troy, Ohio.—A systemati- 
cally-displayed showing of chairs, desks and settees 
in the latest styles and designs. George Fraley was 
in charge. 

High Point Bending & Chair Company, Siler City, 
N. C.—Rich and modernistic home settees and chairs 
under the direction of James Baling. 

Tell City Chair Company, Tell City, Ind.—A selec- 
tion of chairs in the latest designs and styles. John 
O’Toole was in charge. 
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The Figuring Machine 
of All-Round Usefulness 


his. 





Monroe Adding-Calculator, Model LA 200-X. A desk-size, compact machine with all 
the basic Monroe features. Ten column keyboard and result dials of twenty places. 


Just see how little desk space an LA Monroe 
occupies. Room for books, work sheets, 
phone, and other business accessories. 


ONROE Adding-Calculators by the thousands are 
at work on business desks all over the world. Ver- 
satility, speed, and handiness have won for the handy 


Monroe Model LA its place as the universal calculator. 


The Monroe LA weighs about 15 pounds. Any girl can 





easily carry it from desk to desk, and it takes up no more 
; 7 Ligkt, yet very sturdy, the LA Monroe 
o.9 . weighs 15 pounds—a great advantage where 
space than a letterhead. And it’s so quiet that you can work must be done at different desks. 


telephone while it is operating at your side. 
On any desk where figure work is done, an LA Monroe 


will save time, money, and worry. 


MONROE 


Calculating Machine Company, Inc. 








Quiet, a tremendous asset of the LA Monroe. 


aint ' —— waenne Tos reneaeine You don't have to interrupt figuring to let 
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Modern ‘‘Streamliner’’ desks are made in a “Streamliner’’ desks are featured in the new 
variety of styles, sizes and finishes for every seal gray finish and white metal trim , 
business need decidedly attractive. 










THE NEEDS OF MODERN BUSINESS 
Magee PROVIDE MANY OPPORTUNITIES 
fempeemeemetenm TO SELL G/W OFFICE EQUIPMENT 


styles of Globe-Wernicke 


ots be} -Ba-leleh ae Met-Vobbal-ba-E- bale! 
books. Stock or special Increase your sales with dependable Globe-Wernicke office 


forms are provided for equipment, supplies and accessories . . . the most complete 
eat-bal ae. etals(-Mebaba-\ole) acim : ; 
line available from one source of supply. Many of these 


products have exclusive distinctive features of special bene- 





|_| 


fit to users. 










Globe-Wernicke products are sold only by dealers who 
make all the retail profit on each sale. Write for catalog, 
prices and details of our proposition which offers a road 
to business success free from unsound practices and unfair 


competition. 








FILING CABINETS 
A wide variety of steel fil- 
pb ate Met-Vo)bal-h4-WbeM-\'1-5 4 ago) a lel- 
ra-bate(-Met-Mr- ha bUE- Vol (Mido aal-\-t4 
id a Baat- bel aa-tcabbba-saat-saha-Me} 
modern business. sistant — practically dust-proof. 


Globe-Wernicke 


Or aTorlalar-lemmelarce 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Service Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
" and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 





STORAGE CUPBOARDS HORIZONTAL SECTIONS STEEL SHELVING 
Cabinets are made in numerous Many combinations are possible Easy to install and can be 
sizes and two grades fire re- by the use of various stock units adapted to individual needs and 


for filing all types of records. floor space availabie. 
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New Machines and Devices Section ] 
Continued from Page 56 


a new method of punching the sheets similar to 
punching of spiral bound note books and then gather- 
ing twenty sheets per spiral. In this manner it is 


necessary only to go through the hanging operation | 


once to hang twenty sheets. 
The system, according to the company, cuts the 
hanging time from three hours to fifteen minutes per 





PATENT OFFICE DRAWING OF THE SEARS’ PRICING 
CHART RACK. 


500 sheets and permits ready reference due to the fact 
that the sheets turn easily on the spiral hinge. Each 
spiral, which is crimped to prevent the sheets from 
crawling up or down its length, is supported at the 
top and bottom by a pintle curved to fit the radius of 
the spiral which gives added support 


*—-¢ 


INVENTOR ANNOUNCES PROTECTED INDEX- 
CARD FILE 


Seymour Ehrenzweig, an attorney, of 3063 Brighton- 
8th street, Brooklyn, N. Y., has invented and patented 
a new type of index-card filing system which entirely 
prevents tampering with the contents and is calcu- 
lated to speed up indexing of records, etc., of public 
buildings and institutions. 

By the simple and inexpensive use of two trans- 
parent covers hinged to the sides of an ordinary 
index-box fully alphabetized index-cards can be used 
in public offices. When the transparent covers are 


locked, the public may read the cards below the | 
covers, and by tabs extending through a small slot | 


in the covers the cards may be moved at will but 
cannot be removed or tampered with. 
threaded onto a rod by means of holes near the tabs 





THE EHRENZWEIG PROTECTED FILING SYSTEM 


and are thus held in their respective places by the 
rod which, when locked, also locks the transparent 
covers. The cards can be read but the reader cannot 
touch any part except the tab extending above the 
cover. Thus the cards are guaranteed against theft, 
disarrangement or spoilage. 

Mr. Ehrenzweig is interested in contacting a manu- 


The cards are | 
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CONVINCE 


YOUR CUSTOMER 


@ If you wanted to tell your cus- 
tomer about a mimeograph paper 
that is really “unusual”— how 
would you convince him that though 
moderately priced, it gives quality 
performance? You’d want him to 


try it out, wouldn’t you? 


@ And that’s just what we want you 
to do with Expedite Mimeo. Because, 
we’re sure when you’ve tested 
Expedite you'll be convinced it’s the 
paper for you to feature. You'll 
find the six bright colors, available 
in both 16 and 20 Ib. basis, will 
please your customers. Its water- 


mark affords identification, 


easy 
assuring you of repeat orders. 
Expedite is Box-Wrapt too, (you 
know, the package that looks like a 


box and is like a box). 


@ Why not see for yourself what an 
excellent sheet Expedite Mimeo is— 
send for the special packet, contain- 
ing generous 84% x 11 samples in 
the full range of colors. And when 
you see the price of Expedite, youll 
know it really is something “‘un- 


x 
usual, 


ROCKWELL-BARNES COMPANY 


1515 West 38th Strect 
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ALPHA- 
MERICAL 





THE GUIDES in first two positions — nat- 
ural for the eye to follow and hand to reach 


MISCELLANEOUS FOLDERS next posi- 


tion in current file, index for transfer case 


FOLDERS same height as guides in TWO 
alternate positions, much greater visibility 


KANT-TARE LABELS, the greatest im- 


provement in years. They minimize wear 


NUMBERING folders same as on guides 


makes refiling rapid and prevents errors 


oo0080 





THE Wabash CABINET COMPANY 


FILING SUPPLIES EXCLUSIVELY, WABASH, INDIANA 
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facturer of office equipment with the end in view of 
arranging for the manufacture and distribution of 
his card index system. 

> 9 


BEAUMONT PATENT COVERS ADDING MACHINE 
IMPROVEMENT 


Ernest Beaumont, Canton, Ohio, distributor for the 
Allen-Wales Adding Machine Corporation and owner 
of the Beaumont Equipment Company, has recently 
been granted patent No. 2,167,620 on an invention 
which is described as being applicable to adding and 
calculating machines either full or ten keyboard. 

According to the patentee the invention provides 
“telescopically mounted key tops which, when pressed 
for setting up digits to be computed, will set in the 
latter, then with a further movement of any of them, 








DIAGRAM OF THE BEAUMONT PATENT 


in any column, and a secondary key stem, through a 
depressive frame having cam means, longitudinally 
moves the motor trip (the invention applies to motor- 
driven machines) thereby completing the computa- 
tion, which at present requires the pressure of a 
motor bar located away from the keyboard and a con- 
sequent additional operation following each set-up of 
items.” 

Further particulars can be obtained by writing to 
Mr. Beaumont at 134 Second street, S. W., Canton, 
Ohio. 


GLOBE PRODUCES LINE-O-SCRIBE PRINTER 


A new device for printing short runs of postcards, 
posters, display cards, etc., and named the Line-O- 
Scribe, has been introduced to the trade by the Line- 
O-Scribe division, Globe Corporation, 332 South Mich- 
igan avenue, Chicago, IIl. 

The Line-O-Scribe, according to the manufacturers 
is capable of producing one or more copies in one or 
a dozen colors in one operation. This can be accom- 
plished much quicker and more economically than by 
the hand method. The machine is sold with a com- 
plete list of equipment and book of instructions. 

The manufacturers will supply additional details on 


request. 
—_—————-- oe 


NEW REX-O-GRAPH DUPLICATOR MODEL 
ANNOUNCED 


The Rex-O-Graph Company, 3725 North Palmer 
street, Milwaukee, Wis., has announced the Rex-O- 
Graph Model F, a newly designed, high speed dupli- 
cator unit. Completely roller moisture operating, the 
Model F handles all paper sizes from small 3-inch by 
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No grouping of pieces in the popular Steel Age line of Steel Office 


Equipment ever received as instantaneous and_ enthusiastic 
approval as that accorded our new Executive Desk grouping. The 
trade not only liked it—but soon were demanding additional 


related pieces to complete their selection. 


Now we are pleased to announce the addition of several new com- 
panion pieces of harmonious design—including a Telephone 
stand, Executive Wardrobe, Waste Basket, Desk High Legal File, 
52, 66 and 72 inch Table and a 52 and 66 inch Flat Top Desk. 


We suggest that you write for our new Executive Desk Folder which 
 SJee ge illustrates and describes the complete grouping. A wire or letter 
~~ > 


will bring complete information. 


Jamestown 


CORRY-JAMESTOWN MFG. CORP. .... CORRY, PENN’A. 
EXPORT ADDRESS: 1105 CHESTER AVE., CLEVELAND, OHIO 
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“THE ACCEPTED 
STANDARD OF QUALITY” 

















aSSICK 


OFFICE CHAIR CASTERS 


The largest selling quality office chair casters 
in the world! 


Why —because of the patented two-level ball race design 
that gives greater eficiency and easier swiveling — because 


of guaranteed and proven satisfactory service in actual use. 


These casters and the complete line of BASSICK floor 
} 





protection equipment are building good-will and profitable 


rhis BASSICK display will sell sales for leading office equipment dealers. 

QUALITY casters, and floor protec 

tion equipment. It is available free to 

dealers stocking the Bassick line. CATALOG AND COMPLETE INFORMATION ON REQUEST 


BASSICK COMPANY *¢ BRIDGEPORT, CONNECTICUT 


STEWART-WARNER.ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 


THE 


Canada Factor 


LA 
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5-inch cards up to sheets as large as 9-inch by 15-inch, 
printing 600 copies from a single master. 


Among the many new and useful features which 
have been incorporated in the design of the Model F, 
are devices which automatically center, feed, count 
and stack the copies as they are run through the ma- 
chine. Hand operated, it has a capacity of 100 copies 
per minute. Only one forward motion of the crank 
being required to completely print and stack each 





THE REX-O-GRAPH DUPLICATOR 


copy. Four or more colors can be run in a single op- 
eration from the same typed, printed or drawn master. 
Because of the fact that no inks are used in the ma- 
chine itself, masters which have been used can be 
removed from the drum and re-used from time to 
time until a total of six hundred copies have been 
printed. 

Requests for more detailed information on this new 
precision printing unit should be mailed direct to the 
Rex-O-Graph factory in Milwaukee. 


— —_o— 9 
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CO YA 


PLUS AUTOPOINTS 


GRIP-TITETIP — 


SIU ES 


MORE SALES FOR YOU! 


WITH THIS AUTOPOINT GRIP-TITE 
TIP, THIN LEADS CAN’T WOBBLE 


OR FALL OUT-AND THEY RESIST 
BREAKING! 





@ The famous Autopoint ‘““GRIP-TITE” tip plus the popular 
new Real Thin Leads make a sales combination that can’t be 
beaten. The new Autopoint pencil for Real Thin Leads is not 
just a writing tool that’s always sharp; but a quality writing 
instrument that gives years of comfortable, easy writing and 
never-failing service. The leads cannot wobble or slip out, nor 
will they break easily. Demonstrate these sales points to your 
customers. It will mean repeat sales—and more profits—for 
you. Try it! 


NEW OFFERING OF NEW INDIANA CHAIR COMPANY.—This | SOLD SEPARATELY OR IN 


new posture chair has recently been introduced to the trade. It 


is distinguished by a specially formed posture seat and adjust- | 


able height back and is available in genuine walnut, quartered 
oak and birch. It is expected that a full description of the chair 
will be available for the January issue. The company is located 
at Jasper, Ind. 
—-<- 


GEORGE NELSON RETURNS TO JOB 


After a series of unfortunate events which have kept 
him from his territory for some time, George D. Nel- 
son, West Coast representative of the Weldon Roberts 
Rubber Company, is back again calling on the trade. 

Mr. Nelson was considerably slowed up early in the 
summer by an injured knee which finally sent him 
home to Nashville for treatment. He was on the road 
to recovery when his youngest daughter, Andrea, be- 
came seriously ill, being still confined to a hospital. 
In the meantime his son-in-law, Ernest Wolfenden, 
was killed in an automobile crash 


| 75c to $1.25. Prices slightly higher 


COMBINATION SETS 


Autopoint pencils using Real Thin 
Leads are sold separately or in com- 
bination with six extra erasers and 
fifty extra leads. Pencils only retail 
from 49c to $1.00. Combinations at 


in Canada. Order from your jobber. 


THE TTER PENCIL 
AUTOPOINT COMPANY Dept. 0A-12 ‘\ 
1801 Foster Avenue Chicago, illinois 


Distributed by 
Mutual Stationery Co., Inc., 368 Broadway, New York 
Assoc. Stationers Supply Co., 229 S. Jefferson St., Chicago 
A. C. McClurg & Co., 333 E. Ohio St., Chicago 
Zellerbach Paper Company, West Coast 
Brown Bros., Ltd., 100 Simcoe St., Toronto, Canada 








SELENE ARC TS TEE C I IF 

















118 







No. 420 Chair 
Width 32 in. 


Height 35 in. 


IT'S A CINCH 
TO SELL 


EAvlteh Upholstery serene 


@ because Ehrlich good quality uphol- 
stery can be depended upon for 
these “Built in’’ selling factors: 





Superior workmanship 
Higher quality standards 
More beautiful styling 
Wider leather selection 
Quick consumer acceptance. 


for fine sales performance and quick 
advancement... get behind Ehrlich 
upholstery now! 







WRITE FOR FULLY ILLUSTRATED CATALOGUE 


After eighteen years of building fine furniture, 
we take great pleasure in issuing our latest cata 
logue of Leather Upholstered Furniture—for the 
contract, architect, home and office trade. 


EHRLICH UPHOLSTERY WORKS 


520-528 WEST 43RD STREET * NEW YORK, N. Y. 









Depth 36 in. 
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“A PAGEANT OF PRINTING PROGRESS” 


In celebration of its seventy-fifth anniversary, S. C. 
Toof & Company, Memphis, Tenn., issued a booklet of 
singular beauty and wide interest under the title, “A 
Pageant of Printing Progress.” Its general design, 


| color work and copy are combined effectively to form 


a unified whole, invested with esthetic charm. 
Covering the period from 1846 to 1939, the booklet 
relates the story of the Toof organization, founded 
three-quarters of a century ago by Stephen C. Toof. 
As superintendent of the old Memphis Appeal, Mr. 
Toof directed the loading of the newspaper’s equip- 
ment on a freight train the evening of June 5, 1862, 
and went further into the South with it to avoid 
capture by the Federal forces. The dramatic account 
in the booklet reveals how the newspaper roved the 
South for three years, and upon its return to Memphis 
after military operations ceased, issued its first “after 





sketch heading a page of history of the “New South” and 

S. C. Toof & Company, Memphis, Tenn., in the firm’s recently 

issued seventy-fifth anniversary booklet, “A Pageant of Printing 

Progress.” In the brochure the effect of the sketch was height- 
ened by an overlay of gold colored ink. 


_ the war” edition carrying the announcement of forma- 


tion of S. C. Toof’s Franklin Job Printing House. From 
this small beginning came the large office equipment, 
printing and engraving house now widely known 


| throughout the South as S. C. Toof & Company. 


From cover to cover, the booklet’s appeal is constant. 


| Bound with a gold colored plastic hinge, the brochure 
' has a color scheme of blue and gold interestingly 


worked out to sectionalize the presentation of the ma- 
terial. The pages of each of four sections vary in 
width so that each group extends one-half inch be- 
yond the one preceding it, having a result much like 
a visible index system. The exposed half inch mar- 
gins are of alternate gold and blue, and carry indica- 


| tions of contents. 


On one of the opening pages is a sketch of Arch- 
imedes operating “A lever to lift the world.” Referring 
to the Greek mathematician’s application of the prin- 
ciple of the lever, the caption aptly reads, “If the 
Greeks of 250 B. C. were amazed at Archimedes’ dem- 
onstration of his ability to multiply physical strength 
with a lever, imagine their astonishment if they could 
know how many millions of times this great mathe- 
matician’s ideas have been multiplied—by printing.” 

Next follows “A Saga of the New South,” and then a 
short treatise on printing, succeeded by three pages 
containing excellent examples of the three types of 
printing available at Toof’s—letterpress, offset and in- 
taglio. 

The last eight pages carry reduced reproductions of 
photographs on a gold background, taking the reader 
on a tour of the Toof plant in following a printing job 
to its conclusion, and showing large views of the firm’s 
furniture and stationery departments. On the inside 


| of the back cover is printed the slogan, “Old in years— 


young in ideas,” as an appropriate conclusion to a fine 
example of institutional advertising. 
WAINWRIGHT BUYS BUNTIN, GILLIES 
Buntin, Gillies & Company, Ltd., Hamilton, Ont., 
wholesale paper importers and manufacturers of sta- 
tionery and paper supplies, was recently purchased 





| entire by Norman E, Wainwright of Toronto, Ont. 
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INVINCIBLE MODERNAIRE DESKS 


& 


Installation of Modernaire Desks and Invincible Files 





Center Street Fuel Company, Milwaukee, Wis. 


MATCHED BUSINESS FURNITURE 


Builds Propits FOR DEALERS! 





Shown here is Modernaire double pedestal 
flat top desk—outstanding favorite of the 
Invincible Line. Packs a wallop of dramatic 





sales appeal—with selling points your cus- 
tomers can see and feel—new refinements 
—exclusive patented features—advanced 
construction—modern in price as in design. 


INVINCIBLE METAL FURNITURE CO 


Executive and typewriter desks matching per- 
fectly with harmonizing office tables make up 
the business builders in the complete MODERN- 
AIRE line by Invincible. Packed with exclusive 
selling features your customers recognize in- 
stantly—construction and convenience advan- 
tages that turn prospects into customers for 
quick sales and profits. Sturdy desks and tables 


“smartly” 


—smartly designed for appeal and 
low priced. Sold only through exclusive dealers. 


Write NOW—for complete details and prices. 





FACTORY AND MAIN OFFICE: 
e MANITOWOC, WISCONSIN 
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LAN NOW 


to make a neal cleanup at 
thansfor tune with 
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nde denier aechs a take ee 


You should have seen this small storage room 
before TRANSFILE FILES transformed it into the 
neat orderly arrangement you see here. Search 
out these places in your customers’ quarters. 
You will find plenty of them. It means real money 
in your pocket and better satisfied customers. 
It's well worth trying. 


TRANGSFILE FILES 


You have a great transfer season ahead of you. Business 
activity has been accelerated for the past few months 
and seems destined to continue apace. That means more 
records—and more transferring. So plan to make a sys- 
tematic canvas of all your customers’ needs and make a 


real clean-up this season. 


And to make absolutely sure your customers will get 
100°/, satisfaction sell them TRANSFILE FILES. You won't 
have to change your customers’ systems to accommodate 
the files you sell. Not if you sell TRANSFILE FILES for there 
are four different models and 13 sizes. There is a file 


for every need. 


TRANSFILE FILES look and act like regular steel office files 
yet sell for a fraction of the cost. They keep all records 
right at finger tips. Plan now to make this transfer season 
your biggest and most profitable. TRANSFILE FILES will 


help. 


GUIDE SYSTEM & SUPPLY CO. 335 CANAL STREET, NEW YORK, N. Y. 


Manufacturers of the GUSSCO complete line of filing supplies 





The DELUXE TRANSFILE with steel front and roller bearing drawer 


suspension is a complete filing unit. 


The REGULAR TRANSFILE is a really remarkable value for the money. 
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“YOUR WISH—GET IT” 


The above caption is the title of a little book of 
twenty-four pages 4 by 614 inches, with stiff covers, 
printed in black and orange, written by Tim Thrift, 
advertising manager of the Elliott Addressing Ma- 
chine Company, Cambridge, Mass. Along with his 
work through many years, Mr. Thrift has been 
pamphleteer. Many of his philosophical essays and 
sketches have appeared under the titles Tim Talks 
and Tim Thoughts. 

The prefatory statement to its contents is “A sim- 
ple key to the Power within you, which, when under- 





TIM THRIFT 


COVER OF THE NEW TIM THRIFT BOOKLET 





stood and used, will enable you to accomplish your 
desires—achieve the fulfillment of your dreams.” 

In the Foreword the author states ‘‘there is nothing 
new in what he has to say, but he hopes that per- 
chance the manner of telling may bring the message 
home with a new significance to those who read it, 
need it, heed it.” 

The little book then sets out to show a Power 
within each individual by which one’s real and reason- 
able desires may be brought to pass: That this Power, 
part of the Supreme Power which controls man’s 
destiny by immutable laws, always available, may be 
directed toward ends desired. 

Considering the Power, the author states: “Many 
volumes have been devoted to a discussion of this 
inner Power. We will deal with it here, however, 
only in paragraphs, because psychology is a confusing 
thing to the average person, as are a lot of other 
related sciences and isms which need not be ‘swallowed 
whole’ to get the good from them. All that is neces- 
sary for you to know to apply the Power successfully 
to get what you want will be found in the following 
pages.” 

Who reads the little book and ponders the thesis 
will be impressed with the logic; and will perceive 
the truth of a statement by another writer upon the 
subject —‘“‘Evermore he (man) takes the tools of 
thought and fashions what he wills; brings forth a 
thousand joys, a thousand ills.” 

“Your Wish—Get it” warns against use of the Power 
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THE SHERATON SUITE 


SLOANE 
EXECUTIVE OFFICE 
FURNITURE 
... Now Shipped From Stock! 





ccemactettl 


NOT EVERY business man you interview feels that he 
can aftord office furniture custom-made in Sloane’s 
masterful interpretations of period styling. 


BUT PLENTY OF business | 


aders in your territory 


would like to...if they could afford it. 

FOR THEM, Sloane has developed a new line of period 
suites. All are done in fine woods...all superbly made 
and finished in ery detail of workmanship... all 
available for prompt shipment at budget prices. 


SLOANE MAKES | 


ir strictest spcci- 


} 


, _.% 
fications, with Permo-Weld panels that defy age, 
} ; 
checking, Warping and weather. 
§ I 
a i 
SELLING THIS new Sloane line offers you more profits 
with less effort. We’ll be glad to give you details on 
1 “1 . . ° - 
handling Sloane stock office fi 
Illustrated: Sloane’s Sheraton executive suite. Desk, 
$198; swivel chair, $80; armchair, $70; typewriter 
lesk, $178; $27 
» i 





Wholesale Office Furniture Division 


wsi Sloane 


575 FIFTH AVENUE-NEW YORE 
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10,000 


reasons why you should 
wire, write or call 


9.S.Morwe 
FIRST 


for all your 
USED 


BUSINESS MACHINES 


TYPEWRITERS 
ADDING MACHINES 
BILLING MACHINES 

BOOKKEEPING MACHINES 
CALCULATING MACHINES 
DUPLICATING MACHINES 
DICTATING MACHINES 
CHECKWRITERS 
CASH REGISTERS 
- AND SUPPLIES 


Over 10,000 machines right here in our quarters— 
an exceptionally complete stock of the choicest 
material available. Both roughs and rebuilts. All 
these machines are backed by our 25 years of 
experience in serving office machine dealers in 
all parts of the world. 


Get our latest price list. It will save you money! 


ue JS Moe Free 


296 BROADWAY 


aeee Geave at 
OaK city 


Serving he Trade Chr 25 Yaars” NEw yor 





NEW ENGLAND SALES OFFICE 
99 BEDFORD STREET, BOSTON, MASS. 
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for selfish or malicious ends which work injustice to 
others. 

Single copies of the book will be supplied at twenty- 
five cents each. One dozen copies for $2.50. All cor- 
respondence should be addressed to Tim Thrift, 64 
Salisbury street, Winchester, Mass. 


—<_- 
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FEATURING THE SPEED-O-PRINT FOR CHICAGOANS. — 
Stevens-Maloney & Company, well-known Chicago stationery 
and office supply house, recently devoted an entire window 
to an eye-arresting and productive promotion of the Speed-O- 
Print and products of the Speed-O-Print Corporation. The big 
machine, centered, with prices in easy-to-read type and en- 
tirely surrounded by Speed-O-Print duplicating equipment 
notified passersby that the Stevens-Maloney organization main- 
tains a complete duplicating machine department. 





2 
NEW ENGLAND TRAVELERS NOTES 


A spirited game followed by the awarding of four- 
teen prizes and topped by an excellent dinner at 
Sailor Tom’s, on October 4, brought an official end to 
the club’s golf activities for the year. The closing game 
was at Norwalk and Jim Towhill was the host. Those 
who took prizes home were Host Towhill, Jim Arming- 
ton, Dave Hill, George Pratt, Wallace Lovett, Ed. Free- 
man, Joe Bonney, J. B. White, Bill Taylor, Harry 
Chandler, Frank Fisher, Don McFarland, Chet Cum- 
mings and Wally Taylor 





. * 


The club and its members offer hearty congratula- 
tions to Mr. and Mrs. Gary Dell, who were married on 
September 22 at Orleans, Mass. Mrs. Dell was Marie 
Hambrecht of Albany, N. Y. They expect to take up 
permanent residence in Boston in the near future. 

» = - 

If Cort Worth, who graces the ranks of the Ester- 
brook Pen Company, ever had secret longings to break 
up things he got the chance of a lifetime while vaca- 
tioning in his old home town, Bridghampton, L. L, 
recently. It appears that due to various reasons sun- 
dry members of the local fire brigade were not on tap 
when a very elegant fire broke out in the center of 
town. The chief issued a call for volunteers and passed 
out axes with a liberal hand, one of these becoming 
the property of Cort Worth for the duration of the 
blaze. It is reported that he had the time of his life 
with the axe and incidentally helped the rebuilding 
industry quite a bit. 

J + + 

Irving Johnson, owner of the Johnson Book Store 
at Springfield, Mass., on October 29 left for Gloucester 
aboard his boat, the Yankee, for his third trip around 
the world. He is accompanied by his wife and crew 
and expects to be gone about eighteen months. 


+ * * 


Charlie Cow, of the Reynolds Manufacturing Com- 
pany, will leave soon for the Cliff Dwellers district with 
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BE YOUR OWN SANTA CLAUS THIS YEAR 
— Give Yourself a Sackful of EXTRA SALES! 


You can assure yourself of the same advantages which 
hundreds of dealers, all over the country, have ob- 
tained by selling the line that is “moving up fast.” 
The NATIONALLY ADVERTISED line of A-S-E 
Aurora equipment has plenty of customer-convincing 


features and is priced right. 


A-S-E products are made of high quality materials 
by skilled craftsmen. There is more than a quarter 
of a century experience behind every A-S-E product. 
Salability and durability are combined, assuring both 
dealer and customer satisfaction. Start selling the 
line that is “going places”—write for complete in- 


formation—today. 





A-S-E AURORA FILING EQUIPMENT— 
You can meet every need when you sell 
the four full A-S-E Aurora lines. There is 
a size, type and arrangement for every 
requirement. There are 58 Balanced De- 
sign features which will help you turn 
prospects into customers. 

Write for the A-S-E Aurora Filing Equip- 
ment Catalog. 





A-S-E STORAGE AND WARDROBE CABINETS— 
There are 57 models in the two lines of A-S-E Storage 
and Wardrobe Cabinets which meet practically every 
need. You can sell the Master 
line to your customers who 
demand de luxe cabinets. And 
the Popular line will appeal to 
those who insist on maximum 
value at the lowest possible 
cost. The wide range of sizes 
and arrangements plus many 
sales-producing features en- 
ables you to sell faster—more 
profitably. Mail the coupon 
for complete information. 


ALL-STEEL-EQUIP 





COMPANY, INC. 


607 JOHN STREET AURORA, ILLINOIS 


A-S-E DS FILES— Made in sizes to 
fit every form, provide an economi- 
cal means of filing permanent and 
inactive records. They give the ad- 
vantages of steel filing equipment at 
a cost no greater than that of card- 
board boxes and shelving. DS Files 
All-Steel-Equip 
A-S-E 


are made only by 
Company. Write for the 
Filing Equipment Catalog. 





A-S-E AURORA TRANSFER CASES are available in 
two lines. Their sturdy construction and built-in 
strength enable them to give a lifetime service. Can 
be stacked quickly and securely as high as desired. 
Mail the coupon for details. 


A-S-E AURORA DESKS—The new Diplomat line fol- 
The Standard 


lows the modern design trend. line 
meets the requirements for 
conventional design. The 
sturdy construction and spe- 
cial finish of all A-S-E Aurora 
Desks and Tables give them 
unusual salability. Mail the 
coupon today. 










All-Steel-Equip Company, Incorporated 

612 John St., Aurora, Ill. 

( ) Send complete information about A-S-E Cabinets 
( ) Mail a copy of A-S-E Filing Equipment Catalog 
( ) Forward detail« about A-S-E Aurora Desks 
Name... 

Address 

City. 
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MATTHEWS BROTHERS, INC., WILMINGTON, DEL. 


| | 
N QO matter what brands you carry, you can carbon sales. For Columbia means customer 


always sell some ribbons and carbons. satisfaction, re-orders, more business. Columbia 


> a « . > . . . . . . 
But, if you really want to know how profitabl quality plus Columbia cooperation plus Columbia 

ribbons and carbons can be, take a tip from the : . : 
service with all their resources and experience 


Columbia dealers whose windows have been ap- : 
stand back of every Columbia dealer. 


pearing in these pages-—feature Columbia as 
Columbia dealers have proved to themselves, 


your leader! 
The result—as Columbia dealers evervwhere 8 you can do, that the Columbia way is better. 


have proved—will be to boom your ribbon and Write and let us tell you why. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Vain Office and Factory: GLEN COVE, L. L., N. Y. 
New York: 305-313 East 45th St. Kansas City, Mo.: Dwight Bldg. 


FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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He originally 
war abroad 


his sound and motion picture cameras 
planned a trip to Europe, but the present 
forced him to change his plans. 
i * a 
The above news items were gleaned from the pages 
of the N.E.T. Club News, official organ of the New 
England Travelers Club. 
ee 
KYLE’S SOUTHERN DIVISION SETS MONROE SALES 
PACE FOR SIX YEARS 
Way out in San Antonio, Tex., is a gentleman named 
T. R. Kyle who sits in an office which is the head- 
quarters of the Southern division of the Monroe Cal- 
culating Machine Company. And Mr. Kyle smiles as 
his gaze roves fondly over eight beautiful trophies 
lined up on his desk where anyone so minded can see 
and admire. 
And he should smile. For the eight handsome pieces 
are concrete evidence of the fact that the Southern 





THEY’VE A RIGHT TO BE PROUD.—T. R. Kyle, manager of the 

Southern division of the Monroe Calculating Machine Com- 

pany, seated at his desk with the eight quarterly sales trophies 

won by his division consecutively over the past six years. 

With him are members of his San Antonio headquarters staff, 

left to right: C. F. Page, Miss V. D. Crawford, Miss M. Humphreys 
and P. D. Williams. 


division for six consecutive years has been the leading 
division of the Monroe organization and, at the present 
writing, appears to be all set for another six 

The award of the division trophies is based on per- 
centage of sales quota secured over a period of three 
months and each trophy must be won for three con- 
secutive quarters before it becomes the permanent 
property of the division. 

Mr. Kyle’s jurisdiction extends over the entire south- 
ern and southeastern parts of the United States and 
includes Monroe offices in forty cities located in twelve 
states. The record made by this whole territory, as 
leader among the five major sales divisions of the 
Monroe company continuously since January, 1934, is 
unequaled in the organization to date. 

No wonder Mr. Kyle and his staff feel happy about 
the whole thing! 

.—->e 
SPEEDS UP MAKING OF BANK PASSBOOKS 

Newly developed machinery and improved methods 
have combined to speed up the manufacture of bank 
passbooks and pocket check covers made by the Na- 
tional Passbook & Supply Company, Cleveland, Ohio. 
Like many other products made on a production basis, 
officials of the company point out, stock items which 
have been standardized can be sold for less money 
and still retain high quality. Operations which for- 
merly required handwork are now accomplished by 
machines in a fraction of the time previously required. 


THERE’S A REASON FOR 


THIS Fopularily 
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Model 33, easily moved by raising the front legs slightly off the floor 


@ Ideal Model 33 is a favorite with many 
users because it combines finest tubular 
steel construction with greatest conve- 
nience and usefulness in an economical, 
lightweight stand. Dealers find Model 33 
features make it a fast-selling and profit- 
able item, meeting the need for a general 
utility stand for office, school and home 
use. Also available with 4 casters as 
Model 32. 


Write for catalog listing the complete 
Ideal line—a type and size for every need. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE CHICAGO, ILLINOIS 
We sell only through dealers 


IDEAL 


STANDS AND STOOLS 


























It’s New... 





A 3 hole Punch for 
3 Ring Binders 





CLI 


¥%& Light in weight—{"" — in 


* Small in size— 2" be kept in a desk 
. a's drawer, or brief case. 


* Low in price—for quick, easy selling. 


A modern, streamlined 3 hole punch—accu- 
rately spaced for 3 ring binders using standard 
1] x 84 sheets. 





SOLD BY LEADING JOBBERS EVERYWHERE 





Manufactured by 


% ) “ 
New England I aper Punch Co. 
95 Washington Ave., Natick, Mass., U.S.A. 


















JASPER 
SEATING 
COMPANY 


presents 


A New Series 
of Upholstered 
Office 
Chairs 


IN IMITATION 
LEATHER 


This interesting group of smart designs enables the office 
furniture dealer to provide his trade the solid comfort and 
appearance distinction of upholstered office chairs in good 
value and moderate cost, equal in quality to our fine line of 
all wood office chairs. Full details on request. 


Jasper Seating Company 


JASPER, INDIANA 
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ROYAL METAL TAKES NEW 
HOME 

Marking an important step in 
its career in the office equipment 
and home furnishing field, the 
Royal Metal Manufacturing Com- 
pany, Chicago, on December 26 
will move into its new and beauti- 
ful Gothic building at 175 North 
Michigan avenue. 

The new structure is a seven- 
story, attractive building which 
Royal Metal purchased recently as 
its Chicago headquarters. The 
main and one other floor have 
been remodeled into showrooms 
for the company’s well-known 
line of chrome furniture and the 
next two stories will be used as 
general offices. The remaining 
three floors will be rented, prefer- 
ably to firms of the institutional 
field in allied lines. 

Founded in Chicago in 1897, the 
Royal Metal Manufacturing Com- 
pany has grown into one of the 
largest organizations of its kind 
in the country. In addition to its . 
factory at Michigan City, Ind., it ROYAL METAL 
maintains branch factories at MOVES.—On De- 
New York, Los Angeles and To- cember 26 the 
ronto, with showrooms in numer- Royal Metal Manu- 


ous other cities in the United facturing Company 
will occupy this 





Ss beautiful Gothic 

It is expected a report of the building at 175 
official opening and housewarm- North Michigan 
ing will be available in time for avenue, Chicago, 


inclusion in the January issue. as its new home. 


© a - 


MATHEWS BECOMES OFFICIAL OF 
DEVOE & RAYNOLDS COMPANY 


W. H. Mathews, formerly vice-president and chair- 
man of the general sales committee of Remington 
Rand, Inc., has been named vice-president in charge 
of trade sales division of the Devoe & Raynolds Com- 





W. H. MATHEWS 


pany, Inc., paint manufacturers. Mr. Mathews had 
been connected with Remington Rand in executive 
capacities for some twenty years and is widely known 
in the office equipment field. Besides being named a 
vice-president of the paint firm, he also has been 
elected a director.—NJNS 
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- WHY IT PAYS TO CARRY THE FULL NATIONAL LINE | 


of ATi aT 




















Through the National line of Bound Books, Sheets, Pads and Forms, runs 
the superior selling quality of “Eye-Ease” paper. 


This special paper--introduced by and exclusive with National--is going 
ahead in popularity with every year. Business men everywhere recognize 
the advantages of its optically correct green-white tint and of its scientifi- 
cally right brown-and-green ruling. 


That is one reason why National Feature Lines that embody “Eye-Ease” sell 
successfully against mere price competition. Your customer can see the 
added value to /im in items that give you full price, full profit. Futhermore, 
once he has used “‘Eye-Ease” in one kind of record, he is ready to buy it in 
another. That ‘“plusses” sales for you. 


PLANNED, COORDINATED PROMOTION 


Back of our “Eye-Ease”’ items--as of other National Feature Lines--is a con- 
sistent program of promotion that helps move goods off your shelves. 


For instance, at this season of year, when days are shortening and artificial 
light is coming in--when your customers are beginning to think of inventory, 
of closing books, of cost-analyses and first-of-year replacement of ledger 
sheets--National dealers are getting special window or store displays that 
feature ““Eye-Ease.”’ These are furnished free--as are circulars that demon- 
strate and sample ‘‘Eye-Ease”’ paper. 


National maintains a consistent program of cooperation with its dealers. 


NATIONAL BLANK BOOK COMPANY 


HOLYOKE, MASSACHUSETTS 


= Lay _——— 
TTT i Catalog Covers, Loose Leaf, Bound Books, Visible Records 


N.Y. City-100 Sixth Ave Chicago-328 S. Jefferson St Boston-45 Franklir 
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Style in office equipment implies modernism , , , 
eye-appeal that satisfies today’s desires and to- 
morrow’s demands. Without style there can he 
but little sales activity; and a silent cash register 
is neither stylish nor satisfying, Steel-case desks 
have style in abundance—astyle of beauty, crafts. 
manship and distinction , . . 4 gearing of smooth 
selling elements that command the most impor- 
tant element of all—sales, 


Last month, we stated here that the two new 
Steelcase lines of smart roll-edge island base 
desks had squarely hit the bullseye of public 
approval hecause they exemplified modern 
desks for modern markets, Today we repeat 
that many farseeing dealers are buying and 
many more users are ordering them because 
they have sales making style that dealers need 
and service style that modern buyers demand. 





No. 70 16 


This is the age of Streamlining . , . and 
streamlining plus a variety of fine finishes 
have created a rare new beauty in Steelcase 
desks. See hoy cleverly the rolled edge of 
the linoleum writing surface js firmly held 
with a stainless steel binding strip and how 
the smart decorative corner pieces complete 
a top that is both pleasing and efficient. The 
two island bases are “upported on four stain. 
less steel glides, readily adjustable for height, 
fo assure rock-solid steadiness on any floor, 


Look the entire desk field over, Compare 
these new Steelcase desks with any com. 
parable merchandise, Then you will surely 
come back to Stee] ase... and you will stay 
with Steelcase. 





Write For This. 
It Brings the Complete 


No. 7025 
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ROYAL’S CHRISTMAS CAMPAIGN ANNOUNCED 


Following up the successful “$10,000 for Names” 
contest which the Royal Typewriter Company, Inc. 
sponsored to introduce its new Magic Royal portable 
typewriter, a new advertising campaign has been 
inaugurated to further increase public interest in 
the new Royal portable machine. 

The campaign has been designed to reach its peak 
at Christmas with a nation-wide schedule of full- 
page magazine ads in the American Weekly, Esquire, 
Saturday Evening Post, Life, and Scholastic, and 
keyed newspaper ads in all the large cities. Royal 


(Se 





MISS MAGIC MARGIN MEETS SANTA CLAUS.—This hand- 
some window display, lithographed in eight colors, is but 
a small part of a new advertising campaign of the Royal 
Typewriter Company on behalf of its Magic Royal Portable. 


dealers will be supplied with a wide variety of news- 
paper mats to effectively tie-in with their own local 
advertising to this intensive magazine and newspaper 
campaign. 

Distinctive dealer helps have been planned incor- 
porating Royal’s theme girl, Miss Magic Margin, and 
the always popular Santa Claus. A_ twelve-page 
folder, measuring 314 inches by 6 inches, has been 
printed in three colors. Included in this unusual 
folder is a novelty cover with a die-cut opening. 

As part of the long list of dealer helps and displays 
is a newly-designed Christmas letterhead featuring 
Miss Magic Margin and Santa Claus. Each carrying 
case for the new model portable will be encircled 
with a gaily printed band in Christmas colors for 
dealer window display. 

Completing the dealer helps is a handsome window 
display, lithographed in eight colors featuring Miss 
Magic Margin and Santa Claus, around which the 
entire window display will be built. 

><? 


PRIZE ALUMILITE VENETIAN BLINDS MAKE HIT 
AT BUSINESS SHOW 


Five beautiful Alumilite venetian blinds were given 
away daily as a feature of the Chicago Venetian Blind 
Company’s exhibit in Horder’s, Inc. booths at the re- 
cent National business show at Navy Pier in Chicago. 
Names of winners were announced daily at their 
attractive display. Thousands of visitors stopped to 
view the eighteen Horder exhibits and large numbers 
were developed into direct leads and sales for Alumilite 
venetian blinds. 
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Top Rating! 


Again and again the No. 24 St. Johns 
office table has taken a top place in the 
fast selling line of St. Johns office tables. 
Of excellent design, durable construction 
and rich golden finish, it more than meets 
the demands of an efficient, well organized 
office. It has all the qualities: that have 
made the St. Johns office tables so 
superior 


Write for the new St. Johns catalog showing this and 
many other distinctive tables in the St. 


Johns line. 


specially selected plain 
ice golden finish. Also 
brown finish. Top is %4” 
js, 2'4,” square. Reg 
pped with one draw 





6 inches 27 x 54 inches 
es 7 x 60 inches 
” 


nche x 72 inches 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 
Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 





ARTILITY 


METAL OFFICE CHAIRS 
A MODEL FOR EVERY PURPOSE 





No. 491 THE "“AIR-FLOAT" 


A COMPLETE LINE—A PROFIT LINE 


SEND FOR LITERATURE 


ARTILITY METAL PRODUCTS, INC. 
1221 SECOND STREET 
ELKHART, INDIANA 
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UNI IE All Steel Collapsible 
Storage or Transfer Box 
@ 22 sizes 


@ Shipped K. D. 


e@ Easily assembled by cus- 
tomer 


@ Labels and pulls furnished 
@ Low in price 


@ Protection from Rodents, 
Dampness and Dust 





e@ Will not warp or swell 


Real selling points for you. A perfect product 
for demonstration. Can be set up from ship- 
ping carton to complete box in a few seconds. 


Write for a sample and maximum discount 
on these new Collapsible Storage or Transfer 
Boxes. Now is the time to investigate this mer- 
chandise for transfer time. 


HENRY T. ADAMS MFG. CO. 


8561 South Chicago Avenue Chicago, Ill. 











SELLING QUALITY TODAY 








MEANS REPEAT ORDERS 
TOMORROW 


EXTRA SERVICE 
IS RENDERED 
WHEN YOU SELL 
A QUALITY 
PRODUCT 








vw 6 oo ™ 


INTERNATIONAL 


TvVvVeOeOgwRiivsé & 


GOG000000609 
GOOD VALUE FOR PURCHASER and SELLER 








MUNSON SupPLy Co., 348 Hudson St., New York City 


Please send information about the New Key 


Nome...........- 
—New Package and Counter Display to 


Address 
SEE ilies ; State 
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NEW DISPLAY STAND ILLUMINATES REMINGTON 
PORTABLES 

A new type of display stand, streamlined, illuminated 
by two-tone lighting and designed for either store or 
window use in displaying Remington portable type- 
writers, has been announced by Remington Rand, Inc., 
Buffalo, N. Y. 

Available to all dealers under a simplified merchan- 
dising plan, the new display was built as a distinctive 
store fixture capable of producing a dignified yet sales- 





REMINGTON RAND’S ILLUMINATED PORTABLE TYPE- 
WRITER STAND WITH THE REMINGTON DE LUXE 
NOISELESS MODEL IN PLACE. 


producing atmosphere about the machine on display. 
The stand is covered with a light tan crinkle finish and 
is equipped with two-tone lighting, chrome trimmings 
and gracefully curved lines ending at a slanting base. 
A simple plug-in switch provides illumination. 

Dealers interested in obtaining further details of 
the display stand and the plan under which it is avail- 
able should write to Remington Rand, Inc., 465 Wash- 
ington street, Buffalo, N. Y. 

— — o— « -—— 
PIERCE COMPANY IN NEW HOME 

The Pierce Company of Fargo, N. D., on Novem- 
ber 15 moved into their recently acquired new building 
which will give them an increase of fifty per cent in 
floor space. 

The new home is in a two-story building, 60 by 128 
feet. The stationery store, stationery stock rooms and 
a portion of the manufacturing plant will occupy the 
first floor with the offices, bindery and photo-lith 
departments on the second floor. 

The Pierce Company has been in business in Fargo 
since 1902 and has shown a steady growth. The build- 
ing which has housed the firm for the greater part 
of its existence has been added to several times and 
finally became too small to accommodate the present 
business. 

From a small printing plant this company has de- 
veloped into one of the largest and most complete 
stationery, printing and lithographing establishments 
between the Twin Cities and Spokane, with salesmen 
covering the entire state of North Dakota and goodly 
portions of Minnesota, South Dakota and Montana 
Out west the territories are large and Pierce salesmen 
regularly cover over twenty thousand square miles. 

Among the nationally known manufacturers repre- 
sented by the Pierce Company are Yawman and Erbe 
Manufacturing Co.; National Blank Book Company; 
Diebold Safe & Lock Company; Jasper Desk Company; 
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“T naturally assumed that L. L. 
Brown papers cost more.” 


“You would think so from their 
advantages — but actually they 


don’t.””* 


L. L. Brown Papers 
are more 


Scanmomical 


Your customers can be forgiven for thinking of L. L. 
BROWN papers as expensive. Outstandingly serv- 
iceable, obviously of finest quality in every respect, 
these papers do look costly. The fact that they’re 
not*® gives your bids an extra competitive edge . 


when you specify L. L. BROWN. 


L. L. BROWN papers are the recognized standard of 
value and security. Specialized experience, exclu- 
sive formulas and skilled processing, plus carefully 
chosen new rags and pure water from natural sub- 
terranean springs result in papers of the utmost de- 
guaranteed satisfaction. 


pendability These papers 


have been famous for their extraordinary resistance 


to time and hard handling since 1849 


nts and sta- 
BROWN 


If you sell record books. forms. docum«e 
tionery, you'll profit by recommending L. L. 


papers whenever permanence, durability, or prestige 





DISTRIBUTED BY LEADING PAPER 


MERCHANTS IN ALI 


See tr, 


L.. BROWN agent or 


Ask your regular L. 
IL. BROWN PAPER COMPANY, 


is a factor. 
write for samples. L.. 


Adams, Mass. 


*Despite their superior qualities, most L. L. BROWN papers 
add nothing to costs when compared with papers of their own 
grade levels increase total accounting and letter costs only 
a small fraction of 1% over inferior papers 


Rags 
L. L. BROWN’S Linen Ledger 100% 
ADVANCE Linen Ledger 100% 
RESISTALL Linen Ledgert 100% 
L. L. BROWN’S FINEt 85% 
GREYLOCK Linen Ledger 85% 
GREYLOCK Linen Ledger, HINGED 85% 
L. L. BROWN’S LINENt 100% 
ADVANCE BOND? 100% 

ee A 


GREYLOCK BONDt 5 
RESISTALL Index Bristol t 100% 


tEnvelopes to mat h 


L. L. BROWN 


LEDGER, LINEN AND BOND 


C$ 


Dependable 


tHydroil Process 


Permanent Durable 


PRINCIPAL CITIES 
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Lohman Bros.—iNSTALLED BY THE PACIFIC DESK COMPANY OF LOS ANGELES 











as 
Equipped with Leopold's Streamline Desks built by Craftsmen at Burlington, lowa 








WOOD TRANSFER CASES 


WITH STEEL COVERS 
The Cheapest and ‘Best 








LETTER, LEGAL AND BILL SIZES 


Order a “Dozen Today 


IMPERIAL METHODS CO. 


FOREST PARK ILLINOIS 
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Jasper Chair Company; A. B. Dick Company, and 
many others. Their manufacturing plant produces 
complete lines of bank, grain elevator and creamery 
forms. 

The officers of the Pierce Company, all of whom 
are active in the business, are: L. W. Hamm, presi- 
dent; A. W. Schilla, vice-president; R. W. Keller, secre- 
tary. and A. R. Otteson, treasurer. 

*—-- 
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TWO HIGGINS GIFT ITEMS READY FOR THE DEALER.— 
(Top) The Fount-O-Graph desk writer set is one of the holiday 
offerings of Charles M. Higgins & Company, Inc., Brooklyn, 
N. Y., and is described as wholly foolproof in that it eliminates 
danger of the bottle being removed while the stand is in use 
and is designed to overcome evaporation of the ink. (Lower) 
The Higgins photo sketch set with a new type of attractive 
Christmas wrapping for the gift trade. The Fount-O-Graph desk 
writing set is also gift wrapped. 
—_———_—=- --—__— 
BOOKLET TELLS ELLIOTT 60 YEARS OF PROGRESS 

Celebrating sixty years of steady progress during 
which the organization has forged to the front as one 
of the largest and most successful companies in the 
industry, the Elliott Addressing Machine Company, 
Cambridge, Mass., has recently issued a sixtieth anni- 
versary booklet. 

Although a greater portion of the booklet deals with 
and illustrates Elliott addressing machines, it has been 
given an unusual sparkle by the inclusion of a num- 
ber of humorous “factory interior” scenes which ap- 
peared in an Elliott catalogue printed in 1888. Each 
is a gem of simplicity and humor characteristic of the 
period, and too funny to be efficiently described 

A foreword, dealing briefly with the history of the 
house of Elliott, explains that in 1879 Sterling Elliott, 
with twenty-five employes, started the manufacture 
of drill presses, bicycles, pamphlet stitching machines 
and other products “of his own invention.” From 
1898, however, the company has manufactured nothing 
but addressing machines 

Under the management of Harmon Elliott, the or- 
ganization has reached world-wide proportions. In 
addition to forty branch offices in the United States, 
Elliott maintains five Canadian branches and offices 
or agencies in Argentine, Australia, Belgium, Bermuda, 
Brazil, Chile, Czechoslovakia, Denmark, England, 
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POSTURE CHAIRS 
f 
For Comfort . . For Health . . For 
Efficiency 
EASY ® QUICK ©@ POSITIVE 
ADJUSTMENTS 


“A Model for Every 
Need” 







No. 505 with 
VENTILATED SEAT & 
EASY TO SELL AND EASY TO DEMONSTRATE 


Sold Exclusively Through Dealers. 
Write today for complete catalog. 


STURGIS POSTURE CHAIR CO. 








STURGIS, MICHIGAN 














A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 


Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—af a speed of 75 envelopes per minute. 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
$150. This model is the finest machine of its kind. Seals 350 envelopes 
a minute. 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $50 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations of stamps. 

ALL machines shipped on approval—no obligation. 


DEALERS—Write for booklet and get dealer proposition. 


MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 
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No. F-760 


Streamliners 
are Profitable 


No hesitation—no delay! Speed, assurance, style and 
quality, all at moderate cost. It’s the modern method 
and the modern tempo. 

ZEPHYR presents the modern idea in office furniture: 
Wide, smooth, durable working top and slides, extra 
knee space, convenient footrest, and plenty of storage 
space divided for thousands of records at finger tip 
reach. Genuine walnut, best quality lacquer finish 
also walnut finished mahogany, or on special order in 
quartered oak. Full details in the Jackson catalog. 


Jasper Office Furniture Co. 


JASPER, INDIANA 




















Resolve Now! 


Feature the Mur- 
phy line during 
1940 and enjoy a 
healthy business, 
substantial profits 
and satisfied cus- 


tomers. 





No. 8299 


Murphy business chairs are 
built to endure—to pro- 
mote efficiency and to give 


the utmost comfort. 





No. 8273 See Catalog No. 67. 
MURPHY CHAIR CO. 
INCORPORATED 


OWENSBORO, KENTUCKY 














OFFICE APPLIANCES 


France, Germany, Holland, Italy, Japan, Mexico, New 
Zealand, Norway, South Africa, Sweden and Switzer- 


land. 
i ee 


KENDRICK OPENS CHICAGO BUSINESS 

John M. Kendrick, veteran office furniture dealer, 
and for twenty-one years president of the Kendrick 
Furniture Company, last month opened his own busi- 
ness at 211-15 West Monroe street, Chicago, under 
the name of the J. M. Kendrick Office Furniture 
Company. 

Mr. Kendrick, known to hundreds of friends in the 
industry as “Bud,” was, prior to heading the previous 















JOHN M. KENDRICK — 


furniture concern, connected with The Globe-Wer- 
nicke Co., Cincinnati, for thirty years. During his 
long time in the field he gained an experience which 
well fits him for his new undertaking. 

In addition to handling a large stock of furniture 
and office equipment, the new company will maintain 
expert repairing and refinishing departments. 


_—_e 


MAKING BALTIMORE DICTATING MACHINE CONSCIOUS.— 

The Baltimore Dictating Machine Company created a lot of 

favorable attention when it maintained this display booth at 

a recent Manufacturers Products Exhibit held in the Lord 

Baltimore hotel. The principal feature of the exhibit was a 

machine on display with the casting and cabinet cut away to 
expose all the working parts. 


6 Re 


PAR-BROOK COMPANY MOVES 

The Par-Brook Manufacturing Company, Cleveland, 
Ohio, announces the removal of its factory and offices 
to 1814 East Fortieth, a building generally known as 
the “old Multigraph building.” This modern factory 
building near the center of Cleveland facilitates re- 
ceiving and shipping. The company has installed the 
latest type of equipment for the manufacture of stor- 
age cabinets, wardrobe cabinets, waste baskets and 
costumers, 
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HOW LONG SHOULD RECORDS BE KEPT? 


This interesting question is the subject of a new 
educational booklet, compiled and written by the 
Bankers Box Company of Chicago, manufacturers of 
Liberty storage boxes and Staxonsteel transfer files. 

Alongside of each of the seventy-one most com- 
monly used records, that are listed in the pages of 
this booklet, there is indicated the length of time they 
are being kept by modern American business. In each 
case, the length of time is represented by the per- 
centage of replies received through a national survey 
conducted for the purpose of tabulating this informa- 
tion. 

The Survey was carried on for over eighteen months 
and during that time, thousands of businesses, of all 
types, sizes and kinds, were questioned as to their 
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TYPE OF RECORD 


MARKING DEVICE needs @ 
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SRE Ge 
PROMPT, ACCURATE and FRIENDLY 





Service is an institution with us. We 
spare no effort to serve you promptly. 
In most cases, orders go out the same 
day they are received, except with 
certain made-to-order products. Each 
order is checked and rechecked to 
insure your getting just the items you 
specity. 


Service you can depend on 


All our transactions are accomplished 
ina friendly manner. Fair and reascn- 
able pricing of merchandise is a 
primary factor with us too. 


A few groups of items are listed below. 
All well-known brands of marking 
devices are kept in stock. 
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CHART INDICATING FIGURES OF THE SURVEY CARRIED 
OUT BY BANKERS BOX. 


policy in regard to the keeping of records. The accom- 
panying illustration, taken from one of the pages, 
shows that the period of time most in favor is indi- 
cated in the heavier type. 

This booklet promises to be of great interest among 
businessmen who are responsible for their company’s 
records, therefore the Bankers Box Company has 
made it possible to furnish copies of it to their dealers, 
who in turn can pass them out as gifts to their inter- 
ested customers. As the supply is limited, writing im- 
mediately for this “Manual of Record Storage Prac- 
tice” is suggested. 

The Bankers Box Company during the past twenty- 
one years has initiated and produced many educa- 
tional booklets covering the subject of record storage— 
this latest effort is one of their most effective messages 
on this subject. 

*—-< 


ROYAL TO OPEN SALES TRAINING COURSE 


To more fully acquaint its sales organization wit! 
new sales technique and selling information and to 
keep it up-to-date, the Royal Typewriter Company, 
Inc., has prepared an extensive sales training course 
which will begin with six weekly sessions. 

These sessions, which will be guided by the man- 
agers of the Royal branch offices, will teach a specific 
subject dealing with selling technique, which has 
been tried and tested and actually proved successful 
in the field. 

Purposely kept brief and to the point, this course 
is different from any yet prepared. It is not a course 
in the theory of selling. It deals with facts—useful, 
practical—and which can be used immediately. 

All attempts to generalize topics have been elimi- 


nated. Test cases are presented with possible varia- 
tions which have been shown to be successful. The 
course is being given to all Royal salesmen free of 


charge. t is the result of much research and study 
of sales information. 

After the preliminary sessions have been completed, 
additional sales tests and selling information will be 
added regularly to keep the salesmen informed of 
new developments, ideas and information. With the 
addition of this sales training course, the company 
expects its sales organization will show a rise in sales 
volume. 


e The “ALUMINUM” POCKET SEAL 
e The “OFFICIAL” POCKET SEAL 
eLEVER SEAL PRESSES 

e RUBBER STAMPS and TYPE 
e NUMBERING MACHINES 

e BADGES and COINS 

Other marking devices kept in stock: @ TRADE CHECKS 
cod Weadieg take, Waste bocesbe eBAND STAMPS 

e NAME PLATES 


items: dies, molds, pressed metal 
LET US SERVE YOU FOR ALL-ROUND SATISFACTION 


MEYER & WENTHE, Inc. 


Established 1654 


30 So. Jefferson Street ° CHICAGO, ILL. 
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sdvantages f Ter 


same y spirit . because 
@ No Type-Filling they make stenciling so easy and 
pleasant for all. Try them on 
@ No Type-Cleaning der cad Se 


@ No Letter Cut-Outs 2 information 


r Plan upon 


@ No Roller-Swelling jyuest. No obligation. 


MILO HARDING CO., LTD. 


Manufacturers of Tempo Brand Duplicating Supplies 


617 Commonwealth Annex, Pittsburgh, Pa. 


Eastern Division: 
432 W. Pico Bivd., Los Angeles, Cal. 


General Office-Factory 
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Step up your Maptack sales by showing customers 
how these better Maptacks give new meaning and 
new value to maps and charts. They visualize sales 
and distribution, point out weak areas, show vital 
facts, indicate trends, emphasize important chang- 
es. Unbreakable heads; needle points. A thousand 
combinations of sizes, colors, and symbols. 


Write us for complete details. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. | 








BENTSON 

“600” Line 

WORTH SHOUTING ABOUT 
Many features to help you 

















sell more files—plus— 


EXTRA CAPACITY— 28/4 inches 
deep outside—27 clear filing inches 
in every drawer. 

SOLID CONSTRUCTION and beau- 
tiful lacquer finish in olive green, 
mahogany or walnut. 

LOW COST—a real value which gives 
a fine margin in selling. 

VARIETY OF SIZES—made in five, 
four, three, two and one drawer 
heights, in letter, legal and standard 
card sizes and also special sizes. 


CRADLE-TYPE SUSPENSION 
SLIDES—Ten Rollers to Each Drawer. 


WRITE TODAY—for New Supple- 


mentary Folder. 


THE BENTSON MFG. CO. 


AURORA, ILLINOIS 
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SCHMIDT OPENS OWN CHICAGO BUSINESS 

Utilizing an experience gained in a period of more 
than twenty years in the field, A. E. (Al) Schmidt has 
opened his own stationery and office equipment busi- 
ness under the name of The Atlas Stationers, 228 
North LaSalle street, Chicago. 

Mr. Schmidt is well-known in Chicago and the 
Middle West, having spent his entire time in the in- 
dustry in that area. During the years he worked for 
Chicago companies he made hundreds of friends, many 
of whom sent messages of congratulations and good 
luck wishes on the opening day of the new firm. 

Associated in the business as a salesman is Ralph 
J. Schumacher, who likewise possesses a thorough 


| knowledge of commercial stationery and office supplies 


and equipment. 
<== o 





_ DUDE RANCHERS REGISTER ON SHAW-WALKER DESKS.— 


Dude ranchers from seven states and Canada found these 
Shaw-Walker Skyscraper desks ready for their use when 
they registered at their recent seven-day convention at Casper, 
Wyo. The registration booth and convention headquarters 
were completely furnished with Shaw-Walker desks, tables, 
chairs and cupboards. The set-up brought much favorable 
comment and a number of good leads to S. E. Boyer of the 
Prairie Publishing Company, Shaw-Walker dealer at Casper. 


°° 


ALERT SECRETARY CHECKS THIEF 


Early last month, Miss Esther Goldenberg, secre- 
tary of the St. Paul Typewriter Exchange, 51 East 
Fifth street, St. Paul, Minn., became suspicious of a 
man who had come in the store to buy a typewriter. 
Arrest was made, police said, when Miss Goldenberg 
caught the suspect about to carry a checkwriter out 
of the store. A parking ticket in his possession led to 
an automobile in which police allege they found a 
number of blank checks, a small printing press, acids 
and other equipment described as a “forger’s outfit.” 
In addition, police declared, they found a Western 
Union credit card made out to Al J. Boals, which police 
said was the same name found on forged checks which 
had been turning up in places; a pair of Minnesota 
automobile license plates registered to Harry Lewis, 
Plaza hotel, Minneapolis. The suspect is being held for 
investigation. 

*—-? - 


McCORMACK JOINS CLOYES GEAR WORKS 

W. J. “Mac” McCormack, for the past sixteen years 
connected with the Burroughs Adding Machine Com- 
pany, and since 1936 service supervisor at Cleveland, 
has joined the sales staff of the Cloyes Gear Works, 
17214 Roseland road, Cleveland, Ohio. Mr. McCormack, 
who possesses an invaluable background in the adding 
and bookkeeping field, will be in charge of sales of 
office equipment parts. 
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SOMETHING NEW «x ERASERS! 


Sie) AW. FABER’S PRASER GTI 


BY Se Pater copge ae 
Li8O8 RE gery “ar a 













...a streamlined, wood-encased 
eraser that looks and sharpens 
like a pencil! 


@ We ought to find different words to de- 
scribe A. W. Faber’s EraserStik— because it 
is the most different and exciting thing that 
\ has happened in erasers in along time. Yet 





all we can think of to say is that it’s a 


“ WOW!”—that Dealers are crazy about it and are re-ordering—that the original 
stock is already exhausted and the factory is working top-speed to catch up. 
Wood-encased like a pencil, it may be pointed with a knife, pocket or mechan 
ical sharpener. When eraser gets soiled from lack of use, you put a fresh, clean 
point on in a jiffy. It retails for a nickel and consumers are delighted. 


AW FABER ORASER STIK Gia u.s.A.7099 pf 


RETAILS FOR 45: 


ing 2 doz. Eraser-Stiks No. 7099C! 








NEWARK, NEW JERSEY 














ateady Sales-Makers ... these streamlined 


Bank of England Chairs! 


They're the “old reliables” 
when it comes to day in and 
day out selling and we've 
given them added sellin g 
punch by adding NEW fea. 
tures. Your customers will like 
the new swivel chair mechan. 
ism. It's silent .. . long-lasting 
. and there are no annoying 
squeaks. The rubber bumper 
protects both chair and desk 
from abrasion. Write today for 
prices and descriptive literature 
.. and if you haven't seen our 
a new catalog ask for that, too! 
No. 6711 


HIGH POINT BENDING & CHAIR CO 


SILER CITY, NORTH CAROLINA 
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Automosite CK) 
oemrOR' BALANCED ACTION 
| CHAIR IRONS 


| OFFICE CHAIR 


Unmatched comfort will be found in chairs equipped 
with rubber cushioned irons. These cushions are not 
merely substitutes for springs, but are shock ab- 
sorbers on which the weight of the occupant in any 
position is evenly distributed. The ball bearing 
swivel is a feature of this fixture and together they 
provide the utmost in comfort. A COMPLETE LINE OF OFFICE 


POSTURE AND STOOL IRONS 
EQUIPPED WITH EITHER RUB- 
BER OR STEEL SPRINGS. 
























































CATALOGUE ON REQUEST 
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am If you sell a low 
4 priced desk, it is o 
iu? source of satisfac 
ie tion to know tha’ 
it is honestly 
made. Alma desks 
though low in 
price, are of a 
quality that you 
can recommend to 
your best custom- 
ers. The 1100 Ser- 
ies consists of flat 
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tops, typewriter 
desks and a group 
of tables in a va- 
riety of sizes. 
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ALSO MADE IN COMBINATION WALNUT AND 
COMBINATION MAHOGANY 


| ALMA nesk company uss point 
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SOUTHWEST TRAVELERS NEWS 
By Fred Fcnne, Correspondent 


Young Neill or “Tex” Stewart as he was known at 
Horder’s for the past year, is back home in Dallas 
with his father at Stewart Office Supply Company. 

City Office Supply Company at Corsicana, Tex. 
moved recently into a fine new store at 117-119 West 
Collin street. 

ca “a ~ 

Vic Klos and Julius Sternenberg, two well-known 
stationery men in Houston, recently purchased the 
Johnson Stationery Company at 1107 Fannin street. 
Extensive improvements have been made and the new 
firm will be known as Klos Sternenberg Company. 
John Johnson, former owner, has taken up his hobby 
of raising roses. 

* * * 

The Southern Blue Print Company recently moved 
their offices and plant to the entire second floor at 
1117 Rusk avenue, Houston. This move consolidates 
their office and plant in the same building with their 
retail engineers and architects supply store at 715 
Fannin street. 

* * tf 

V. L. Colomb and son, Herbert, recently purchased 
the Brandao Printing Company, 524 Natchez street, 
New Orleans, and will operate as the Colomb Printing 
and Stationery Company. Mr. Colomb is the brother 
of Lionel Colomb and was connected with Palfrey 
Rodd Purcell Company for about forty years. 


* * * 


Hanson Flotte Company started a new stationers 
and equipment row when they moved to 626 Gravier 
street. in New Orleans, last spring. J. D. LeBlanc 
recently moved to 618 and the Office Equipment 
Bureau will soon be located at 614. 


* & * 


The House of Wren, Oklahoma City, held formal 
opening in their new street floor store at First and 
Broadway, November 15. J. L. Wren, the owner, 
states that his new location includes large furniture 
display room in the basement as well as having fine 
window and store space for serving the retail trade. 


* * a 


Harry Bowman of Bowman Stationery Company. 
Muskogee, Okla., recently underwent an operation at 
Oklahoma Baptist hospital. Is doing fine and expects 
to be back on the job soon. 


* * * 


The Cargill Company announces that Lee Greb. 
formerly with Clark & Courts, recently joined the 
Cargill organization. 

* ok * 

Standard Office Supply Company, Oklahoma City 
had an interesting window display of mechanica! 
pencils recently. It consisted of a collection of over 
350 pencils, a hobby of E. A. Volts of Magnolia Petro- 
leum Company. Among the unusual ones were pencils 
containing a wine glass and dice, slide rule, cigarette 
lighter and spirit level. 

or 


ELECTRO-COPYIST WILL KEEP BYRD 
EXPEDITION RECORDS 

Permanent recording of plans, statistics and other 
vital matter upon which the history and results of 
the Byrd antarctic expedition will be based will be 
handled by the Hunter Electro-Copyist according to 
plans formulated by the Armour Institute of Tech- 
nology under whose auspices the exploration is being 
conducted. 

The copying device, which is manufactured at 
Syracuse, N. Y., by the Hunter Electro-Copyist, Inc., 
is to be kept at the Chicago headquarters of the 
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THE NEW CANODE 


fe. =P remium Ink 
for Stencil 
Duplicating Machines 


This ink will give perfect re- 
sults on all makes of duplica- 
tors. It combines good dry- 
ing with minimum of pene- 
tration. Will not separate or 
oxidize in pad or drum plus 
12 to 15% more copies per 
pound. Sharpness of copies 
is assured. 


PREMIUM 
DUPLICATING => 





Here's the ink to sell for satisfied users and 
repeat business. Completely guaranteed. 


Try It On Your Own Duplicator - - 
we will be glad to send a generous sample of 
Premium Ink as well as complete information 
on our entire line. 


INh SPECIALTIES CO. INC. 


525 S. LAFLIN STREET CHICAGO 
FRED B. CANODE, PRES. 


WESTERN DISTRIBUTOR: DUPLICATING MACHINE EXCHANGE 
421 Wall Street, Los Angeles, Calif. 








STEEL FILES, MAP CASES, 
STORAGE and WARDROBE 
CABINETS 


A Model For Every Customer's Requirement 





Write for descriptive circulars 
and price lists 


ANDERSON-HICKEY COMPANY, Inc. 


GENEVA, ILLINOIS 
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Aue to business nationally 
Showing a BIG UPTURN 


which means that everyone needs additional 
stock, we have had to enlarge our quarters to 
accommodate the large number of typewriters we 
now have available to select from 


AND 


the prices (shown on our latest price list) are the 
lowest in the history and offer excellent opportun- 
ity for you to stock up so as to take advantage of 
the buying mood which is prevalent today. 
“TRANSPORTATION CHARGES can be saved on 
Replacement parts, and platens by having them 
shipped with machines purchased from us— 
AN EXCLUSIVE SHIPMAN-WARD SERVICE.” 
Whenever You are in Chicago, we want you to 


come in and say “Hello’”—a welcome awaits you. 


You will be amazed at the low price and beautiful 
condition of our Select Rough Model 6-10” 
and 11” Underwoods. 


Take advantage of these low prices and “GET 
YOUR SHARE OF HOLIDAY SALES.” 


SHIPMAN-WARD MFG. CO. 


“The Dealers Quality Supply House” 
325 N. WELLS STREET CHICAGO, ILL. 








NEW 


Ink Discovery 
Makes Amazing 


TYPEWRITER RIBBON! 
“CLEAR PRINT’ 


SHARP—CLEAN IMPRESSIONS 
OF INTENSE COLOR 


The ink travels in fabric by 
capillary attraction—like oil in 
a wick—so fast worn spots are 
re-inked in one minute. Im- 
pressions won't spread or 


oe . ae feather out on paper. Erases 


EXPERIENCE easily. 


TRY IT AT OUR EXPENSE! 


Just write on your letterhead 
and mention make of typewriter 


SEND FOR YOUR SAMPLE NOW! 





194 Mill Street Rochester, N.Y. 
L. A. Phillips, President 





HILLIPS PROCESS CO. Inc. 
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expedition where it is to be in constant use for the 
“reproduction and disseminating of scientific data, 
news dispatches and various information” which will 
be received from the giant Snow Cruiser by means 


of a two-way radio. 
9 ee 











TWO SMART HUNTERS AND THREE GULLIBLE GEESE!— 
The smartness of Roy Clarke of F. S. Webster Company. 
and Arthur Grayston, Thomas & Grayston Company, Min- 
neapolis, Minn. (left to right), goes without saying when 
they managed to fill these three Canadian honkers full of 
shot while seated on the flyway listening to a radio broad- 
cast of a couple of football games on November 11. And 
any goose which would drop down to listen to a football 
announcer isn’t very bright. Although they have hunted 
honkers for many years this is the first time either of the 
nimrods ever clicked on these usually wily birds. 


*—-< —— 


COLE’S ROCK GARDEN FEATURED IN M. & V. 
WINDOW DISPLAY 

A new window display being issued to the trade by 
Mittag & Volger, Inc., Park Ridge, N. J., includes a 
beautiful centerpiece which is a reproduction in colors 
of a rock garden in the home of Ira Cole, vice-presi- 
dent and sales manager of the company. 

Made from a photograph of the rock garden the 
picture depicts blue water trickling down large vari- 
colored rocks to a pool below, in which float water 
lilies and green and red plants. Behind the rocks is 
a pretty background of trees, some green and others 
dressed in their autumn shades of brown. A caption 
across the top reads: “You too will find beauty in a 
change,” while other printed matter advertised the 
famous “thousand and five products” slogan of Mittag 


& Volger. 





REFLECTS THE ZEPHYR STAPLER.—Dealers who are selling 
the new Hotchkiss Zephyr stapler are being sent a new reflect- 
ing display designed especially for the latest, streamlined 
machine. Made of brilliant emerald foil the bright surface of 
the display reflects the Zephyr stapler when set up, and is 
adaptable to either window or counter use. It is 12!/, inches 
wide and provides a shelf for the stapler. Available to dealers 
on request to The Hotchkiss Sales Company, Norwalk, Conn. 


*—-> 


ROYAL PROMOTES EISEMAN AND KENNY 
TO MANAGERSHIPS 
The Royal Typewriter Company, Inc. last month 
announced the promotion of Willard A. Eiseman and 
John S. Kenny to the positions of managers of the 
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The Lion’s Share 


— OF TABULATING CARD FILE BUSINESS (ALL 
OF IT) AWAITS THE DEALER WHO OFFERS HIS 


CUSTOMERS — AUTOMATIC 


TABULATING 
CARD FILES 


HERE ARE A FEW REASONS WHY THERE WILL 


BE NO MORE LOST ORDERS IF YOU RECOMMEND 
AUTOMATIC TABULATING FILES: 


. The greatest capacity of any tabulating file in standard 
size cases. 
. Lowest cost per filing inch. 
. Exclusive “Liftout Tray-Tray Drawer” feature. 
. Ball bearing progressive suspension slides on all drawers. 
Unsurpassed quality and construction features. 
. Most complete line—12 Drawer, 9 Drawer, and 6 Drawer 
desk high) units. . 
. Complete range of unit sizes and adaptability to other 4-Drawer High 
card index sizes permits greatest flexibility and economy 


SETetrrasd 
BEE REGS 


Many other exclusive features and details. Write for them now. 


“The Pioneer of the Modern Tabulating File’ 


AUTOMATIC FILE & INDEX CO. 


Counter High 629 W. Washington Blvd. Chicago, Illinois 





STREAMLINED 
MODEL*5 





} 
\~~ = “ 
SQ 
- = y =* 
op a SEZ. - 
HE y Y 
re —— 
4 KG — - 
1 — 
i ye ——s = able 
Tt | —e 
\ se 8S EE — 
‘. 





bat _ clan guset—_ acchale— 


Streamlined in appearance and performance. Turns out 


4 
economical . perfect work .. . insures hairline registration . . . patented 


Write for More Details feature prevents smudged, spoiled copies. New design on 
and Dealer Proposition long flowing lines, with chromium trim. 


THE HILCO CORPORATION 
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THE BUTCHER e e e e e THE BAKERe e « e e THE CANDLESTICK MAKER 


Jusr A hew Prospects For You d! 


YES SIR... they‘re just a few of cies. of 
the potential prospects among your cus- The low price of MONARCH has 
tomers that you should sell the mar- brought Adding Machine advantages 
velous MONARCH Adding Machine. within financial reach of every person 

For besides the usual business book- _in business. 


keeping and report work involving use if you’re not already making money 


of Adding-Listing machines, practically 
every business and professional man 
must produce additional accurate fig- 
ure reports for Town, City, County, 
State and Federal Government Agen- 


with MONARCH—Investigate our deal- 
er franchise and liberal terms. Get 
ready for a big Adding Machine sea- 
son of sales. ADD the MONARCH tc 
your line—MULTIPLY your PROFITS. 


S . 
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AMERICAN WRITING MACHINE COMPANY MODEL 
115-17 Worth Street New York, N. Y. wi 7173-3 
. PREMIER FACTORY REBUILTS . . . PLATENS & RUBBER PARTS ... ALL MAKE ROUGHS . 













THE new ACE-SCOUT 


STAPLING MACHINE 
in your Christmas Display of 


PRACTICAL GIFTS! 


Dad and Mother, the sons and daughters in school, and the 
little ones whose chief interest still lies in making paper toys 
. . . they will all be happy to have this handy 

fastening tool in the house. Its scope of useful- 

ness is as large as its cost is small. 


IT STAPLES—IT PINS—IT TACKS 

















PILOT 
$400 





East of Rockies 


A C E FA S TENER C 0 RP 0 RAT I 0 N 3415 No. Ashland Ave., Chicago, Illinois 


Makers of the World’s Best Stapling Machines and Precision Staples 














DECEMBER 


Montgomery, Ala., and South Bend, Ind., branches re- 
spectively. 

Associated with the Royal organization for a number 
of years, Mr. Eiseman was a salesman working out of 
the Charlotte, N. C., branch. Mr. Kenny was a sales- 
man out of the Cleveland, Ohio, office when informed 
that his impressive sales record had paved the way to 
promotion. 

—-« 
GF HARTFORD BRANCH IN NEW LOCATION 

Formal opening of The General Fireproofing Com- 
pany’s new Hartford, Conn., branch office at 130 Allen 
street, was held on September 14 and 15 with the 
entire staff on hand to welcome visitors and guests. 

The new location takes up an entire floor of a mod- 
ern, fireproof building and one of the features of the 
layout is a main display room which has been arranged 
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A GOOD METHOD OF DISPLAY.—Above is the main display 

room of The General Fireproofing Company’s Hartford branch 

which has been laid out to represent a general business office 

so that visitors may see the equipment as it would appear 
in actual use. 


to represent a modern general business office. Desks, 
tables and filing equipment are olive green with 
anodized aluminum trim and aluminum chairs fin- 
ished in satin aluminum. Added beauty is given by 
the use of a novel wall treatment, indirect lighting and 
venetian blinds with aluminum slats. 

Offices, display room and warehouse are located on 
one floor, while the warehouse not only provides ample 
space for stock but also includes a well-lighted work- 
shop and spray booth, the latter constructed entirely 
of GF shelving parts. 


a <> a 


NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


The annual stationers banquet will be held at the 
Nicollet hotel in Minneapolis on February 3, 1940. 
Art Grayston, Ed Hansen and Sterley Jerue are the 
committee in charge of this annual affair. Invita- 
tions are cordially extended to all travelers and 
Stationers to attend this stag affair. Reservations 
may be made by dropping a postcard to the above 
or to any of the Twin City stationers, who will be 
glad to see that your name is properly enrolled. 
Information concerning the program will appear in 
a later issue. 

7 * ~ 

Bob Roberts reports that in October thieves entered 
his stationery store and stole a quantity of new 
fountain pens and pencils. 

* aa * 

Ed Stivers, formerly with the Eau Claire Book ‘and 

Stationery Company of Eau Claire, Wisc., joined the 
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No. 564 


One of our out- 
standing sellers, a 
brief case DeLuxe. 


Sell America’s First Line 


of BRIEF CASES e RING BINDERS 
ZIPPER ENVELOPES e DRESSING CASES 


Be up-to-the-minute with the newest ideas. 
Send For Catalogs. 


NATIONAL BRIEF CASE MFG. CO. 


833 Market St. 512 S. PEORIA S&T., 358 Fifth Ave., 
San Francisco CHICAGO, ILL. New York City 














HERE’S a Hanson for 
every office and factory 
mailing need. Feature the Hanson General Utility Postal 
Scale, the Hanson Heavy Duty Express Scale and the 
Hanson Air Mail Scale. Their proved reliability is their 
best recommendation to the modern business man. 
Ask your jobber for bulletin No. 5 





HANSON SCALE CO. 


525 N. ADA STREET CHICAGO, ILLINOIS 
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Browne-Morse 


Single or Twin 


Transfer Cases 





The Twin is the lowest cost per inch 
obtainable in a quality grade, long life. 
dependable Steel Transfer Case. 


Because of the lower cost per drawer 
no price cutting is necessary. 


Write for circular and prices. 


Browne-Morse Company 
MUSKEGON, MICHIGAN 
































No. 28RC 





No. 28AC 
Feature the 


BRIGHT CHAIR CoO. 


LEATHER UPHOLSTERED OFFICE CHAIRS 
Select a display from our catalog. 


The wealth of color and variety of design as portrayed 
there, offers more interest for the user, more specific style 
and sales suggestions, more real business stimulation than 
shown before. For the executive office and for the reception 
room, for clubs, lodges, etc., the BRIGHT line offers choice 
in oak, walnut and mahogany to suit every preference. 
Display the line and use the catalog. Write us. 


BRIGHT CHAIR CO. 


INCORPORATED 


127-133 Bleecker St. New York, N. Y. 














OFFICE APPLIANCES 


Sanford Ink Company sales force in September of 
this year. 
- ~ * 

Arthur Walker of the Farnham Stationery & School 
Supply Company, was one of the leaders in the 
Minneapolis 1939 century celebration. Mr. Walker 
was recently elected vice-president of Graphic Arts 
Industry, Inc., an organization composed of the 
printing trades industry in Minneapolis. 

Lou Burlingham of the Miller-Davis Company, be- 
cause of his hard work in behalf of the Travel Bill, 
now before Congress, was appointed national historian 
by the Commander in Chief of the Eighth Army 
Corps Veterans’ National Association at the national 
convention held at Atlantic City. 

7 * + 

Ernie Breck of the Pierce Company of Fargo is the 
proud father of a daughter, born early in October. 
The father is doing as well as can be expected, and 
Fred Schafer reports the cigars were of very fine 
quality. Pierce Company have bought a new building 
and a new location, with a completely remodeled 
store. Larry Hamm is the president of this up and 
coming organization. Larry reports that business in 
this territory is in mighty good shape. 

5 a calliaiickan ci 
KAHN OFFERS NEW DISPLAY FOR 
TRANS-VUE PEN LINE 

As a special offering for the holiday gift season 
David Kahn, Inc., North Bergen, N. J., has announced 
a new “individual box” display packing for its line of 
De Luxe Trans-Vue fountain pens. It is a striking 





FOUNTAIN PEN 
TRANS-VUE 
The Visible Ink 


14 K. GOLD P 


IREDItuM TIPPED 
° 





KAHN’S NEW TRANS-VUE PEN DISPLAY 


counter display container unit holding six of the No. 
836 pens, each one of which is enclosed in a maroon 
and gold box for quick selling 
— *—> —- 
ROYAL OPENS MONTREAL FACTORY 

On November 10 the Royal Typewriter Company, 
Ltd. formally opened its new factory in Montreal, with 
a reception and dedication. More than 1600 people 
attended the opening as guests of the company and 
inspected the new plant, which is one of the most 
modern in Canada. 

The new building is constructed of concrete slabs 
and brick, containing approximately 45,000 square feet 
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VYlo IFS or. ANDS about st! 


A rebuilt either gives satisfaction to your customer or it doesn’t. 


Every sale makes a friend or it doesn’t. Man alive! You just 


can’t afford to sell anything but the best. 


MASTER GRADE 


UNDERWOOD 


is the finest rebuilt typewriter ever offered 
—hbar none. A dollar for dollar value guar- 


anteed to give years of perfect satisfaction. 





THE WHOLESALE TYPEWRITER COMPANY 


155 SIXTH AVENUE NEW YORK, N. Y., U.S.A. CABLE SALETYPE, N. Y. 











HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 


Business—Repeat Business— 


“THE CARBON 
AND THE IDEA 
ARE PERFECT” 


That’s what important ee 
EC »N 
ORvs eETER 











dealers say about To You 
| 
C L E A re G Rg i P CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Tailor’s Marking Stormtex Silk 
CARBON PAPER Cleangrip | allor'e, Mas , 
Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its distinctive appearance catches the eye. Fisher Machines COumeo 
Its efficiency, cleanliness, long wear and RESISTANCE TO Clean Pull Billing Rolls for 
CURL make it the carbon paper preferred by busy users.”’ Comes Burroughs Posting American 
Cleangrip combines all the desirable features of good carbon f Machines Reliance 
papers plus the highly important special features possessed by American Register Rolls 
no others. atiance Fd ~e.: calinait Ribbonafor Address- 
It is profitable to the dealer as it brings new business and holds oe etal ograph-Multigraph 
it against competition. Carbons in all 
Rolls for Elliott- Speedaumat 
DBALERS: Don’t overlook this business getter. Write for weights and Addressing Machines 
samples and prices. finishes Special Rolls Dupligraph, ete. ete. 























H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
BROOKLYN, N. Y. 


561 GRAND AVE. 
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DO YOU MEET 


your customers needs? 
PRONG 
tis | OR 
38 would you like to render a service to them, based on their individual requirements, 
by making available any 
* Individual Type of Form 
* Record-Keeping System 
' Type of Binder 


required by that particular customer. 


There are several EXCLUSIVE AGENCIES AVAILABLE—so write today for 


our latest catalog showing our complete line. 


THE C.E. SHEPPARD COMPANY 


44-07 TWENTY-FIRST STREET LONG ISLAND CITY, N. Y. 











~ 
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Steel Office Filing Cases 


FOUR COMPLETE LINES AK 


2-3-4-5 Drawer Uprights 
















x 
s< 


AAAS 


Also Executive and General Office Desks, = |, 
Card Record Desks, Tables, Tabulating 


Card Files, ete., all of modern utility and 


x 





in wide variety. 


PEERLESS PRODUCTS 


are built to serve 





an Ati a ii tt. te i te 


~PEERL ESS STEEL -EQU TOT GI , ‘OMPANY 


UNRUM & HASBROOK STS., PHILADELPHIA, PA. 
NEW YORK CHICAGO BALTIMORE '=10}-38e), LOS ANGELES 
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of floor space. It is three stories high with a two story 
wing attached. Production machinery is completely 
new and is a result of recent re-designing for maxi- 
mum efficiency. 

The location on Park avenue, about three miles from 
the center of Montreal, is ideally situated for the em- 





NEW FACTORY OF THE ROYAL TYPEWRITER COMPANY, 
LTD., AT MONTREAL, CANADA. 


ployes. Facilities for the comfort and convenience of 
the staff include a cafeteria and lounge. Many large 
windows and cheerful interior allow for excellent 
working conditions. 

The factory was opened for full-time production 
about October 1. The company is headed by J. C. Hus- 
sey, who is the newly appointed managing director 
and vice-president. The factory staff is directed by 
Plant Superintendent Foster McLeod. 

>< 

VICTOR PORTABLES AS CHRISTMAS GIFTS 

A new entry to Christmas gift selections is being 
made by the line of portable adding machines of the 
Victor Adding Machine Company, 3900 North Rockwell 
street, Chicago, Il. 

Because of its small size, convenient portability, 


a Neu and : 
Trilling Watt 
fot a Wan x 





DISPLAY TO HELP DEALERS MAKE HOLIDAY SALES OF 
VICTOR PORTABLES 


neat, compact case and easy operation, the Victor 
portable is described as an ideal adding machine for 
personal use of business executives, professional people 
and others who have occasional figuring to do. 

To tell this story the Victor company is supplying 
dealers with attractive window displays with the idea 
in mind that the advertising piece will bring dealers 
an additional line of profitable December business. 
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DURABILITY TRAL 








1. STURDY COLUMNAR CONSTRUCTION 
2. HEAVY STEEL REINFORCING FRAME 


3. FULL GRIP HANDLE—4 PLY DRAWER 
FRONT-LABEL ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 
Made entirely of heavy solid fibreboard throughout znd a reinforced 
construction permits convenient stacking. The easy s‘‘ding drawer is 
designed to withstand every stress of 
operation. 

SEND NOW .. . For complete details on 
this entirely new and exceptional value 
in Transfer Files. 








C. L. BARKLEY & CO. 


ISHED 1 


517 S. JEFFERSON STREET CHICAGO, ILL 





A NEW [guess] PRODUCT 


FOR LETTERING WITH PEN AND INK 


MAKE YOUR OWN epostess 


pect TACS 







BULLETING 
\ 
woTices \ 
\ 


LETTERING | 










orarrset™ 
PHOTOGRAPHERS 

\ amtTists 

W\ pavout wen 
vt THOCRAPHERS 

\ «cwoots 

} cruecre’ 






The Master Printer Kit, illustrated above, consists of an 
adjustable drawing board, self-locking T-square, large 
bottle of Master Printer Black Drawing Ink, Lettering 
Guide and Pen. 


It’s an item of many uses, and having a selection of 
more than 60 different lettering guides, suitable styles 
can be selected to fit the various needs for making price 
tags, show cards, announcements, lettering names on 
diplomas, ‘certificates, lettering stamp pages, making 
titles on negatives, lettering blue prints, making layouts, 
movie film titles, lettering master copies for the multi- 
graph duplicator, etc. 


4 supply of circulars and your dealer's discount sheet 
will be mailed upon request. 


THE TECHNYGRAPH 


TECHNY, ILL. 











OR SAC ER IS te comes “ay 


SLSR IO te ay Le 
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TRINER 


Hair-line 


Over- 
Under 
Weight 


Indication 


Air Mail Accuracy” 


BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER 


Air mail and first-class postage waste runs into large 
figures yearly. Help your trade eliminate over-postage 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Seales. Their dependability 
is established beyond any doubt. Uncle Sam uses many 
theusands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 
tomers with 100% satisfaction. 


No. 84 illustrated above is of 1 Ib. capacity by % 
ounces (other numbers up to 4 Ibs.), with computing 
chart set at 45 degree angle for easy reading. Chart is 
eelluleid covered, easily cleaned and easily replaced. 


Write for Circular. 


SCALE & MFG. CO. 
2714 W. 2ist Street 
CHICAGO ILLINOIS 
































‘STEEL: % stRONG 


Office Supply Dealers only. We have no retail salesmen to 


Pp 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags 
Draw String Bags 
Metal Clasp Bags 
Night Depository Bags Sorting Trays 


Li 


T 




















AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 
Steel-Strong” Products are sold through Stationers and 


irate your customers and cash in on your missionary work. 


Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


nen Shipping Tags Coin Storage Trays 
Downey Change Trays 





HE CL. DOWNEY CO. cincinnati o 





; 
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CANADIAN SMITH-CORONA OPENS 
EDMONTON STORE 

As part of its nationwide program of expansion L. C. 
Smith & Corona Typewriters of Canada, Ltd., last 
month opened a new branch store at Edmonton, Al- 
berta, according to A. O. Dawson, vice-president and 
general manager of the company. 

The new store is located at 10444 Jasper avenue, and 











NEW STORE OF L. C. SMITH & CORONA TYPEWRITERS OF 
CANADA LTD., AT EDMONTON, ALBERTA. 


is under the management of A. M. Turney. There is 
maintained a large and comprehensive stock of ma- 
chines and already the branch is experiencing an un- 
usually large volume of business. 


Another Smith Corona representative reporting an 
excellent volume during recent months is the W. L. 
Cordingly Typewriter Company at Winnipeg. This or- 
ganization, Mr. Dawson reports, has experienced a con- 
tinually rising total of sales which will apparently 
continue over the holiday season. 

Mr. Dawson reported also that a recent visitor to the 
company’s home offices in Toronto was P. O. Soulis, 
president of the Soulis Typewriter Company, Ltd., of 
Halifax, N. S. Mr. Soulis’ firm is also an agent in its 
territory for L. C. Smith and Corona typewriters. 





A MATCHED PACKAGE WINDOW.—The above typical 
matched package window, displaying the new packages of 
the Mittag & Volger, Inc., Park Ridge, N. J.. was installed 
recently with considerable success by the Skinner & Kennedy 
Stationery Company, St. Louis, Mo. 
= 2 


DR. SCAT OFFERS HOLIDAY SALES PLAN 


A new sales stimulating plan for dealers and their 
salesmen has been announced by the Dr. Scat Chemi- 
cal Company, 178 North Franklin street, Chicago, Il. 
The idea consists of giving the dealer, with the pur- 
chase of a specified quantity of Dr. Scat type cleaner, 
four pieces of electrical equipment which, in turn, are 
to be awarded by the dealer to his salesmen who make 
the largest number of sales of the Dr. Scat product. 
The electrical appliances are an electric iron, a sand- 
wich toaster, a double waffle iron and a serving set. 
The offer is limited to the month of December. 
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Put a Speed-O-Print PUL- 





Expertly constructed of selected 






gum wood, natural finish— 22" , 





wide, 17” deep; front height 41”, 
back 48”. Lighted with Lumaline 
lamps. Cabinet has nine compart- 















The PULPIT is a combination 
merchandise display and 
stock cabinet that was origi- 








PIT in your store. It will 
increase your duplicator 
supply sales and profits — 
quickly, just as it has for 
so many other dealers. 
Write at once for detaiis on 
how you can get one — 
without one cent of extra 
cost. 


Speed-O-Print products are 
now the finest packaged 
line of duplicating supplies 
on the market. Each item 
is individually contained 
in its own colorful carton 
—giving complete descrip- 
tion, stock number, and 





nated by Speed - O - Print to 
produce increased sales... 





price. That's why any one 
can sell them. 
























and... extra profits for 
Speed-O-Print dealers every- 
where. 


It has an eye-appealing, bril- 
liantly illuminated glass en- 
closed front panel that dis- 
plays Speed-O-Print products, 
invites purchase, and stimu- 
lates buying. And the conven- 
ient and roomy shelved cab- 
inet in the back facilitates 
instant selling of any item in 
the line. 


Because the Speed-O-Print 
PULPIT does a remarkable 
job of point-of-sale advertis- 
ing and point-of-sale selling 
it has increased dealer sales 
and profits in a most surpris- 
ing manner. 








EE 8 - =. fae 8 ft [CU wee 
NORTH MICHIGAN AVENUE—CHICAG®O, TLL 
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ASHLEY-McCORMICK IN TWELFTH YEAR 

Officers and employes of the Ashley-McCormick 
Company, stationery and office supply house of Bridge- 
ton, N. J., last month gathered for a banquet in the 
Cumberland hotel to celebrate the company’s twelfth 
anniversary. 

E. Russell Ashley was the principal speaker of the 
evening and told of forming the business in 1927, re- 
ferring to it as a “one-man concern,” which has 
grown up to a substantial size with twelve persons 
employed and possessed of a good yearly business. 


—-~ ° 6 ~- 


ALLIANCE RUBBER ADDS NEW FACTORY 

The Alliance Rubber Company, Alliance, Ohio, man- 
ufacturers of rubber bands and other office items, has 
announced the addition of a new factory where all 
band tubing is produced. The company is now making 
several new kinds of rubber bands for the stationery 
trade in addition to the 300 sizes and types already 
manufactured by the concern. 


— 





HOME OF TORONTO SPEED-O-PRINT DIS- 
TRIBUTORS.—The Brown Brothers, one of the 
largest stationery establishments in Canada, 
recently became Canadian distributors for the 
Speed-O-Print Corporation, Chicago. The 
Toronto firm was established in 1844. A. W. 

Daley is sales manager. 


2 mee 


STATIONERS WIN “LETTER WEEK” PRIZES 

Two well-known stationery houses were named prize 
winners in a recent window dressing contest staged 
by the Paper Stationery & Tablet Manufacturers Asso- 
ciation during national letter writing week which | 
closed on October 7. The winner of the first prize | 
was Horder’s, Inc., Chicago, whose prize winning win- 
dow was shown in each of the company’s nine stores. 
The third prize in group B, which includes stationers, 
drug stores and other retail establishments, went to 
John W. Graham & Company, Spokane, Wash. The 
first and third prize monies were $100 and $30 respec- | 
tively. 





NEW TRADE LITERATURE 
(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





Imperial Desk Company.—Containing seventy pages impressive in their 
make-up and general treatment, a new catalogue, listed as the No. 40, 


has been issued to the trade by the Imperial Desk Company, Evansville, 
Ind. The book is printed in a pleasing combination of green and brown | 
and contains numerous large photographs of the Imperial lines of desks, | 
waste baskets, telephone cabinets, costumers, chairs and bookcases. Wire-O | 
binding permits each of the 12 by 9-inch pages to lie flat regardless of | 
where the book is opened. Two pages of the catalogue are devoted to 
close-up pictures of the construction features of Imperial products to aid 
dealers and their salesmen stress the important points t ustomers. Copies 
of the catalogue are available to dealers n request ft the company’s 
home offices 

Johnson Chair Company...Two new pieces of literature featuring the 


firm's “‘PerfeeTilt’’ chair iron have recently been issued by the Johnson 
Chair Company, 4401-4531 West North avenue, Chicago. The first is a four 








NEW! 
TIMELY ! 


To Help Your Sales NOW! 


NOW, when most of your cus- 
tomers are thinking about new 
daters—when the year’s best sell- 
ing season is starting—when you 
can make the most money—Fulton 
brings you a splendid new Dater! 













With NEW streamline styling— 
a NEW frame—a NEW display 
packing —a big value in appear- 
ance and performance, this new 
Fulton Dater will kelp you make 
new profit records! 






Get a sample dozen and let them 
go to work for you NOW! 









THE FULTON 
No. 1% DATER! 


FULTON 











SPECIALTY CoO. 





Factory, Elizabeth, N. J. 
Sales Office: 200 Fifth Avenue, New York City 


Pacifie Coast Representative: 0. H. DAVISON & CO., 788 Mission St., San Francisco 








THEY’LL ANSWER 
“YES” WHEN YOU 
SHOW ’EM Daun Lite 


Because it's exclusively different — gives light where it is 
really needed most— permanently installed in any desk 
and folds away with the typewriter Write for details and 
our ten day trial plan 








The Dawn Manufactu MAG Corn 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y 
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“WKELTAN’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


Canadian Patent 324,059. Other patents pending.) 





(U. 8. Patent 1,782,622. 


‘ All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 Nerth Franklin Street Syracuse, New York 




















WARSHAW 
INDEX CARDS 


Here's the outstanding index card 
value— made by full automatic 


’ machinery thru-out. Rotary cut on 
all four sides. Perfect margin and 
ruling. 

* Quality stock. Wrapped in Cello- 
phane they are always fresh and 
ROLL LABELS clean. Competitively priced. 
GUIDES fe) ‘ , 
rder to get the quantity discount, 
Da Sree now. Transfer time is just around th 
REINFORCED : 
FOLDERS are 


PROTEX STICKONS 

MENDING TAPE 

GUMMED INDEX 
TABS 





THE WARSHAW MFG. CO., INC. 


1 MAIN ST. BROOKLYN, N. Y. 
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page consumer folder illustrating and describing the new iron and its 
advantages. The pages measure 844 by 11 inches and are printed in three 
colors. The second folder is entitled ‘Comparative Tilting Tests on Office 
Chairs With Different Types of Chair Irons’’ and is also for consumer use, 
being particularly aimed at those interested in the engineering aspects of 
The folder described tests made by the 


perfection in tilting mechanism. 
Copies of both 


Robert W. Hunt Company on chairs variously equipped. 
folders are available to dealers on request. 

Sherman-Manson Manufacturing Company.—A new circular devoted to 
the firm's lines of Ideal business machine stands, trays and stools, has 
been issued by the Sherman-Manson Manufacturing Company, 621-31 South 
Kolmar avenue, Chicago, Ill. Copies of the circular, which is listed as 
the No. 50, as well as the company’s complete catalogue, will be sent to 
dealers on request 

Shipman-Ward Manufacturing Company.-In addition to its new parts 
ind supply catalogue, the Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago, Ill., has recently published a new typewriter 
price list which is available to dealers on request 

Speed-O-Print Corporation...A new four-page publication named the 
Speed-O-Print Merchandiser has recently been published on behalf of its 
dealers by the Speed-O-Print Corporation, 153 North Michigan avenue, 
The first issue of the new organ made its appearance last 
much favorable comment from those by whom 
it was received because of its varied and interesting contents, In 
addition to a guest book and a column entitled “Diary of a Dealer” 
there was an article by Charles P. Garvin of NSA fame and a section 
entitled “Here and There With the Dealers.”’ 

Stein Bros. Manufacturing Company.—This leather goods manufacturing 
concern, located at 231-239 South Green street, Chicago, has recently 
issued its No. 21 catalogue of twenty well-illustrated pages portraying and 
2 complete line of Stebeo leather portfolios, brief cases and zip 


Chicago 
month and called forth 


picturing : 


| STEIN BROS. MFG. 
| RL 20 Rowe Groce Sienet . * 


tees oe 








COVER OF STEIN BROS. CATALOGUE 


In addition the book features the new Stebco Visualope, 
envelopes each of which holds two pho- 
material with full protection against 
new catalogue are available to 


ring-binder 
which are transparent, protective 
tographs, price lists or other sales 
tearing or mutilation. Copies of the 
dealers on request. 
Taylor Chair Company. 
tains one or more large 
published by The Taylor Chair Company, 
an index of design numbers at the back, 


Containing eighty pages, each of which con- 
illustrations, a new catalogue has been recently 
Bedford, Ohio. In addition to 
the catalogue is equipped with 
which divides the book into sections under the following 
davenports and easy chairs, executive furniture, 
wood, directors’ tables and lobby furni- 
should inquire for catalogue 


i visible index 
headings: judges’ chairs, 
clerical-typist-posture, streamline 
ture Dealers interested in obtaining a copy 
No. 123 

Toledo Metal Furniture Company.A four-page folder illustrating a 
number of fast-selling “Uhl tables, chairs and posture chairs has been 
issued by The Toledo Metal Furniture Company, 1100-2200 Hastings street, 
Toledo, Ohio. The circular includes a letter warning dealers of the possi 
bility of price raises and encloses a card for those who desire additional 
details, prices, etc., of the items described and illustrated 

Wagner Furniture Company, Inc.— Listed as the No. 6, a new, ten-page 
catalogue has recently been issued to the trade by the Wagner Furniture 
Company, Ine., Wind Gap, Penna Printed on high-grade paper the 
catalogue describes and illustrates the company’s attractive lines of desk 
trays, waste baskets, costumers and typewriter, telephone and_ utility 
tables A four-page price list accompanies the catalogue which is avail- 
ible to dealers on request 


A New Calendar 


Western Bank & Office Supply Company..The first of the new 1940 
calendars to be issued by members of the office equipment trade was 
uit to friends last month by the Western Bank & Office Supply 
is a wall calendar measuring twenty 
by thirty-five inches with blue and red figures in extra large type. 
page is an excellent picture of the firm's sale and display 
of each “‘tear-off" sheet is a photograph of 
establishment, from the 


sent 


Company, Oklahoma City, Okla It 


Topping the 
store while at the bottom 
the various other departments of the large 
composing room to the printing shop 








MISSING MACHINES 





The following companies ask dealers everywhere to be on the lookout for 
(described and numbered beside the firm’s name) which 

Information concerning the where- 
forwarded to the company concerned 


office machines 
are reported lost, stolen or strayed 
abouts of these machines should be 
at the earliest opportunity 


‘J street, Sacramento, Calif.— Royal 


David Typewriter Company, 1305 
n portable No. NP66430 (pica) 


portable N BJ62548 (pica) Remingtor 
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MAYBE THEY WON'T KEEP THEIR FEET OFF— 


but the base legs of their revolving chairs can NOW be 
protected against the unsightly scratches and worn, scuffed 
appearance which comes from too much daily shoe action 
of gritty, dirty soles against chair legs. 


The new JOHNSON RUBBER PROTECTING BOOT is a soft, 
glove-fitting rubber that covers the entire end of the base 
leg with an opening on the bottom for the chair caster. It 
is cemented securely and permanently in place and has a 
fastener molded into the rubber as an additional means 
of holding the boot in place. 


The new JOHNSON RUBBER PROTECTING BOOT— 


e prevents shoes from becoming scuffed. Will not stain or 
mark white shoes. 





e helps to eliminate hosiery snags. 


e furnishes a soft and practical foot rest for those who 
habitually park their feet on chair legs. 


e protects desk, other furniture and woodwork. 


The JOHNSON RUBBER PROTECTING BOOT (Patent Applied For) is 
applied at the factory, and can be furnished only on JOHNSON Chairs. 
It is so practical and useful that it should be included on all orders for 
revolving chairs. 





Write for New Folder and Complete A very popular JOHNSON Chair fitted with the 
7 new JOHNSON RUBBER PROTECTING . This 

Information chair also has the new “PerfecTilt’“ Chair Iron 

with the Amola Steel Spring. é 


J O H N S O N C H Al R COM PA N Y World’s Largest Manufacturer 


4401-4531 W. North Avenue Chicago, Illinois Of Commercial Chairs 


me tajler rs that can 
“TAKE IT’ 





puae 





Whether you sell stapling machines or use them, it will 
pay you to investigate this exclusive 47 year old ACME 


oe ran aor : at line of equipment. 


ACME Staplers are built to stand more than ordi- 
NEW LOW PRICED nary abuse—built to last many years with a minimum 


of service requirements. 


2 e 
Rugged construction, coupled with versatility of 
rap ic conomy up ica or uses makes ACME equipment a favorite with all large 
industrial concerns. 
With Advantages of Expensive Machines And ACME helps you sell the Silverstreak Line with 


attractive advertising folders, giving complete infor- 
mation. Send for a sample folder today and convince 


Gelatin Rolls and Films for All yourself of the possibilities in handling Acme Staplers 
and Staples. 
Makes of Duplicators ae 

HEKTOGRAPHS AND REFILL COM- the ACME Silverstreak Line 
POSITION IN ATTRACTIVELY LITH- aisles 
OGRAPHED CONTAINERS. TWO (Pictured above) Lighs weight, handy desk wagter 
AND FOUR SURFACE OAK FRAME with noise eliminating, velvety-smooth lever action. 
DUPLICATORS IN FIVE SIZES. ACME No.1. . ACME No. 2.. ACME SURE SHOT. . ACME SIMPLEX 











Graphic Duplicator Co.| H*1@ut awl *) 2) ea ee) 


473 BROADWAY NEW YORK 1650 HADDON AVENUE. CAMDEN, N.). 
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OFFICE APPLIANCES 


Pewee tT VYPEWRITER DEALERS CAN 


COVER THE PROFIT FRONT 


Burns Copyholders can help you extract the last 
ounce of profit from a typewriter deal. Next time 
you deliver a new machine—or a rebuilt—recom- 
mend a copyholder for faster, more effortless typ- 
ing. The dollars which these copyholders add to 
your gross are simply plus profits for you. The 
New Burns Autoliner, with remote controlled line 
guide, lists at $12.50. Others priced down to 
$3.00. 

Don’t miss this bet for boosting sales volume 
this winter. Write today to American Automatic 
Electric Sales Company, 1033 W. Van Buren 
Street, Chicago, Illinois. 


OFFICE rae mre 
SPECIALTIES 















TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS © CHAIR & DESK PADS 


S TOC KU P ror acco prorits: 


With the new year—and file transfer time—only a month 
away, you can’t afford to be without the items listed below 


(every one a repeat number). 





Fasteners \ 
Folders \ 
Covers \ 

Check your Punches \ 
stock! Clamps \ 
\ 


Paper Clips 














ACCOWAY BLUE PRINT 
FILING EQUIPMENT 





ACCO PRODUCTS, Inc. Write to Accoway Division. 
39th AVE AND 24th STREET 
Long Island City, N. Y. 
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‘VTS Wet? es 


Fort Wayne, Ind. Wilbur F. Schell, owner of the Sehe 
Shop, has leased a site it 21 East Rerry street where he has made 
irrangements to open a parking t in the nea future LK 





Iypewriter 


Kingsport, Tenn..-A new company, formed to sell Royal typewriters and 
business appliances, has been opened here under the name of the Office 
Equipment Company with a store at 230 East Market stieet. The business 
will be operated by P. S. Nelson f Knoxville und M. E. Metall, both 
of whom have had several years’ experience in the office equipment and 
typewriter business rhe partners were assisted in the formal, opening 
by A. R. Coleman, factory representative of the Royal Typewriter Com 
pany, who said that the territory which Messrs. Nelson and McCall will 
control is one of the most favorable in the state 


Salinas, Cal.—George Bello, who for some time has been manager of 

the Peninsula Typewriter Exchange, a local branch of the Peninsula 
rypewriter Exchange of Monterey, has acquired ownership of the store 
ind is now operating independently Fritz Wurtzman retains the owner 
ship of the Monterey store.—SS 


San Jose, Cal._-Gene Blanchard, who has been managet 
rypewriter Company for the past sixteen years, is re ing in a new 
home, in which to rear a beautiful baby girl that came t them a short 
time Ago SS 








OTHER MACHINES 


indianapolis, Ind.—_The general offices of the F. & E. Checkwriter Sales 
& Service have been moved from Peoples Bank building to 1162 West 
rhirty-fourth street.—EB 








PENS AND PENCILS 


Springfield, Mass...After three years of inactivity, the LeBoeuf-Pilgrim 








Pen Company has resumed operations at } Lyman street under the 
inanagement and guidance of Homer |} Bessette The new firm is a 
reorganization of the old LeBoeuf Company but has been completely 
divorced from the former owner and management aceording to Mr 
Bessette. The company is manufacturing fountain pens and magazine 
pencils and expects to resume the world-wide market enjoyed by the 
former company as soon as conditions in Europe warrant going after the 


trade abroad In announcing resumption of business, Mr. Bessette said 
the reopening was made possible by Harold D. Leslie, general secretary 
of the Springfield Chamber of Commerce, who secured the necessary financia 


backing to restart production under new patents secured by Mr. Bessette 





BUSINESS OPPORTUNITIES 


Lines Wanted Abroad 


Stationery items Desired by Philipp'ne Dealer. Far Hastern Distribu 
tors, importers and general merchants, s70-S72 Ave Riza Manila, Philip 
rticles: arch and clip 





pine Islands, expresses an interest in the following 
, 


board files, brief and zipper cases, envelope sealers, ink eradicators, eye 


lets and eyelet fasteners, folders, inks and adhesive leads for mechanical 
pencils, leather goods, loose leaf metals and devices, map tacks, mois 
teners, paper clamps, paper clips, paper fastening machines, paste, pencil 
sharpeners, pins and pin containers, punches, push pi rubber bands 
stamp affixers, and thumb tacks Only articles not now sold in the 
Philippines are wanted They are sought on an exclusive agency basis 


If agencies are secured the lines will be advertised and a sales promotional 
compaign put into function \ trained sales staff composed of men who 
have helped to introduce many office supply items to the Philippine mar 
ket is already established 
References given include the following: Philippine National Bank, Ma 
nila; Star Watch Case Company, Ludington, Mich.; R. Wallace & Sons, 
Wallingford, Conn.; Belmont Radio Corporation, Chicago, Ill; Hygeia 
Filter Company, Detroit, Mich.; Gibralter Manufacturing Company, Jer 
sey City, N. J American Foreign Credit Underwriters, New York, N. ¥ 
Dun & Bradstreet, Inc., New York, N. Y.; and other American and 


European references if desired 


Lines Wanted Here at Home 


Lines Wanted for Latin-American Countries. Kurt Bladt, whose perma 
nent address is Ap. 7249, Mexico, D. F vould like to hear from American 
manufacturers seeking representation in Mexico, the West Indies and Cen 
tral and South America. He travels that entire area, He sold pencils 


ind other lines and recently has made arrangements to sel ra 
manufacturer of desk lamps Mr Bladt vi he interested to hear 
from any manufacturer of office equipment supplic eeking to enlarg 





his Latin-American volume 


Additional Furniture Lines Sought.—The Brause Desk Company 


Broadway, New York City, is interes d in contacting one or two manufac 
turers of office equipment lines, who are desirous of strengthening the 
business in the metropolitan area They have complete showrooms, dis 
tribution, and warehouse facilities t fler interested snufacturers 


New Stationer Asks for Catalogues.._The Lynwood Book Shop, recently 
established at 11418 Long Beach boulevard, Lynwood, Calif., is interested 
in receiving catalogues from manufacturers of office stationery lines and 
greeting cards 


Typewriter Man Re-Establishes in Florida.__Frederick | ert writes that 


he is re-entering the typewriter sales and service field at Dade City, Fla 
He plans to specialize and select rough and rebuilt standard typewriters 
is well as new and used portables. He asks for trace terature and price 
nformation from wholesalers and manufact 








AN OUTSTANDING PROFIT-NAME 
IN CARBON PAPER SALES 





| 
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A RIBBON FOR Ev, 


A CARBON Fon ERY MACHINE 


VERY PURPOSE 





. S. Typewriter Ribt 
mam OFICE ano Factoay Mf’g Co. 
Tot ot Senso Serects 
Nate hy 


TfRhiF AAA AA 
PPA AA AA HM 


CARBON Parra 





Learn about VARSITY LINE. . . a carbon paper of supreme 
quality that does not cost a small fortune! Write for free 
samples and prices. 


U. 5. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street 
Philadelphia, Pa. 





























36”-42”-50" 54-60” 


Patent No. 2133807 


SECRA-TYPE 


The Modern Typewriter Pedestal 


The swing to the Secra-Type device indicates vast 
possibilities for replacement of the old types; as 
many dealers know. 


It accomplishes a solidness of support; saving of 
floor space, and convenience of supplies, that be- 
comes indispensable. 


Grand 


Rapids Y Mich. 
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RIBBONS AND CARBONS 


San Francisco, Cal.—(Clarence Larkin has been selected as the north 
western representative of Mittag & Volger, Ine. and will enter upon his 
duties about December 1. He was formerly connected with The Carter's 
Ink Company.—SS 


Asheville, N. C.—Approximately 2000 seats for the new city auditorium 
were purchased last month from the Southern Desk Company of Hickory 


at a cost of $3.57 each, and an additional 200 portable plywood folding 
seats were bought from the American Seating Company, Charlotte, at a 
PA p F R S cost of $3.30 each. The contracts were awarded by City Manager Burdette 
after a discussion with members of the city council on bids submitted by 

various manufacturing companies 
TYPEWRITER RIBBONS Columbus, 0O.. Among recent army and navy contracts awarded to 
Ohio manufacturers, totaling $7,602,400 since the beginning in June of 
the administration's program of expanding the armed forces, are the 
following orders in the office supply field: The Marietta Chair Company, 

















Made right — Priced right — Marietta, a contract for $73,000 worth of chairs; The Roth Office 
Equipment Company, Dayton, a contract for $53,000 worth of chairs—AK 
° ’ P : , 

Sold right. Here’s a ribbon Indianapolis, Ind.--Appointment of O. E. Stanfield as vice-president and 
eas manager of state sales in Indiana for the Business Furniture Corporation, 

and carbon proposition you 112 Kast Maryland street, has been announced by C. S. Ober, president. 

° Mr F ie as f » ars > ‘rience ij > ‘e j "y 

can turn into real profit. You al — has had twenty years experience in the office equipment 


Youngstown, Ohio.--William H. McKinley, member of the engineering 
department of The General Fireproofing Company, was among second 
operation. ward candidates for the city council at a recent election.—AK 


EXCLUSIVELY for .-tA44 oO aS BY 
ee es ND | neers steer Benn malate of Gn Oeiateieaer Ofies Senate Com. 


| L. C. Smith “Super Speed” typewriter, together with a large number of 
other Texas dealers. He was accompanied on the trip by J. F. Hagler 


Complete details on request of the same company and both men were enthusiastic over the performance 
of the new machine. 


ALLEN & COMPANY Canton, Ohio. William R. Rice, for many years connected with “Baers”, 

DEPT. m at 216 Market street, N., last month opened his own stationery and office 

11-13-15 Vandewater St., equipment store at 204 Third street, N.W., under the name of the Rice 

New York, N. Y. Office Supply Company. The new concern will carry a stock of stationery 

items to include a full line of pens, pencils and sets of the W. A. Sheaffer 
Pen Company, Fort Madison, lowa, 

Chandler, Okla.—An office supply business was opened here recently 
by William Graham at 1009 Manvel street, where he will specialize in 
adding machine and typewriter sales and service. Mr. Graham, whose 
brother, Wren Graham, has a similar business in Anadarko, has lived 
in Chandler for many years and in Lincoln County for the past fifteen 
years.-EVH 
er Bi) East St. Louis, I.—Fred Pierce, manager of the Graham Book Store, 

Inc., last month changed the name of the organization to the Graham- 
Pierce Stationery Company. Mr. Pierce has been manager of the firm 


NON-TARNISHING ever since it was established in 1983 at 336 Collinsville avenue. 


Fresno, Calif.—A new business has been opened by L. M. Kilner under 

STAINLESS STEEL FILE SIGNALS the name of the Kilner’s Stationery & Office Equipment Store in a remod 

eled building at 1335 Fulton street. Mr. Kilner will have associated with 

him in the business Joseph Yrulegui who has been connected with the 

stationery trade for the past eight years. The organization will carry a 

complete line of typewriters, office furniture, stationery, filing equipment 
and greeting cards. 

Indianapolis, tnd.F. O. Medsker, formerly superintendent of schools 
at Alexandria, Ind., last month became secretary-treasurer of Progress 
Press, Inc. of this city, an organization which specializes in printing 
educational supplies.— AK 

Manhattan, Kansas.—-Owen Brookhouser, who recently was manager of 
the Wichita office of the Western Typewriter Company, has announced 
the opening of a Remington Rand, Inc., branch office at 116 South Third 
street. Mr. Brookhouser is district represenfative of Remington Rand in 
this territory, which includes seven counties 

Oakland, Cal.—.James Parsons, vice-president and general manager of 
Smith Bros., stationers, returned from a very profitable trip to the 
National Stationers convention in Boston. He was again selected as vice- 
chairman of the Distributors division..SS 

Oklahoma City, Okla.—Don Branham, head of Branham’s, Inc., office 
supply firm at 316 North Robinson avenue, who suffered an injured knee 
Have All Your in an automobile crash on October 11, has been released from a hospital 
where an operation was performed He will be confined to his home, 
S : C however, for at least another month.—EVH 

a esmen arry San Francisco, Cal.—-Paul H. Cheney, sales manager for the Southworth 

" Company, West Springfield, Mass., has been holding sales meetings and 

This Card visiting the dealers in company with members of the Charles R. Barry 

Company organization, distributors on the coast for Southworth type- 

writer papers. Mrs. Cheney accompanied her husband on this first visit 

THIS handy card contains a | © the coast.—Sss 

“_ 7 . San Francisco, Cal..James H. Davison, representing the Mayer Manu- 

representative assortment of facturing Corporation of Chicago, has moved his headquarters from the 
the actual signals in the 12 | Sutter hotel here to 6602 Cahuenga terrace, Los Angeles.—SS 

standard colors. a type for Stockton, Cal.—-Emerson 0. Morris, Jr. of Morris Bros. Book & Sta- 

Aone, tionery Store, has been spending some six weeks visiting eastern factories 

every modern filing and where their merchandise is produced. The trip was largely for the purpose 


record keeping need. A help- | ©! gaining better information about the things the firm has to sell to the 
— I people of Stockton and the San Joaquin Valley.—SS 


can always count on our co- 
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ful “catalog” the size of a Taunton, Mass.—Opening of a new office supply and equipment organiza- 
postcard—a convincing lay- tion under the name of the Taunton Office Supply Company in Room 17, 
Adds little t Saye t " : Taunton Green building, has been announced by Robert Swartz, who will 
: ° out to show your customers. be manager of the concern. He will be assisted by Miss Gloria Miller. 
your kits but much No charge to the trade. How The firm will carry a full line of Royal typewriters and will maintain a 
: : co letely-equipped repair and rental department. 

to your fits many ? eee 

y an . Woodward, Okla..The Britton News & Stationery Shop was recently 


acquired by Mrs. Dorothy Horner, and will be known hereafter as 


THE H. C. COOK co., 14 BEAVER STREET, ANSONIA, CONN. “Dorothy's Shop.’ In addition to gift cards, stationery and other 


“ONE HUNDRED PERCENT DEALER y-lehe ene?) one cog a plans soon to add several new lines to the 
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BIAEIFRIRG IAS IAFTAFE 


SEASON’S GREETINGS 
and “Best Wishes for the New Year 


We trust that our services during the 
coming year will aid you, in some degree, 
toward prosperity and happiness. Our 
products and cooperation are always at 


your disposal. 


Indiana Desk Company 


Jasper, Indiana 


WIAFSITIFRIAF TAS IAFVAGE 


When You're Asked Sntroducing the 


NEW INDIANA CHAIR CO. 


No. 408 
Posture Chair 


This new secretarial pos- 
ture chair offers especial 
value enabling office furni- 
ture dealers to stimulate 
their sales in this depart- 
ment. 














It is distinguished by a 
specially formed posture 
reat and adjustable height 
back, affording outstanding 
features of comfort and hy- 
giene. The seat is fitted 
with a rubber bumper 
around front and sides pro- 


Can You Give Them? 


Conditions are changing daily in the Industry Are YOU 
keeping pace with them? Timely information will help you 
plan sales, act decisively, push profitable items, keep your 


k up to date. 





'The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure add tecting it and the adjacent 
tional business that otherwise we ild not have gotten.” A. desk from damage by 
R. Taylor Co., Memphis, Tenn. bumping contact. 

OFFICE APPLIANCES “dg ahh ra my Sgr 5 tks and Available in quartered oak and birch. Highly polished 
price saree Pinky? Ein Goes re aan ata sattha _ finish beautifies and preserves all wooden parts. Full 
“re e ses whet at aie # ey Fs ee ee description, delivery and price information will be sent 


you on request. 


Ask for your FREE copy of OFFICE APPLIANCES 


and subscription particulars. \ , f 
THE OFFICE APPLIANCE COMPANY NE INDIANA CHAIR CO. 
20 North Wacker Drive Chicago, Illinois JASPER, INDIANA 
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EXCLUSIVE 
RUBBER BAND 
SPECIALISTS 








300 Sizes and Types 
To Choose From iL — 


ALLIANCE RUBBER 


ALLIANCE, OHIO 





RUBBER 
BANDS 


MADE IN COLORS 
RED—BLUE—-GREEN—GRAY— YELLOW 





co. 
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“COMFORTAIRE” POSTURE CHAIRS 
“ORTHOFORM” BACK SUPPORT 


Body Conforming Automatic Reclining Action. 


“AIRFOAM” CUSHION 21/2” THICK 


with Rolled Edges Flanged to Form Bumper all around 
SEAT. 


RUBBER BUMPERS 


A great protection to SHOES and DESKS 
Exclusive Sales Rights to Alert Coealers 


SHEPHERD CHAIR COMPANY 


3100 CARROLL AVE. CHICAGO, ILL. 











TWIRLIT 
DRILL 


Extra 

Efficient 
Fast 

Accurate 
Sturdy 


$7.50 LIST 
200 series 


Every office needs it! Powerful hollow steel 
drills cut through a half inch (150 sheets) 
of paper. Also made with single head at $2.50 
and triple head at $12.50 list. Choice of four hole 
sizes: 4, 9/32, 11/32 and 13/32 inch. Order your 
TWIRLIT for demonstration and sales NOW. 


MITCHELL BINDER CO. jai 

















Just as 
the proof of the 
pudding is in 
the eating 
=< So too 


is the proof of a cushion 
in the seating. 


By this test 
Respirator has proven the 
best—and 
‘ world wide fame 

has resulted in a demand by name 
never before 
equalled by any chair cushion. 


BICKETT COMPANY 


WATERTOWN, WIS., U. S. A. 
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STYLE-MASTER 
STEEL DESKS 


Three distinct designs, 65 


<2 ) eh Models and the New 
: otal Neutra-Tone Gray Finish 
ey z Make Style Master Steel 
Desks the year’s style 


lteader—Meets every cus- 
tomer need — Write for 
details on “Y and €E” 
Franchise. 





ets Yawman and Erbe Mfg. Co. 
_~» 1099 Jay St., Rochester, N.Y. 











~~WOLBER LIQUID DUPLICATORS~ 










Wolber 
" ™ Legal Master 
- $44.50 


@ The complete line of Wolber Liquid Type Duplicators, 
ranging from the manual te the automatic type will enable 
you to fill the most exacting duplicator demands. 

Then, too, the full line of Wolber Liquid and Gelatin Dupli- 
eator Supplies will give you the repeat business that results 
from a well rounded Duplicator Department. 


WOLBE Duplicator & Supply Co. 
1203 Cortland Street, Chicago, Illinois 


DD DD DD I 
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300 New :TEMs 


IN A SINGLE YEAR 


| 
| 
| 
| 
| 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 





such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. | 
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Why METALSTAND? 


Botton Sonwice 


SPACIOUS and 
COMPREHENSIVE— 
EASILY MOVED— 
SAFE—COMPACT 


Longer. Serwice 


LIFETIME USE 


METALSTAND CO. 


You can make a combination offer 
to include METALSTAND with your 
best grade standard typewriter, that 
will step up service and value for 
your customer and provide the most 
practicable grouping of equipment 
that could possibly be devised. 
METALSTAND is shipped subject to 
dealer's approval—write for details. 


135 N. 22d St., 
PHILADELPHIA 
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adding + billing + 
bookkeeping + 
calculating machines 


TYPEWRITERS CHECKWRITERS 


MIMEOGRAPHS DICTAPHONES 
AND OTHER OFFICE DEVICES 
Rough and Rebuilt. Write for Latest Price List. 


Reliable TYPEWRITER & ADDING MACHINE CORP. 


303 W. MONROE ST. CHICAGO, ILL. 











bstectrvuk 


WORLD'S GREATEST PEN MAKERS SINCE 1858 


The consumer's prefer- 
se “sence for Esterbrook quality, 
© has given Esterbrook world 
leadership in the pen industry 

for over 80 years. 
THE ESTERBROOK PEN CO., 86 Cooper St. 


Camden, New Jersey 
or Brown Bros., Ltd., Toronto, Canada 


This special adhesive sticks with a sinewy, 


flexible grip. Grippitted work can be stripped 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


Write for Free Tube 
and Profit Story 


HARRIMAN-We Lts Propucrs Co. 200 Summer Sr. Boston 
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Typewriter Ribbons a We 


and Carbons 


The Codo business grows 
because certain ribbon 
and carbon salesmen want 
to serve business better. 
Better looking letters, 


beet rhrrarrrrarrrrra—rrar—rraet[, 
DAA pA DD 













4 

@ : 

@ permanent file copies 

$ more easily produced 

$ these with uniform, un- 

@ varying quality are the 

$ underscores of Codo ex- ate le eee Siete. 0A ems 
@ cellence. expense. Write us. 

¢e io : rae}, cia ah ee 

¢ CODO MANUFACTURING CORP. 
$ 509 S. Franklin St., Chicago 270 Lafayette St., New York 
- Factory: Coraopolis, Penna. 

4 








A FAST-SELLING 
SPECIALTY .... 


- ONE OF THE FINEST SALES 
HELPS an office supply salesman can 
have is a REALLY GOOD SPECIALTY 
—an item to SHOW and DEMON- 
STRATE—such as the 


TO RIT 


MOISTENER 


A LOW-PRICED, EASILY-CARRIED AND EASILY-DEMONSTRATED spe- 
cialty that will be an ever-present reminder of the salesman who sold it— 
and thus bring him more business. 


@ ASK FOR FULL INFORMATION AND DEALER PRICES e@ 


TORIT MANUFACTURING CO. 305 WALNUT sr. 


ST. PAUL, MINNESOTA 


™ AMERICAN 


MODEL 41C 


CARBON COPIES MACHINE 


654321 


Faesimile Impression 


For envelopes, stamps, labels 
—vitreous enamel, rust-proof 
fountain—stainless steel top 
—long-life brush. 











Will make up to 10 good 
carbon copies. 


Write For Details. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 
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ArtM\etal 


\ Jamestown-New York 
SS oA 
1888 1939 
























HOW TO MAKE THE 
U . XMAS! 


Dealers all over the nation are finding how easy it is to sell 
Sheaffer Gift Ensembles at $8.50 and up. FOR—Sheaffer’s 
common-sense plan for salespeople WORKS—and the finest 
pen the world affords—the White Dot Lifetime—is not a costly 
gift. Sheaffer's sales-making counter and window displays 
WORK. And they are backed by the irresistible Sheaffer 
national four-color advertising that now climaxes a full year 


of heavy promotion. Thousands of dealers have proved that 


heavy gift profit is there to be had! Get higher-unit Xmas 


gift sales this year with Sheaffer's. 


WRITE TO SHEAFFER'S 


W. A. Sheaffer Pen Company, Fort Madison, lowa 
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Don't Let a Sale Slip 














Instead 


Write a Sales Slip 


When your customer cannot af- 
ford a new unit, remember that 
our 16,000 square feet of floor 
space houses a tremendous stock 
‘of rebuilt, refinished and guar- 
anteed 





VISIBLE RECORD mee GUARANTEED 
EQUIPMENT and Index, "Globe 'Wern- 


icke and other vis- 
ible systems in cabi- 


OFFICE MACHINES 
UNIVERSAL OFFICE | on™ Pm 





Calculators 
EQUIPMENT CO., INC.| —comptometers 
“The House That Confidence Built” “inte 
561 Broadway New York City Dictating Machines 
Cable—"Uniquip’’—New York Mimeographs 
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Dealers Wanted 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(mo rubLer to wear out) 








Write for our interest- 
ing proposition. 


Speed Key Mfg. Co. *trooxivnin?'"* 











BRAND 


Typewriter Carbon 


Ribbons Paper 





Make Lasting Impressions 
For Your Customers 
And Substantial Profits 
For You 


CROWN RIBBON & CARBON MFG. CO. 
782 St. Paul Street Rochester, N. Y. 





ROLLING UP PROFITS FOR YOU 


A 4 No. 2479 Double Ball Bearing Caster is in 

|i use in most of the country’s leading indus 
if trial and professional offices and institutions. 
Ab It is a leader to sales of other Faultless floor 
oe x protection equipment shown. Write for Cata- 
dille-n-'*§ Wlog and facts about this profit-earning line. 

a=” FAULTLESS CASTER CORPORATION 
Evansville, Indiana 






























(above) Fauleless Unbreakable Rockue 
and Ruberex Cups. Round or Square 

a Faulsless quiet Cushion Chair 
Ghdes are mounted in live rubber 


> (SSeS a (SCS 
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Dealers profit by selling the genuine, original 


CELLULOID 


INDEX TABS _ 


OF MATERIALS, 
WORKMANSHIP 
AND PACKAGING 


THE VICTOR SAFE & EQUIPMENT CO., INC. 
NORTH TONAWANDA NEW YORK 








points your way to TOP PROFITS on 
Addressographs, Mimeographs, Multi- 
graphs, etc. 











Write Pruitt, 4] Pruitt Bldg., Chicago 











MACHINES 


for testing 
and winding 





TYPEWRITER RIBBONS 
and CARBON PAPERS 


HAIDA ENGINEERING CO. « 


145 W. 24TH ST. 
NEW YORK, N. Y. 











Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 


PATENTED 


ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. 
sheets to lie flat when open at any 
point The enlarged joint, nicely 
rounded and smoothed, keeps ring 


inside Diameters: 





Ne. 00, % in. Ne. 2, 1% in. 
No. 0, % in Ne. 3,2 in. 
No. 01,1 In Ne. 4, 2% in 
Ne. 1, 1% in. Ne 6,3 In. 


Ceme alse bexed assorted 
in seven sizes. 


stantly unlocked. ‘ 
Order through your wholesaler We also 
manufacture inexpensive loose leaf metals 


856! Se. Chieage Ave.. 
Chicago, iMineis 





Henry T. Adams pone’ Ce. 0. 








amenitekadh 5  alca and fumble to find the place where §f 
mOV. 6.1923 the ring opens, if it’s an Adams ring. § 
Eight Sizes Here is the simplest, quickest-operat- 


Allows binder or § 


right side up in position to be in 
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PASS BOOKS 


AND POCKET CHECK CASES 


Stationers and Lithographers! 









Printers, 








made for you exclusively—any size order-— 
shipped under your label. 


They are 
any specifications 


SELDOM UNDERSOLD 







Write for Net Prices on Your Next Inquiry 


NATIONAL PASSBOOK & SUPPLY CO. 
CLEVELAND, OHIO 


ALL GOODS MANUFACTURED FOR STATIONERS. PRINTERS AND 
LITHOGRAPHERS EXCLUSIVELY! 












A 
eP 
a P 


Cases for Xmas— 
A Complete Line 
to offer Your Customers! 





The VARAT 
label means a 
satisfied, re- 
peat user. Get 
acquainted 
with this line 
of Zipper Cases, Ring Bind- 
ers and Envelopes TODAY! 





<n'¢aee 


MURRAY YARAT CO. 
27 S. Market St., 
Chicago, Illinois 











These Smartly Styled 


VU L-COT Waste Baskets 


Make Sales For You! 


You can meet every business requirement 
with the forvr, attractive standard VUL- 
COT Shapes . and make steady, profitable 
sales! There are three standard colors, and 
three wood grain finishes to match furniture 
and room decorations. 

VUL-COT vuleanized fibre baskets have 
been famous for years—for their durability 
and efficiency. National advertising has 
made the VUL-COT name stand for “the 
National Waste Basket !""—the waste basket 
that you can sell with profit. Make sure 
you are stocking VUL-COTS! 

Write today for colorful descriptive litera- 
ture and generous discounts. Dept. A 





NATIONAL VULCANIZED FIBRE 








Any of these paper mer- 


6é 
V V hat you don’t know won't hurt 


chants will give you sam- 
ples and prices of Wiggins 
Beok Form Cards and 
Compact Binders: 


New York City 


you” is obsolete as the letter press! 
For if you don’t know what profit 


En ae = lies in business cards, it surely will hurt 
Chatfield & Woods ‘ you. For these can be ordered easily 
Cincinnati as office supplies; and if you insist that 

The Chatfield Paper ¢ : a 
on your printer or engraver uses Wiggins 


jo00k Form card stock, you will have a 
“hetter buy” than 


Seaman-Patrick Paper C 


Grand Rapids reput ition for } 






Carpenter Paper Co. 
othe rs. 
Housten 
. B Co ne , . 
L. 8. Bosworth Co., 1 isk us for the stationer’s 
St. Leste 
Tohey Fine Papers pre oposition at once. 


The John B. wi Ee qs | N\ 


1162 Fullerton Avenue, Chicage 


Book Form Cards Compact Binders 
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-- YW] PAROL 


\\ Loose-leaf envelopes, punched; card-cases, any 
//)\ size; menu covers; factory record protectors; tag 
\ holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details 


Markile Company, Mfrs. 


4633 8. Racine Ave. Chicago, U.S. A. 








Chie West Wishes 


or a MERRY 
CHRISTMAS 


rat IE 


PROSPEROU 
NEW 
165 DUANE STREET 

















YEAR 
NEW YORK, N. Y. 


e | 











Only pa 


“tT ‘ielétalk 


. . Can you meet all WW 
intercommunication requirements 


Webster Electric Sound Systems are licensed by agree- 
ment with Electric Research Products, Inc., under pat- 
ents owned by Western Electric Company, Inc., and 
American Telephone and Telegraph Company, Inc. 
WEBSTER ELECTRIC COMPANY 


RACINE, WISCONSIN, U.S.A. ¢ Established 1909 
Export Department: 100 Varick St., New York City Cable Address: ARLAB, N. Y. 








NEW SALES HIT!!! 
REX-O-Graph Spirit Duplicator . . . 








@ 100% Roller Moistener. No Felt Wicks. 
@ 6 to 600 copies from one Master. 

Salesmen: 

@ Compare the Performance. ” Compare the Price. 

Experienced Duplic: itor 

Salesmen at ones for full « 

tails, terms, ex- 

clusive territo 

ries on complete 

REX - O - Graph 

Line of Fluid and 

Gelatin Machines 

ind full line of 


supplies 


REX-O-Graph, Inc. 
3725 No. Palmer St. ape 
Milwaukee, Wisconsin ao My 


Milwaukee 





Only $125 





OFFICE APPLIANCES 


“L'E B” 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER e NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e@ KONTROL BOARD CLIPS 




















REBUILT 
MIMEOGRAPHS | 


Every Mimeograph is 100 per cent precision | 

rebuilt—second to none in quality and ap- 

pearance. Priced to make you a profit. 
| 


Exclusive territories still open. 


Mimeo Write for our specialty catalog. 


Products 


MIMEO REPAIR COMPANY 
395 BROADWAY, NEW YORK, N. Y. 











Your QUESTIONS | 
ANSWERED free 


Subscribers to Ofhce Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 

A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 


The Office Appliance Company: 20 North 
Wacker Drive, Chicago, U. S. A.::::::: 


Tov 


Metal Furniture Which Meets the 
Growing Trend in Modern Offices 


The only complete line of modern CHROME and TUBULAR STAIN- 
LESS STEEL furniture for equipment of executive, professional 
and general offices. Ideal also for vestibule. lounge and recrea- 
tion room. A line that offers substantial profit possibilities. 











PRACTICAL 
SERVICEABLE 
ATTRACTIVE 





Maa 


ee 
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Get on the Troy bandwagon. Dealer prop- 
osition and complete catalog upon request. 


THE TROY SUNSHADE COMPANY 


Dept. P-89 Troy, Ohio 
PRR ERE RRERERERGGERAS SSS 6 8 8 8 58 55 25 5 2 5 2 


oe eeE EE Ee SSE Ee ek 
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KEEP 
AHEAD 


with the 
new, smart- 
ly designed 
1940 line of — 


~ \\pmigi.! / Tz 
7 DISTINCTIVE FURNITURE 


Dealers find less sales resistance 
when they display Royalchrome, wie 
because it has instant and compel- Waite for naw,.inie 
ling customer-appeal. 84-page catalog 





1108 S. Michigan Avenue, CHICAGO, ILLINOIS 
New York Los Angeles Toronto 





ROYAL METAL MFG. CO. Re 
oval 








Clarotype leads in profits with dealers and 
in satisfaction with stenographers. It 
makes more profits for you because it cre- 
ates repeat sales. Clarotype gives satisfac- 
tion because it cleans type quickly and 
thoroughly, the dauber keeps in 
good working order, and the 
product is economical. Increcse 
your type cleaner sales and 
profits NOW with Clarotype 
Order today from your jobber 
or direct from The Clarotype 
Company, Inc... 16-P Hudson 
Street, New York City. 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 


The Best Known—Known as the Best 
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ALLEN W WALES 


ADDING MACHINE 
CORPORATION 


915 Madison Avenue NEW YORK CITY 


> 999999999 9999999999999 999999999 O9: 
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This man may be one of your customers. If 
so, he is ready to be sold the Memindex 
System—the famous memo sys- 
tem on cards. Complete Me- 
mindex consists of two handy 
units—POCKET CASE for tem- 
porary data plus DESK UNIT 
for permanent records. Dated and 
otherwise cleverly indexed cards 


IT COST ME MONEY -TO FORGET | (_ 
‘i 





fit both—so temporary daily ~~ Saket 

memos can be placed in perma- WIN PRESTIGE 

ee WITH MEMINDEX 
Write for Complete Information When you sell a Memindex, you 


gain a friend. Many a successful 

man claims his purchase of a 
WILSON MEMINDEX co. Memindex Automatic Memory was 

an important step in his climb to 
St. Paul St., Rochester, N. Y. the top. 


AV AYAVYAY AYA’ AAYAYAYAYA’AY AYA’ AYAYAYAYAYAYAYAYAYAAYAYAYAYAY A AAA 
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Adding and Bookkeeping Machine 
Replacement Parts 


NEW CATALOG WITH PICTURES 
OF OVER 400 PARTS 


Write for Your Catalog Today 


CLOYES GEAR WORKS 
Cleveland, Ohio 


17214 Roseland Rd. 


prorit 
MAKERS 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
tree trial basis. Nation- 
ally advertised! Write Simply tip, 


for details nowl ~~ —- 





3468 N. Clark St. 


Meilicke. Aystems, Inc. Chicago, Ill. 








DAISY WIRE LETTER TRAYS 


THE KIND THAT REALLY SELLS 





Rubber Feet. 

Packed 1 dozen or more in 
shipping carton. 

Shipping wgt. per gross 100 

Size 10 x 14 x 3 inches. pounds. 


Made of No. 16 wire. 
Top rim of No. 12 wire. 
Finished in green lacquer. 


Manufactured by 


The Massillon Wire Basket Co. 


MASSILLON, OHIO 
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Are You interested in 
trade doings in 


GbAEAT BRITAIN 
? 


If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal of 
the 


BHITILod 
OLATIOUNER 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
are unique for news, instruction, origi- 
nality and general interest. 








To the Proprietors THE BRITISH STATIONER, 


Send us Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


this Send to the address below FREE SPECIMEN COPY of “The British 


Stationer” for examination. 
coupon 


Name 
(Please attach your business card or letter-head) 


Address 


Date 
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Ethcient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most eli- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 












Stanley R. Bristow 
24 Central Ave.West Orange.N. 5 








GET DEALER PROPOSITION 


ELLIOTT ENVELOPE SEALER 


The 

is the fastest office appliance in the 
mm world and easily automatically 

0 feeds, seals and delivers 400 


envelopes per minute with an 


we average thickness of 
“>~._contents. It was greatly 
y, changed and im- 
{| proved in 1937 

| 


| and is a desirable 
' item for station- 










stores. 


144 Albany St. 
Cambridge, Mass. 


ery 


THE ELLIOTT ADDRESSING MACHINE CO. 














“72 Features” make SPEED-MO 


The World’s Best 
STAMP PADS 


N Pe pa in offer s« 


Write 


RIVET-O MFG. CO. 


81 Jason St., Orange, Mass. 





or Louis Melind Co., Western Repr. 
362 W. Chicago Ave., Chicago, Ili 








INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices, 


CARD 


Send for samples and prices on your SPECIALS 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal! Court Boston, Mass. 
ESTABLISHED 1919 














DR. SCAT 


FOR THE TYPEWRITER 


A Modern product. for cleaning 
rubber platens and metal type. 





Prevents rusting of the mechanical parts 


Four sizes—Retail Prices. 
2 oz. size with dauber $0.50 ea. 


7 oz. size with dauber 1.00 ea. 
Quart size 2.50 ea. 
Gallon size 7.00 ea. 


Less your regular discount F.O.B. factory. 














Manufactured By 


DR. SCAT CHEMICAL CO. 


178 North Franklin St., Chicago, Illinois 








Shannon Transfer cases 
Shannon Arches 
Shannon Boards 
Shannon Perforators 
Shannon Indexes 
Shannon C. C. Covers 
High Grade Paper 


Filing 
supplies 


Boxes 
— rei Ready Sellers 
Vertical Folders cme o 
Box Files Profit Producers 


Vastiest Gases A line you have known since 1893 


Document Cases 


JOHN F. HUNT COMPANY 


P. O. Box 606 ROCHESTER, N. Y. 


Write for Prices 








IMPROVED STEEL 
TRANSFER CASES 


Steel Equipment 
Priced to give you 
QUICK SALES 


Private Secretarial 
Machine Cabinets 

Sorter Tray 

Typewriter Desk and Stands 
Sort-A-File Mail Rack 
Desk Stationery Rack 








25” Deep 
Liberal Dealer Discount. 


EFFICIENCY EQUIPMENT CO., INC. 


360 W. Superior St., Chicago, Ill. 


Send for catalog. 
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* TRANSPARENT + FLEXIBLE 
* REINFORCED EYELETS 


* WATER PROOF 
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rovyat wants EVERY 


DEALER TO SHARE IN THE 


BIGGEST CHRISTMAS 
IN PORTABLE TYPEWRITER HISTORY 


It’s going to be the greatest 
PROFIT CHRISTMAS yet! 


Royal’s MAGIC Margin Portable is NEW... 
Entirely different! And the public knows it! 
Thousands of customers have bought ... Many 
thousands more will buy this Christmas! 












They were told in Royal’s great Fall Announce- 
ment campaign. And they’re being told—and sold 
—NOW-—in the American Weekly, Nov. 26th; in 
Life, Dec. 4th; in the Saturday Evening Post, Dec. 
2nd; in Scholastic, Dec. 4th; in newspapers right 
at the peak of the mind-making-up period ; and in 
coupon ads bringing in “live leads” for dealers. 










Your customers are waiting for you to declare 
yourself; waiting for you to fell them that your 
store is the place to buy the New Royal; waiting 

for you to show them MAGIC Margin, Locked 

Segment SHIFT FREEDOM, SHOCK ABSORB- 

ERS, and all its other exclusive features. 












Tie in to Royal's Great Christmas Campaign 
NOW... Use the MAGIC Margin Christmas 
display .. . Distribute Royal Portable Booklets . . . 
Feature the New Royal Portable—all models in 


your windows. 











Remember—the New MAGIC Margin Royal is the 
Profit Portable—the Portable with a generous 
Profit margin for every dealer! 







If you haven't received your supply of Royal 
Portable Christmas Sales Helps ... Write or wire 
ROYAL, 2 Park Avenue, New York City. 


Agi wxen ROI 













* Trade-mark 
Copyright, 1239, Royal Typewriter Company, Inc. Reg. U.S. Pat. Of 































THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


== Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 


All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-six years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 
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